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WARP’S GEN O'w SESE 


FLEX-0-G 
Guaranteed 2 F 
Lets Thru More He 
Ultra-Violet Raye than other 
lass substitutes,as proved in var- 
ious authentic tests, and holds 

in heat better than glass. 

Absolutely Waterproof—Un- 
breakable. 124 strong, pre- 
shrunk threads per square inch. 








smncegpated with extra_ high 

. P. Composition that will not 
A discolor or melt in a window. 
Extra Heavy—Extra Durable. 


Brooder House Fronts ny ‘Ral 
Porch Enclosures 
Storm Windows 
Storm Doors 
Greenhouses @ Sky Lights 


it ‘Hutches ¢ Hot Beds 
Cold Frames 

Factory Windows 

Office Partitions 

To Diffuse Light 


m one solid weatherproof sheet. 


applied to both 
everything tage i? 


air pockets to trap sacietase. 
Very Transparent—Extra high 
in Ultra-Violet Ray transmission. 
Good insulator. 
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Z mary, Dealer's Cost . 


8c 
Price. 3 se %. 
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- : ‘ SAME HATCH ieee Galvanized Screen Base 
proofed Ca QO ee =e" te ears Fine Mesh Galvanized Wire fi). 
” ’ o avoid Storm 1 Doors & ee fs : 
D0 d mo _'Barn om Windows" i ’ = Tough, Durable, Layer-Built 
: C M4 a ae 4 shit Plastic Coating to make it last 
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Porch Enclosures il 





ays TO HANDLE Warpr’s 
COMPLETE LINE OF WINDOW MATERIALS 






Dealer's po 27¢ 








50% "=x" 
































Dealer’s Cost ‘ Retail Price 
50% 4 ie} 4-4 Every product, leader in its class Backed by 20 years of ex- 
perience, and produced almost entirely under ans —_ WARP’S 
(granted or pending) Nothing can take the place o EARS 
3 - of product sendin in actual use, and constant research and ex- RED Vi 0-TEX 
ah periment. Only Warp’s Window Materials offer you all this. We dmits Uitra-Violet Rays to 
a th are somewhat behind on deliveries because our boys all over the Hel  Eeasuse Sanam Faster— 
. pi “ jects Appear 
world are being protected by Warp’s Window Mate ro = vert vit 
30 B h d D q n jobber seems slow in making shipments, please be patient—righ sfor 
: ‘ ' 7 now we have a war to win phis NEW Scientibc dual-pur- 
i : >t nre : ; "Ul We are anxious to supply you just as soon as Government al- 
4 vi ra) H locations will permit It pays to handle only the Genuine P 
b than 0 
sts © ec 
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Wooster Foss-set nylons forecast a new con- 
ception in painting tools for the world of tomor- 
row — in an era where demands for greatest 
efficiency will be made of both men and 
materials. The skill of Wooster craftsmen. . . 


the production technique and manufacturing 





know-how .. . have made Wooster brushes out- 
standingly different. For the present Wooster 
nylon brushes are made exclusively for use of 
the U. S. Navy. When the armed forces no longer 
require our concentrated production, these 


miracle brushes will be available for civilian use. 


WOOSTER F545] BRUSHES 


THE WOOSTER BRUSH Nua °e WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 — THRU 4 WARS 
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Hardware 
March $3, 


JUNE 





... The Yale Moving Men Will Stay in the Fight 


When the enemy makes his last move, the Yale & 
Towne Moving Men—Quality, Reputation, Promotion 
~ will be back serving you. 
But zntil then, Yale’s years of experience, our special 
skills and much of our equipment and manpower will 


facture of its newly designed locks, all the benefits of 
Yale’s new equipment and the very latest methods of 
production —- methods which we developed in doing 


our part to hasten the end of the enemy 
... and the return of Peace. P 


be at the service of our armed forces for the production 
of parts that are essential to speeding victory . . . parts 
which, due to our specialized experience, we are par- 


moe 6 A i 
ticularly well-suited to produce. 


After the wars, Yale will incorporate into the manu- The name YALE helfrs make the Sate 


THE YALE & TOWNE Stamrono, conw..u. s. a. 


ee nS ne ee ae an Lae alan tate A nah EE a Et Se 
Hardware Age, published every other Thursday by Chilton Co. (1Ine.). Entered as seeond-clasa matter March 24, 19338, at the Post Office at Philadelphia under the Act of 
March 3, 1879 (Printed in U. S. A.) $1.00 per year. Single copies, 25¢ each. Vol. 155, No. 12. 
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more answers for the 





retailer who asks: 








\ 





1941 1929 
i Are my customers using more 
Felt Base floor covering in 
their homes? 










A Yes, decidedly. In 1941, the 
average consumer invested 20% 
more of her spending dollar in 
Felt Base floor coverings than she 
did in the boom year 1929. 





1941 192 i 
0 How does this compare with the . 
trend of all floor coverings? ; 











A Definitely better! Between 
1929 and 1941, the share of 

the consumer’s floor covering 
dollar spent for Felt Base in- 
creased more than 50%. A 
rise from 13¢ to 20¢ out of 
every dollar invested in 
all floor coverings. 













() What's the best way to ride this 
trend towards greater Felt 
Base usage? 













A By prominently displaying and 

aggressively merchandising the 
brand your customers want .. . 
Gold Seal Congoleum, of course 


N 
i Why Gold Seal Congoleum? if 





Because it’s the leader . . . in design. . . 












° al 
pe fl aeilinne quality ... and sales! Yes, for 35 years, : 
Patron er a, . Gold Seal Congoleum has led the parade. 8 

And it’s destined to set even higher sales and 
profit records for you, when the war is won. or 
AMERICA’S LARGEST SELLING FLOOR COVERING <0c 


For information and suggestions that will help make 

the Gold Seal Congoleum display one of the busiest . 7; 
spots in your store ... write our nearest branch 

office or Congoleum-Nairn, Kearny, N. J. Makers 

of Gold Seal Congoleum and Nairn Linoleum. 


*The second in a series presenting 
significant merchandising facts on 
Felt Base Coverings. 
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WERES TOA 


No wonder it has such a great future—this New 
Improved Porcelain on Steel Enameledware! It 
embodies all the sanitation and beauty of porce- 
lain . .. plus all the tough strength of the steel 
base. Four years of research have set new stand- 
ards for resistance to shock, heat and acid... 
given it more durability than ever before! 
Customers everywhere look forward to 

owning this beautiful new ware as soon as 


SEAL.-- 
<o0 ror THIS 7H CONFIDENCE 


Tween sell Wt 


gt 


VL {is PROVEO 


PROPUIH BLE FUTURE wire THE 


Million Dollar Advertising 
Campaign To Build Lasting Future Demand 


it is available. Our million dollar advertising 
campaign constantly reminds them to wait for 
it. Plan to cash in with regular displays which 


RACIAL REGISTERED ¢ 


New /mproved 


Porcelain on Steel 


ENAMELEDWARE 


YOUR ASSURANCE OF QUALITY 
ENAMELED UTENSIL MERS., 
ADVERTISING GrouP 


womTe® 


‘will tell them they can get it at your store! 


Sponsored by: 


The Belmont Stamping & 
Enameting Co. 


The Canton Stamping & Enameting Co, 


Columbian Enameling & 

Stamping Co. , inc. 
Crunden Martin Manufacturing Co. 
Federal Enameling & Stamping Co. 
The Fletcher Enamel Company 
The Jones Metal Products Co. 
Lisk-Savory Corporation 
The Moore Enameting & Mfg. Co. 
National Enameling & Stamping Co. 
The Republic Stamping & 

Enameling Co. 
The Strong Manufacturing Company 
United States Stamping Co 


ENAMELED UTENSIL MANUFACTURERS ADVERTISING GROUP—2130 KEITH BUILDING, CLEVELAND 15, OHIO 
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() Years of Research 


J Stand Back of the 
L aunderall 


by F. L. JACOBS CO. 


THE om pletely, AUTOMATIC 


HOME LAUNDRY 


To give you just a few reasons why the Launderall will receive 
quick and enthusiastic consumer interest, we would like to quote 
from an impartial survey recently made by the Crowell-Collier 
Publishing Company. 
“Most women would prefer the fully automatic 
type of washer. And women who now operate 
automatic washers would like to be able to stop 
them in order to add clothes that have been left 
out. Entrance to the automatic washer from the 
top would also be desirable.” 


Launderall has all these preference features—PLUS many more. 























You'll HEAR MORE About the LAUNDERALL 
You'll Want to KNOW MORE About the LAUNDERALL 


DEALER FRANCHISING PROGRAM 


is now being inaugurated for the post-war era 








ADDRESS ALL INQUIRIES TO 
MR. ROBERT H. RODEN 


General Saies Manager 


1 ee ts 





MAJOR APPLIANCE DIVISION 


F. L. JACOBS CO. 


“DETROIT 1, MICHIGAN 
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Experimenting is costly. Yet every new- 
comer in the electrical appliance manu- 
facturing field must undertake it. And 
dealers and distributors share the risks. 
There is no experimenting with EM~ 
The ~“¥2M~ line is time-tested for de- 
pendability —“W2M~ sales, advertising 
and merchandising policies are profit- 


proven! 


With “M~ you can step out in frontand 
stay there during the postwar years ahead! 





Cy 


President 





NO OTHER MANUFACTURER OFFERS YOU 
THESE FOUR OUTSTANDING ADVANTAGES 


1 Immediate production as soon 
as Uncle Sam gives the green light. 
This means earlier profits... an op- 
portunity to build up a clientele 


faster. 


2 The most complete line in 
the industry. Saves overhead by 
reducing inventory costs. Saves time 
and effort in buying. Enables you to 
outdistance competition with a com- 
plete selection of appliances. 


3 Profit-proven, time-tested, 
trouble-free merchandise, 
backed by 20 years experience in 
manufacturing high quality appli- 
ances, with exclusive items, exclusive 
features that get customers and hold 


them. 


4 Powerful national consum- 
er advertising appearing regularly 
in Life, Better Homes and Gardens, 
Liberty, Red Book, True Story, 
House and Garden and other leading 
publications is building customers 
for you right now. 


Get Set Now to Go Places with “KM~ 


KNAPP-MONARCH COMPANY 


ST. LOUIS 16, MISSOURI, U. S. A. 
BUY ANOTHER WAR BOND TODAY 


KNAPP- 


ONARCH 








BUY MORE BONDS 
MORE OFTEN 


Geared to modern living . . . Mascot stoves 
and heaters are designed for beauty, serv- 
ice and economy. But, more important, 
they are HEAT-ENGINEERED. The stoves 
are built for the bright, cool kitchens of to- 
morrow with an eye toward top efficiency 


from fuel and successful cooking. The heat- 
ers are designed to get the most from every 
pound of fuel—to distribute that warmth 
quickly, evenly from floor to head level. 
These new models must await the war’s end. 
But others are available. . . . Write today. 


Write for Full Information 


Uescot STOVE COMPANY, Dept. A, Chattanooga, Tenn. 


odes SCOT 


SN Ovee HEATER: HEATERS 


HARDWARE 


BUY MORE BONDS 
MORE OFTEN 
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FOR PRIDE 
AWo CHEER 


Right Now... ‘sao 
VOLLRATH IS SELLING 


Choose B ° 
YOUR CUSTOMERS THE_ cautiful 


for “Your Kitchen 
of Tomorrow? 





eR ect eo 


rare 


"hah 


6 000 WU COPIES OF THIS 
4 5 ADVERTISEMENT 


Teh Aa eS 
June GOOD HOUSEKEEPING 


sell the Pride and Cheer of 
owning Vollrath Ware! 


he Ain 5 ROT GIB ES a ie, 


Here’s proof that Vollrath dealers can look 
ahead to the much-talked-about future—and 
feel confident that there'll be a waiting de- 
mand for this line of kitchen-ware, famous «nr, ; 
since 1874. eee 
S WHy, 
Building Tomorrow's Sales Today! ; Tomorrow! shes 


time can be your kitchen. 


With this advertisement appearing in lead- my and delight falter quick 
r . 


ing women’s magazines, Vollrath launches ; your kitchenware he i h. 
its campaign to assure dealers of future sales. as uly clean. Yes, when owe 
And, tomorrow, alert dealers will see the why V, are, you'll 
profitable results of this advertising appeal OMrath’s blue. 


to American women. 
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How You Can Make the Most of It worth waiting it is 


for! 
You, as a progressive housewares dealer, can 
make the most of the pent-up demand, by ; 
displaying Vollrath Ware as it becomes § orcelain Enameled 
Pa i are and defer man- 
i . ufacture of Vollrath 

tainless Stee] Ware— 
Plan wisely loday 
As| your hou tbe 
ealer to 


as Vollrath W, 
The comes availennt® me 
Co. The 
SHEBOYGAN + WISCONSIN VOLLRATH Zo. 
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ency. Try a NUCUT and you'll im- 
mediately see why this is so. The 





coarse teeth cut clean, deep, true. The 
















fine teeth level the surface smooth. 
This improved combination of both 
coarse teeth and fine teeth in the 
patented NUCUT “Wavy Teeth” 
construction makes possible two fil- 
ing operations at the same stroke, 
without scraping or skidding. 


MORE CUTS WITH NUCUTS 


NUCUT Files are made in types, 
shapes and sizes for practically 


SELl (HE FILE 


WITH THE WHITE 


we 7 . " 
tas eres «iain bs oie he " ah 


NUCUT means new file-cutting effici- 





every filing need,—for cutting, shap- 
ing and finishing such materials as 
stainless steel, iron, aluminum, brass, 
copper, slate, wood, fibre and plastics. 
On these and other materials, a 
NUCUT demonstrates time and again 
that it does more work, faster, easier, 
and with less effort. 

Your jobber will be glad to suggest 
the proper lengths, shapes and cuts 
you need to meet your particular 
requirements. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers 
Good Tools Since 1836 
Newark 4, New Jersey * Newcomerstown, Ohio 


T2842 


W1 


y TEETH FILES 


peer 


TANG 
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In the construction, maintenance and repair of America’s motorized 
battle equipment, Stanley Screw Drivers take the lead in constant 
use. They’re built to take it. “Stanloid” Screw Drivers, as an exam- 
ple, are made of alloy steel bars, hot-forged, heat-treated tip, spe- 
cially tapered for maximum strength and accurately cross-ground 
for size. The celluloid handle is break-proof and electric shock-proof, 
will not soak up oil or water, and will stand continued pounding 
without loosening. 

That’s the kind of quality that will continue in demand for peace- 
time use. When you are able to stock up again, be sure to carry 
“Stanloid” drivers. There'll be tool merchandising to keep your 
Stanley stock moving. 


fx STANLEY TOOLS, 111 Elm St., New Britain, Conn. 


STANLEY 


THE TOOL BOX OF THE WORLD 
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Anvil Tools 
Awls 

Bars — Ripping 
Bit Braces 
Boring Tools 
Breast Drills 
*Chisels — Cold 
Chisels — Wood 
Hammers 

Hand Drills 
Levels 

Marking Gauges 
Mitre Boxes 
Planes 

Punches 

Rules 

Saw Sets 
Scrapers 

Screw Drivers 
Sledges 


Soldering Irons 
(Electric) 


Spoke Shaves 
Squares 
Vises 






















































Me. Joseen Gavrz 
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President and Founder 
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WILL AGAIN SUPPLY bar 

| @ QUALITY COTS liantl 
| @ FOLDING LAWN CHAIRS | your 
| @ HARDWOOD FURNITURE _A 
| @ CANVAS SPECIALTIES | 
natio 


Of course, we're busy now taking care of the : 
front-line needs, but be sure to make a memo to i Chro 
see us after the war. We'll be ready and better ‘ 
able than ever to serve you again with merchon- line « 
dise of superior quality and construction. 






EMPIRE BRUSH WORKS 


Port Chester, N. Y. 





+ 


pace DUCK AND RUBBER COMPANY ° | a 





Fort Smith, Arkansas 
4 
A 
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Geary believes that simply stocking your shelves with well 
designed, well made merchandise is not enough. It is a part 
of our responsibility to help you present Gerity merchandise 
to your customers in such a way as to produce maximum 
turnover with a minimum of sales effort. 

Therefore, Gerity offers you a series of seven ultra- 
modern, beautifully finished display boards designed for 
counter, wall, or window display use, a display to meet the 
exact requirements of every establishment, large or small, 
wholesale or retail. 

In addition, Gerity products are presented in new, bril- 
liantly colorful packages that you will want to keep up on 
your shelves where they will be seen by every customer. 

Add to these sales helps the fact that the story of Gerity’s 
lifetime guarantee is being told to your customers in leading 
national magazines, and it’s easy to see why “Lifetime 
Chrome” by Gerity is destined to be America’s fastest selling 
line of bathroom accessories! 
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Write or wire for illustrated booklet 
describing Gerity “Lifetime Chrome” 
displays and complete information 
about the Gerity lines. Orders now 
being accepted for future delivery. 








St 


Ta-pat-co 
STAY -A-FLOAT 
for CHILDREN 


A sure-fire winner in your 
postwar sales. Thousands 
of this patented life pre- 
server swim-jacket were 
on order when we stopped 
civilian production to help 
win the war. It will be one 
of the first items produced 
after our war job is fin- 
ished. Put Stay-A-Float 


on your want list now. 








THE AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 
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Of course strictly speaking nothing can be always new 
(semper novo) for time waits for no one. But Formica 
laminated plastic push and kick plates always /ook new. 
No material could possibly be more satisfactory for push 
plates. The plastic is very hard and doesn't show wear. It 
doesn't corrode or absorb grease or moisture, nor change 
color, nor spot or stain or fade. The plates come in several 
attractive colors. They shed dirt. They wash easily with 
soap and water and always look new when they are washed 
no matter how old they really are. You just can't even 
dream of a better material than one which looks semper 


novo. 


THE FORMICA INSULATION COMPANY 
4646 Spring Grove Avenue e Cincinnati 32, Ohio 


1945 











A SPECIAL MESSAGE 


ssed to 150,000 painter-readers of America’s | 
oes in chemical research behind these Du Pont hie 
advertising campaign to capitalize on the enthusias 
being built up for paint brushes bristied with 
headquarters in your community for these new ny 
civilian distribution just as soon os wartime res 


No hog ever grew 
A bristle as tough, 
As resistant as | 
To surfaces rough. 


Du Pont nylon. Why no 
jon-bristied brushes. 
trictions are removed. 


a series of advertisements 


LERS! Below is another of 
— = eading trade magazines. With one of the greatest 
ered nylon-bristied brushes, 


ic interest in them, 


and with a hard-hitting 
a large post-war demand is 
+ plan now to make your store 
They will be available for 








| outwear those bristles 
At least three to one. 
“ No guesswork to that— 





Now I'm in the Navy 
Until Victory we see. 
After, comes your turn— 
Ask for nylon—that’s me. 








WHY YOU CAN’T GET NYLON PAINTBROSHES NOW: 
The entire production thus far has gone and is 
going to the U. S. Navy. Of the more than 2 
million nylon-bristled paintbrushes in use to- 
day, not one has been sold to an individual 
through the normal trade channels. Soon after 
Victory, brushes of these finer bristles will be 
ready for you. 


NYLON-BRISTLED PAINTBRUSHES ARE NOT MADE BY 
DU PONT... our job is to make and supply the 





bristles, in specified sizes and tapers, to the 
leading brush manufacturers. 


FREE BOOKLET: gives facts, shows why nylon 
bristles have excellent resiliency, and have 
greater toughness, than hog bristles. Here is 
the evidence that they cost you less by paint- 
ing well longer. Write: E. 1. du Pont de Ne- 
mours & Co. (Inc.), Plastics Department, Ar- 
lington, N. J. In Canada: Canadian Industries, 
Ltd., Box 10, Montreal. 


Shorten the Road to Tokio—BUY WAR BONDS 


DU PONT NYLON BRISTLES 
OU PONT, saree yuvuane: Fos Saas Liv 





“WHEN AVAILABLE... LOOK FOR 
THE BRUSH WITH THE WORD 
NYLON ON IT.” 


It’s your guarantee of bristles possess- 

NG ing a combination of ad unob- 
tainable in any other type of bristle— 
either hog or synthetic! 
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SPFIELD BRONZE POW DER 4 
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Write for Complete Catalog and Price List of Sheffield’s 40 Fast Sellers 
eel 


Che Sheffield Bronze Powder g Stencil a 
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PHOENIX & JUNIATA 
HORSE AND MULE SHOES 


May we remind you through this 
homely adage of the importance of 
food shoes properly fitted to help 

eep work animals in peak condition. 

It particularly applies to Phoenix and Juniata 
Horse and Mule Shoes because they’re expertly 
made from annealed forging steel for long wear 
and protection, 

These fast-selling shoes build repeat business. 

Check -your stock and order the sizes you 
need today . . . your customers deserve 


the best. 


PREE... this book tells how to care for the feet of horses and 
mules. Explains how proper shoeing prevents lameness. 
Authoritative . . . concise . . . fully illustrated. Endorsed by 
| leading horsemen and veterinarians. Write today for your 
< copy and the facts about our plan of Free distribution to 
your customers. 


ASGROW SEEDS 


for garden and lawn 


TOP QUALITY 
NATIONALLY KNOWN 


in bulk or colored packets 


A complete, profitable line 
for spring and fall 
with displays and dealer 
helps 


RSET GOROPWHERS, OG.” Wace corn Gitues? Geckuene 


Packet Seed Division: JEROME B. RICE SEED CO., CAMBRIDGE, N.Y. 
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EASIER TO SELL A RITE-WAY 
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\ MUKER 


FOR LESS MONEY” 


For 24 years, Rite-Way’s policy has been to give 


America’s dairy farmers a higher quality milker, 
* of simpler design and more dependable perform- 
, ance ... a milker gentler in its action, easier to 


clean, more helpful in producing higher quality, 
Aaa | | | a |*¢ |= FR low-count milk . . . and by efficient manufactur- 
ing methods and volume production, to sell at 
the lowest possible price. 


More Than 100,000 Users 
Today, the Rite-Way is America’s fastest selling milker. 
In no other. milker will you find a combination of selling advantages to 
equal that of Rite-Way. Start with the pulsator, only two moving parts 
- no springs, trips, or gaskets. The new sanitary claw is of straight- 
through construction. It is easier to clean . . . helps assure low-count 
milk. Pulsator and claw are of brass and bronze — mark of fine 
quality. The long-lived rotary pump is a “marvel” — self-lubricating — 
nothing to require replacement or adjustment. 


The Rite-Way franchise assures generous sales help — plus powerful 
Rite-Way advertising in America’s leading farm magazines. 
Because of enlarging manufacturing facilities, Rite-Way has openings for 
additional dealers. Your territory may be open. Write us today. 


RITE-WAY PRODUCTS COMPANY 
1241 Beimont Ave. Chicago 43, lil. 
Eastern Branch — Syracuse 1, N.Y. 
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i | @ Weary survivors of a sinking ship, 
rescued from the sea with rope, board a 
, Coast Guard convoy. cutter by rope lad- 
ders. The wounded man in the bow of the 
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from these Consumer Letters 
...What an Active Post-War Market 
Our Continuous 
Battery Advertising is Building for You 


Paar 


FROM OHIO 


Saw your advertisement on ‘Unusual Lights’ 
in the ‘Country Gentleman.’ Could | get a com- 
plete set of these battery advertisements?” 


ATS ERAS 


Bee 


These letters plainly show that 
this Winchester advertising is 
clicking for you. They indi- 
cate, too, the keen interest 
which these stories about “‘un- 
usual lights’’ is arousing. 
Winchester Repeating Arms 
Co., New Haven, Conn., Divi- 
sion of Olin Industries, Inc. 


DIVISION OF 


3 
¢ 
‘ 
; 


WINCHESTER 
batteries layed” ight 


, : The hel, 
cuts the inkiest darkness batteries”. Winchester 
ning os RIVE toward, 
When the lights of peace go on distant when you will again plete Victory is 
again watch Winchester. For enjoy all the brilliant bullet- after battle js 4S battle 


ut, 
of t 4S Won, ¢ 
now, day by day, the black fast light from Winchester A ri hel he need 
imi 


P Will lessen, 
clouds of war are being swiftly batteries that you want. Chester Manse PlY of Win 
rolled back. A limited supply | Winchester Repeating Arms lehts ang hes, 
of Winchester batteries may Company, New Haven, Conn’, 

soon be available... and we Division of Western Cartridge 

hope the time will not be too Company. 


Win, 
Still 


THE LIGHTS GO ON ACAIN 


vxron WINCHESTER 











CARLSON STEEL TAPE RULE 


“It’s only natural that we should want you to 
know Fred Carlson and Andy Sullivan, the men 
who are responsible for the advanced design and 
the improved features of the new CARLSON 
Steel Tape Rules. Fred is the man who developed 
the first pull-push steel tape rule to be made in 
the United States and is recognized as an author- 
ity in the field of tool design with 15 years exper- 
ience designing steel tape rules. He is responsible 
for the improved operating features that make 
CARLSON the most advanced Steel Tape Rules 


in the world. 


Andy, with his experience of more than 20 
years as a production executive in one of the 


nation’s leading industrial organizations, keeps 
the plant operating at capacity to meet the de- 
mands of wholesale hardware dealers and mill 
supply houses. 


As general sales representatives for the firm 
of Carlson and Sullivan we are proud to be able 
to invite you to meet these men, and to learn 
about the products they are building now and the 
plans for high grade tools, to be produced in the 
future. We expect to render to you the type of 
service that will make it both pleasant and 
profitable for you and your dealers to sell the 
merchandise they manufacture.” 


General Sales Representatives 


HALL & CARLSON 


(Glenn C. Hall) 
541 SOUTH SPRING STREET, LOS ANGELES 13, CALIFORNIA 











KEUFFEL & ESSER COMPANY — “Wyteface” 
Measuring and Gauging Tapes to the Hard- 
ware Trade and Petroleum Equipment Industry. 





Western Representative for: 
SANDVIK SAW & TOOL CORPORATION — Genuine Berg “Shark Brand” 
Chisels and Pliers, Sandvik Bow and Hand Sows. “Radius” Stoves, “Oberg” 
Files, “Veritas” Grinder-Wheel Dressers, and other Swedish Made Tools. 
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When you buy aluminum paint insist on getting Alcoa Albron pigment, 
made from 99+% pure aluminum. Purity is vital for best results 











ALBRON 
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| 4 Your best customers for aluminum paint . . . paint- 
ing contractors, plant superintendents, maintenance 
men, and other big buyers . . . see that blue arrow 
regularly. It appears in Alcoa advertisements of 
aluminum paint in their favorite magazines. 

You will find it easier to sell these big buyers 
aluminum paint or pigment if you can supply 
Alcoa Albron Paste, the aluminum pigment they 
all know best... the pigment made from 99-+-% 
pure aluminum. 

So carry Alcoa Albron Paste, or paint that 
contains this superior pigment. Ask your paint 
supplier for it. 


ALUMINUM COMPANY OF AMERICA 
1984 Gulf Building, Pittsburgh 19, Pa. 





A typical advertisement to industrial execu- 
tives on aluminum paint. Note the arrow. 
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To remind thousands of home owners eagerly wait- 
ing to buy mowers that a Jacobsen is worth waiting 
for, ads like this appear regularly in such big-cir- 
culation magazines as.American Home, House and 
Garden and Better Homes and Gardens. 





The name Jacobsen has always meant thor- 
ough-going customer satisfaction — the result of 
leadership for a quarter of a century in the develop- 
ment of quality grass-cutting machines. That kind 
of merchandise builds good will and repeat sales. 


Hardware dealers ready to sell Jacobsen 
mowers when available will be in an enviable posi- 
tion to cash in on this substantial profit opportunity. 


acobsen - 


MANUFACTURING COMPANY @_ RACINE, WISCONSIN 
HARDWARE AGE 





—You can’t beat 


STEEL 


for Protection 


Dp’? you ever wake up in the middle of the 
night with a red glare at the bedroom 
windows and a crackle of flames in your ears? 

The house is on fire, you think. You jump 
out of bed and discover it’s only a grass fire 
in a vacant lot ... and you remember your 
house is well-protected against falling embers 
by a steel roof. What a relief! 

Fire in town is bad enough, but on the farm 
it’s worse. There’s no effective way to fight it 
... that’s why the fire protection assured by 
U-S-S Steel Roofing and Siding is one of its 
strongest selling points. Protection against 
lightning, too, is a decided advantage obtained 
from a properly grounded steel roof. 








a! 


The Big 4 in U-S‘S Roofing and Siding Steel buildings offer best protection for 


tained ‘ stored crops. They are tight and dry. Rats 
U-S‘S STORMSEAL wi our leakproof features: twin drain, pressure ’ . we 

lie, tolste. coece enlass ond tencids eurve. can’t eat through them. Termites can’t des- 
U-S‘S CORRUGATED. One of the most popular and satisfactory patterns troy them. 

ever developed. nee Pari Your customers are being told about the 
cists cosines Rate, Rename 5 Se Cpu. Aan es advantages of UsS-S Steel Roofing and Sid- 
U-S‘S WEATHERBOARD SIDING. Popular for structures where good ing through frequent advertisements in the 
looks are desired at low cost. | farm magazines. When the time comes for 


them to buy new roofing, the U-S-S Sign on 
FREE Plan Service S : your store will help bring in new business. 





We provide blueprints and lists 
of materials for various farm 
structures, including Cattle 
Feeding Shed, Poultry Brooder 
House, Machinery Shed and 
others. Your customers can 
examine the complete file in 
your store, then get copies of 
the plans through you or direct 
from us. This Free Service 
helps you sell larger quantities 
of the products you handle, 








CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago PR 0 i i ~ T 
COLUMBIA STEEL COMPANY, San Francisco - 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago, New York So, DH Ear 
United States Steel Export Company, New York 
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"One of a Series Interpreting Hotpoint’s Promise to the Public: Dependability Assured by 40 Years Experience.” 


No “Post-War” Babies 


In The Hotpoint Line 


OTPOINT appliances are 

far beyond the promotional 
stage. In no sense are they 
“post-war” babies. They were 
designed, tested, and in demand 
before Pearl Harbor. 


@ @ A complete line of both kitchen 
and laundry appliances is avail- 
able to permit the Hotpoint selec- 
tive dealers to compete successfully 
and profitably for sales in all 
income brackets. 


@@ Hotpoint selective dealers 
will realize the value of the 
Hotpoint merchandising plan, 
featuring the Complete Electric 


Kitchen. All customers. won’t 
buy a complete electric kitchen, 
but when an individual Hotpoint 
appliance is sold, the complete 
kitchen idea and other sales au- 
tomatically follow. New buyers 
become continuing customers. 


@ @ The Hotpoint sign on your store 
is a sign of quality known to all. 
Forty years of housekeeping experi- 
ence in millions of American homes 
make Hotpoint the thoughtful 
homemaker’s choice. 


x~*rek 


Edison General Electric Appliance Co., 
Inc., 5624 W. Taylor St., Chicago 44, IIL 





SARANGI A RIE SR DM SUA R RANGA ARAM ORS AUS ta ER Sn Ne 




















HARDWARE 


















, 


aay, —_ ~’ 














| AGE 





pot 7 Wie na 


nist 


Sl 


1 Son. OP eee 





dod 
- 
bet eel oe po 








HERES THE WHOLE IDEA, 
FLORENCE. THIS NATIONWIDE WARTIME 
ADVERTISING CAMPAIGN IS PAVING 
THE WAY FOR DEALERS’ POSTWAR 

"SALES. 30,487,514 PEOPLE ARE 
LINED UP TO MEET YOU AHEAD 
OF TIME! 








Opens the door for you 
in 8 out of 10 homes 


Florence isn’t waiting for recqnversion before 
creating demand for Florence Ranges and 
Heaters. That job is being done right now for 
you by the hard-hitting, mass-coverage Flor- 
ence advertising campaign reaching your pres- 
ent and future customers. It’s a _ 
head start—and watch what it will 
mean in greater Florence sales and 


profits for your postwar business. 
FLORENCE STOVE COMPANY .. . General Offices 


and Plant: Gardner, Mass. Western Offices and Plant: fF L 0 R E ie © E 
Kankakee, Ill. Southern Plant: Lewisburg, Tenn. 

Sales Offices: One Park Avenue, New York; 1459 

Merchandise Mart, Chicago; 53 Alabama Street, S. W., ANGHA 


Atlanta; 301 No. Market Street, Dallas. 










AIMED AT 


OVER 20,000,000 READERS OF 
SUNDAY MAGAZINES 


* 
... OVER 3,000,000 READERS OF 
SUNDAY NEWSPAPERS 


+ 
... OVER 7,000,000 READERS OF 
WOMEN’S, HOME AND FARM 
MAGAZINES 
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RATIONED 
FOR CURRENT 
NEEDS 


Until materials needed 
to win the war are 
again available, re- 
stricted production calls 
for continued allotments 
through jobbers, equi- 
tably based upon pre- 
war distribution. 


KITCHEN TOOLS 








QUALITY YOU CAN 
DEMONSTRATE! 


Show your customers the bright, 
chromium-plated blades that fea- 
ture “ShurEdge” Cutlery .. . the 
keen, hand-ground cutting edges 
of high carbon steel . . . the spe- 
cial handles styled for comfort 
and utility! They'll appreciate 
the quality 
features . . 


theyll buy! 


NATIONALLY 
ADVERTISED 
In The Saturday 
Evening Post, Lib- 
erty, Better Homes 
and Gordens and 
House Beautiful. 


THE FINEST OF 
FINE CUTLERY 
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Message to 
an executive 
with metal 
products 


to sell 


Now your new metal products can be given extra “eye” 
and “‘buy”’ appeal. They can be protected against corro- 
sion... shielded from “shopwear”’. .. made more im- 
pervious to dirt and finger marks... less vulnerable to 
atmospheric changes from the time they are made until 
they are sold. Your merchandise can now be made to 
stay more salable longer! 

Reason for all these benefits is Johnson’s Industrial 
Waxes for Metals. These waxes applied to metal mer- 
chandise keep it “‘new looking”’ . . . allow it to be openly 
displayed without fear of deterioration. 

Proved on war equipment, Johnson’s Industrial Waxes 
for Metals can help give your consumer merchandise the 
plus it needs to attract and hold the attention of buyers. 
They are easily and economically applied. To get the 
complete story, fill out and mail the coupon today! 
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A few of the countless METAL PRODUCTS 
that benefit by Johnson’s Industrial Waxes for Metals 


Tools of all kinds Kitchen utensils « Metal stampings 
Tin cans + Sporting goods + Nuts, screws, bolts - Padlocks 
Builders’ hardware - Metaltoys + Metal parts 


JOHNSON’S INDUSTRIAL WAXES FOR METALS 


Made by the makers of Johnson’s Wax fe 


S.C. JOHNSON & SON, Inc., Racine, Wis. 


8S. C. JOHNSON & SON, Inc. 
Dept. H-65, Product Finishes Dept., Racine, Wis. 


Gentlemen: I'd like to know how Johnson's Industrial 
Waxes for Metals can help sell my product. Please send 
“Specia! Waxes for Industry’’ brochure. 

Name 


Address 


Company 


Product 








Why \NVINCIBLE BUYERS 
MAKE GOOD CUSTOMERS 





When , customer walks up to your counter 
and says positively, “I want a Gladding In- 
vincible Bait Casting Line,” take good care 
of him. If he insists on an Invincible, he has 
probably learned from past experience that 
it pays to buy the best line he can get—and 


other tackle as well. s 
|, ized 
Thousands of fishermen who have tried all Sold through recogn e 
independent wholesalers 


makes of lines over a period of years, use only 
Gladding’s Invincible now. They appreciate 


the casting ease, and fighting strength of this HAZARD INSULATED WIRE WORKS 


high quality product. They are potential 
customers for all kinds of high grade tackle. Division of The Okonite Company 
Your best bet for postwar fishing tackle . Withee Bare, Peanaylvanto 


business is to get ready to take care of those 


good customers. That's why you should plan 
to carry a complete stock of the Invincible as ao o i] | * 7 a 


well as other famous Gladding lines. 


8. F. GLADDING & CO., — OTSELIC, N. Y. Rg D R p P 0 il 
GLADDING LINES FRICTION 
TAPES 


Vede by fio he fer Fen he , & RUBBER 
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Popular sellers everywhere— 


CLEVELAND /G6(QuliZ SET SCREWS 


alae Set Screws meet your 
customers’ most rigid requirements— 
provide a profitable section in your fas- 
tener department. They’re made to close 
tolerances, carefully case hardened. Wide 
range of styles and sizes in square head 
and headless. Write for samples and prices. 


ee 


CLEVELAND 
op CL 2917 EAST 79TH STREET * CLEVELAND 4, OHIO 


W/7, 
F A S T E a qi R $ Warehouses: Chicago, Philadelphia, New York, Los Angeles 


Atk your Jobber for Cleveland Fasteners 


MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
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the Modern Wall Pain; 


& 
< Guaranteed by @ 


Good Housekeeping 
No» \FDEFECTIVEOR ow 
24S Apvenrisen THIS 


1. GUARANTEED BY GOOD HOUSEKEEPING 


SPRED has the distinct selling advan- 
tage of the famous Good Housekeeping 
Guaranty Seal. SPRED moves faster be- 
cause millions of homemakers recognize 
this seal as a sure sign of dependable 
quality and because they know that it 
has to be earned. 


ig Swing fo SPRED 


HARDWARE AGE | 





2. A FAIR DEAL FOR THE DEALER 


SPRED is sold only through legitimate natural paint out- 
lets on a protected territory basis. Consequently SPRED 
dealers are not stepping on each other’s feet in a scramble 
for business. They enjoy adequate living room and every 
condition for building a sound business at a fair profit. 


3. UNEQUALED COLORS—PREFERRED BY LEADING DECORATORS 


A recent opinion poll on wall finish colors in America’s 
style centers showed an overwhelming preference by lead- 
ing decorators for SPRED colors in comparison with 
other nationally known water-mix paints. SPRED sells 
easier because of this great color superiority. + 


4. A SUPERIOR PRODUCT 

SPRED is a first quality oil-emulsion paint that mixes with 

water. It is a new departure in paint formulation made : =m Good Housekeeping. 
’ WOLTECTIVE OF ae 


possible by Glidden’s exclusive soybean derivative “AL- ne 8 
PHA” PROTEIN*. “ty 


5. POWERFUL ADVERTISING AND PROMOTION 

The 1945 program includes advertising and promotion 
that sells SPRED as a quality product and SPRED dealers 
as quality dealers. Based on the most sensational selling 
appeal in paint history, SPRED advertising will bring 
business to your store! 


6. A GREAT LINE WITH A GREAT NAME AND A GREAT FUTURE 


SPRED is the forerunner of a whole new series of 
postwar Glidden paints. It will pay you to examine the 
full story of SPRED’s protected Territory Program 
and the great plans for your market in 1945. For con- 
fidential, detailed report, write to— 


THE GLIDDEN COMPANY 


Department 46 * Cleveland 2, Ohio 
*Trade Mark Registered 
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THESE LEADING FIRMS ARE DISTRIBUTORS FOR AMERICA’S LARGEST SOLE SPECIALIST IN HOME REFRIGERATION 
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DEALER AND PUBLIC ACCEPTANCE 


RECORD- 
BREAKER 


..eSALES-MAKER! 


SIX REASONS WHY YOU SHOULD STOCK BRITEX NOW! 
1 BRITEX IS AN EXCELLENT WATER SOFTENER | 
BRITEX IS A NATIONALLY ADVERTISED PRODUCT 
BRITEX OFFERS YOU EASY AND PROFITABLE SALES 
BRITEX QUALITY ASSURES COMPLETE SATISFACTION 
BRITEX SALES ARE INCREASING STEADILY 
BRITEX IS A BETTER CLEANER FOR EVERY PURPOSE 


Right from the start Britex has made friends among 
housewives and painters . . . handy-men and house- 
owners. They like its gentle, effective cleansing proper- 
ties. 

Britex was developed to meet the need for a reliable 
all-around cleaner. It is a new, improved pink powder 
that turns green in water. It dissolves grease instantly. 

Your customers will want Britex for cleaning wood- 
work ... walls... ceilings . . . venetian blinds . . . re- 
frigerators . . . tile floors . . . and paint. There are many 
other uses for Britex, too, in the laundry . . . the kitchen 
... the bathroom. 

Feature and display Britex for extra sales and profits. 
Britex is sold exclusively to the hardware and paint 
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trade. 114 lb. package retails for 25 cents. Your profit 
per case of 24 packages is $2.00. Order a supply from 
your jobber today! 


BRITEX 


‘-COMPAN Y 


BOSTON 20, MASSACHUSETTS 





| Briter — America’s Finest Cleaner» _| 
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Wf pore are literally billions of Strong- 
hold fasteners —in a broad range of 
sizes and types—IN STOCK FOR IMME- 
DIATE DELIVERY. The Stronghold "In Stock” 
Record is issued at regular intervals. If you 
are not receiving it, drop us a line and we'll 
add your name to our mailing list. 

For “Specials”, use our extensive manu- 
facturing facilities. Send us your descrip- 
tions, sketches or blueprints. Quotations, 
plus technical and engineering dota, 
promptly furnished. 


@EX-SCRO 


NEW, multi-use, multi-drive 

fastener with countless 
practical applications and adapt- 
ability for all methods of hand 
or power driving. Ask for samples, plus 
technical and engineering data. Learn how 
HEX-SCRU will speed, strengthen and stream- 
line your assemblies. 


MANUFACTURERS SCREW PRODUCTS . 


231 W. Hubbard St. Chicago 10, Ill. 
it’s Faster to Telephone + Call WHITEHALL 4680 





Automatic Control 
Saues Tous of Fuel! 


BUILD BACKLOG OF INSTALLATIONS NOW! 


installing an “A-P” 3-Piece Automatic Heat Regulator Set 
is definitely a “must” when production is again permit- 
ted. The unit saves fuel and insures uniform, healthful 
temperatures with hand-fired furnaces. 


First, attach an “A-P” Thermo- 
stat to an inside wall — about 4 
feet above floor is good. This 
is the invisible janitor that 
“floats” the fire, keeping it at 
maximum efficiency without 
heat loss. 


Next, put an “A-P” Limit Control 
on the bonnet of the furnace. 
This is essential. It prevents fur- 
nace heat overshooting room ther- 
mostat settings. Set the Limit 
Control according to outside tem- 


perature to prevent excessive 
overheating. 


Finally, install the “A-P” Damper 
Regulator Motor, Connect to 
both the Room Thermostat and 
the Limit Control. Parts of this 
unit are wear-resistant and anti- 
corrosion treated to avoid rusting 
from summer basement dampness. 





These efficient, fuel-saving A-P 3-Piece Automatic Heat 
Regulator Sets will soon again be available. It’s time now 
to build your backlog of installation orders—for future 
profits—and help your customers to vital fuel savings. 


AUTOMATIC PRODUCTS COMPANY 


2442C N. 32nd Street * Milwaukee 10, Wisconsin 


Ap DEPENDABLE 


CONTROLS 


FOR HEATING © AIR CONDITIONING ¢ REFRIGERATION 
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3200 BELMONT AVENUE, CHICAGO 18, ILLINOIS 


JUNE 7, 1945 





THERE is going to be more to postwar kitchen 


merchandising than merely something to sell— 


more, even, than a good line. 


There is going to be need for a complete mer- 


chandising program on which to build for a 


long, profitable pull. Youngstown Kitchens is 


preparing that program for dealers now. It will 


be ready the moment the war job is done and 


IT WILL BE WORTH WAITING FOR. 


Until the last shot is 
fired— buy bonds 
— give blood — 
salvage fats and 
poper — work for 
Victory. Then do 
your porito... 


Write for full information and the 
name of your nearest distributor. 


MULLINS MANUFACTURING 


CORPORATION 
WARREN, OHIO 


Design Engineering Service 
Large Pressed Metal Parts 
Porcelain Enameled Products 


Kitchens. 


by Mullins. 





“LITTLE THINGS?” 
THAT’S WHAT YOU THINK! 


Pick up a COLUMBIAN Sauce Pan or Double Boiler 
the way a woman does when she uses it. Take 
off the cover of a COLUMBIAN Percolator the 
way a woman does when she cleans it. These 
“little things—like a handle that feels comfortable, 
secure—like a utensil that comes apart so it 
cleans easily—like box-type ears that do not snag 
the dishcloth—those are BIG THINGS to a woman. 

Only in COLUMBIAN Enameled Ware can your 
customers get so much honest-to-goodness value 
for their money. 


WOMEN SAY: 


THERE'S A REAL 

“LIFT” WHEN YOU 

USE WHITE-ROCK 
SAUCE PANS 





YOU MEAN FROM THAT COMFORTABLE COLUMBIAN 
HANDLE, LADY? THERE ARE A LOT OF OTHER 
“LIFTS” YOU GET FROM USING ENAMELED WARE 
THAT YOU'LL READ ABOUT, NOW THAT IT IS 


NATIONALLY ADVERTISED 


Cc OLUMBIAN j= 


on THE BEST VALUES IN ENAMELED Wape < es eer 


ORDER FROM YOUR /JOBBER 
COLUMBIAN ENAMELING & STAMP. CO., INC., TERRE HAUTE, IND 
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PYREX WARE QUIZ 


TAKE TWO MINUTES TO FIND WHAT YOU KNOW ABOUT PYREX WARE 


ANSWERS: 


TRUE. Pyrex ware is fair-traded in all 45 Fair-Trade 

States. You can throw away your markdown cards and 
forget about price-cutting competition. Your discount is 
your gross profit—and your gross profit is protected. 


TRUE. Although more than 85% of Corning Glass pro- 
duction today is in war work, wholesale distributors 
in 144 major cities give you prompt delivery on 
all available Pyrex ware items. This eliminates 
long waits for shipments from a distant factory. 





FALSE. Four seasonal window and counter display kits 

come to you every year at peak sales periods to tie in 
with the national Pyrex ware advertising progrem—but— 
you must use these promotional helps and at the right time 
to get the full benefit and build extra profits. 


FA‘SE. There are an average of eight Pyrex ware mes- 

sages per family each year and in full color, too. Pyrex 
ware keeps “hammering away” through 110 
metropolitan newspapers and 30 leading national 
magazines just to pre-sell your customers. 





Ask your distributor’s salesman for Pyrex ware dealer helps or write direct to 
Consumer Products Division, Corning Glass Works, Corning, N.Y. 
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STOP and BUY 


Mitapace 


“HANDY PACKS” 
DISPLAYED ON YOUR COUNTER! 


RETAILERS featuring Milapaco ‘Handy 

Packs” of Lace Paper Place Mats and | 
Doilies report increasing unit sales as much | 
as 9 times over the average dime-selling 

package of this type. “Milapaco” value 

STANDS OUT—packages sell with little | 
or no special sales effort. 














go for these 
BABY UTENSIL SETS of Colorful 
San DURO Plastic 


CASH REGISTER MUSIC — rings merrily when 
you feature these eye-catching baby utensil sets — 
in red, blue, pink and ivory plastic. 


DURABLE — Baby can drop these dishes. The 
bowls have rounded inside corners to make them 
easier to clean and use. And dishes keep food 
warm longer because of unique design. 





ALL THE “HANDY PACKS” 
YOU CAN SELL... 


—will be available to you 
when current production 
restrictions are eased or 
lifted. Meantime, look 
ahead to the opportunity 
for volume sales and 
profits from displaying 
and featuring attractive, 
fast-moving ‘“Milapaco” 
Handy Packs. 


CEREAL BOWL 


a ee 


MILWAUKEE LACE PAPER CO. 


1306 E. Meinecke Ave. Milwaukee 12, Wis. | ptttractively Priced 


Established in 1898 
Branch Offices and Warehouses: 


DINNER PLATE 


3-piece fork, knife and spoon set 


98 Bleecker St., 1018 Santa Fe Ave., 3-piece dinner plate, cereal bow! and tumbler 
New York 12, N. Y. Les Angeles 21, Calif. 6-piece (2 sets in one) 


—Mitapaco 


taAceE ae 2 oe 
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Meat packers, for instance, use \ FO 0 D i N D U STR l ES 
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Meat Packers 
Canners 

Ice Cream Makers 
Confectioners 





Bakers 
Soup Makers 
Mince-meat Makers 


GIVE YOUR CUSTOMERS THE SAME 
PROFESSIONAL FOOD-CUTTING 
SERVICE IN THE HOME THAT 


MEAT PACKERS GET WITH 
THEIR ENTERPRISE CHOPPER 


. ; : I: yout eos, ae # about 4 “pro- 
essional’’ performance of an Enterprise Chopper, 
AN ENTERPRISE if she knew all the kinds of food-cutting it can do for 
Meat-and-Food CHOPPER : her—she’d want an Enterprise, and nothing else. 
The secret of the better quality, better appear- 
ance, finer flavor of Enterprise-cut meat and food: 
= exclusive oe + jamin of we 
= Cif parts engineered to cut right —not mash or tear. 
Cote Rew Most : rf 4 With the different hole-size plates and special 
Cuts Cooked Meat attachments, an Enterprise Chopper does so many 
Cuts Vegetables things so fast and well, housewives can find use for 
Cuts Fruit it nearly every day. 
f That's the kind of chopper-service that will de- 
Prepares Baby Foods light your trade—and make more money for you— 
Prepares Foods For when wartime restrictions. lift. Remember the 


housewife who does “Ent eT 
Desserts not want all that! name, erprise: 


The ENTERPRISE MFG. CO. of PA. 


PHILADELPHIA 33, PA. 





79 YEARS’ EXPERIENCE BEHIND THE MODERN ‘‘ENTERPRISE’’ 
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++ WHEN Yh wry DAWNS... 


THE ALERT HARDWARE MERCHANT 
WILL BE WELL PREPARED 


Right now while the world plans for That day, too many of 
us sit wishfully thinking and hopefully praying for its early 
arrival... @ But... let’s get down to cases . . . there's still a 
tremendous job to be done...and that takes more than 
dreaming ...it takes action and lots of it. @ We here at 


Masters are going full blast on essential war materials. All 
MASTERS 


HANDY CART 


of us are deeply grateful for the opportunity df contrib- 
uting our efforts to the hastening of THAT day. @ Of 


course, we too, are looking forward te the time when 
MASTERS 


PLANT SETTER 


we can again produce our popular line of civilian 
goods ... The Masters Handi-Cart ...The Masters 


Plant Setter and The Masters Perfect Distrib- 
MASTERS 


PERFECT DISTRIBUTOR 


utor...all items already favorably estab- 
~ lished in consumer preference and trade 
recognition. @ Be sure your post- 

war plans include The 

Masters Line. 


MASTERS PLANTER COMPANY Masters Building + Benton Harbor, Mich 


HARDWARE AGE 
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Our Hats are off to MYERS DEALERS 


for doing a Fine Public Relations Job! 


A MESSAGE TO MYERS DEALERS 


You have kept countless water systems and pumps of 
all makes and types in operation . . . increasing food 
production on farms . . . saving manpower . . . creating 
good will among owners and prospects. With the same 
helpful attitude, you have properly allocated 

new pumping equipment to users who needed 

it most urgently. All this adds up to a sound 

public relations policy that will pay every 

Myers dealer big dividends in the future. 


THE F. E. MYERS & BRO. CO. 
Dept. C-15, Ashland, Ohio 





BUY WAR BONDS 
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Make Your Store 


Waterproofing Headquarters 








You can stand 
squarely back of 


KAY-TITE 
It will positively 
prevent the seep- 
age of water. 

It’s guaranteed to 
do the job. 


Any one can apply 
it. Goes on like 








also can be used as a mor- 
tar for pointing up brick 
and masonry, also to patch 
concrete. 
Users are always enthusiastic boosters. They will boost your 
store as the place to get real waterproofing satisfaction. 
Kay-Tite is packed in 10 Ib. packages and 60 Ib. drums. It comes in 
Grey and White. A 10 lb. package will waterproof 100 to 150 aq. ft. 


Write for complete information. Send your Jobber’s name. 


KAY-TITE COMPANY, West | Creeans N. J. 


from a2 ft. space 
on your Counter 


Millions of shade tree owners and 
commercial orchardists and grape 
growers, too, now know that banding 
with TREE TANGLEFOOT offers the 
one sure means of preventing climbing 
insects from infesting the trees and 
vines, eating the foliage and buds and 
causing serious damage. One of our 
attractive carton displays with free 
descriptive pamphlets will spark sale 
after sale, gain you constantly repeat- 
ing customers and handsome profits. 
la seed enndl- Call your jobber NOW 


tion in over 40 

TREE TANGLEFOOT is conveniently packaged 

years. for all types of trade; 1 Lb., 5 Lb Pio tb. 
cartons and 25 Lb. pails as well as the °s oz. 
cartons in the attractive display. 


No climbing in- 
sect has passed a 
band TREE 
TANGLEFOOT 


THE TANGLEFOOT COMPANY 


356 Straight St., Grand Rapids 4, Mich. 





MULTI- LINE 
Clothes Dryers 


...To See What These Best Sellers 
are Doing Today! 


The materials formerly used to make ‘‘Multi-Line’’ Clothes 
Dryers, ‘‘Zipper-Top’’ Rubbish Burners and “Hi-Lo” Picnic 
Stoves are doing a mighty important job today. ..going into 
torpedo parts, aerial depth bombs, and many other death- 
dealing weapons that are beating our enemies down. But 
after Victory is ours, they'll be back in their old forms 
again, looking better and making sales like never before. 





UNION STEEL PRODUCTS COMPANY 


124 North Berrien Street + Alibion, Michigan 














REMIER 


HEAVY GALVANIZED 
BOTTOM PAN 


Complete one gallon 
fountain. Transparent - 
jar with 434” diameter 
mouth for easy clean- 
ing. Threads solidly 
into galvanized pan. 
Cannot tip and user 
can always see the 
water supply. The pan 
is 8%” in diameter 
and 1%4” deep. Many 
chicks can use it at 
one time. The finest 
and fastest selling 
baby chick fountain 
on the market. 


IMMEDIATE 
DELIVERY 


THE NATIONAL IDEAL CO. 


906 N. SUMMIT ST., TOLEDO, OHIO 


B-132 
1 GAL. CAPACITY 
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Hay, Grain and Manure 
Forks in which tough white ash 
handles are reinforced by a steel FLEX- 
BEAM to give them super-strength. The 
tines are of spring tempered steel and 


the complete tools have the balanced 








FLEX BEAM feel and lively action that are the top 
Forks ..... with Hondies = ee mark of quality wherever forks are used. 
ers 
thes , 
om ne, B RAZOR-BACK Shovels and 
int Be oe, , P 
sath. te Spades, forged with a full-length cen- 
lems ae ps atte ter backbone, tapered to the sides and 
fore. ‘ 3 ‘ be ll-inch socket, with the steel heat 
F oR. ; treated and then “SURFACE-PEENED” 
ANY a to give it maximum toughness and 
higan aati m- ore longest life. 





coins ver 3) Northern and Southern 


Round and Square Point Shovels Hoes that are tempered one-piece 





forgings taper-rolled from bead to 





Norther nd § hern Hoes 5 : 
oie eiaggh ‘ora ecasl Edees edges for strength with light weight and 
IZED fitted with correctly shaped handles to 
" Ne ' mre form beautifully balanced implements. 
gallon 
arent * 
meter kee ted be 4 
aay i ae 2 & Whatever the coming competition, mil- 
pan. fe lions of farmers and gardeners will 
pe a See : ae prefer to patronize the stores that sell 
1e pan ‘ these tools. Tomorrow UNION dealers 
na cg besarte will sell many dozens as easily and 
~ eed ; profitably as they sell the limited quan- 
finest : tity available during war-time. 
elling 
intain 
£ ih 
: THE UNION FORK \7 & HOE COMPANY 
Makers of SPEEDLINE Blue Handled 5 ie General Sales Office 


and RED HAWK Red Handled Tools i Columbus 8, Ohio 
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Where Briddell hand tools 








come from..when they come 


A mfr. with little or nothing for civilian use can 
show his empty package . . . or the war item he’s 
making now .. . or a picture of the postwar 
product he plans to make. 

What's the best way to advertise, these days of 
civilian shortages? 

We dunno. Our cleavers, oyster knives, scratch 
awls, wrecking bars, ice picks, etc. are going to 
look about the same, postwar. You can’t stream- 
line a grapnel; all you can do is make it “grap” 
good. 

So, with not enough goods available for a 
civilian selling campaign; so, not wanting to be 
forgotten by you good folks—we settle for ads 
like this, with a picture that says Eastern Shore, 
and a few reminder words about Briddell. 

Come peace, we'll be making again plenty of 
the fine hand tools that have made the Briddell 
name favorably known to the workers who use 
‘em to make their living. Come peace, our ads 
will bear down on Briddell products, and what 
makes them so mighty good. 


Fleg awarded Janvary 4, 1944 bc 


WARTIME MAKERS OF ROCKET PROJECTILES 


KEEP ON BUYING WAR BONDS AND STAMPS 


CHAS. D. BRIDDELL, INC. 


La a rae 


Stones aworded June 24,1944 
and Jon. 13, 1945 


Crisfield, Maryland + Craftsmen in Metal since 1895 
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Lhattanooga Implement & Mfg. lo 


CHATTANOOGA, TENA 











Quick Sellers : GOOD PROFITS 
QUALITY THAT MAKE AND HOLD CUSTOMERS 


LINOLEUM COLD 
PASTE WATER 


MIX 
Ready for use 
for laying and 





The Old Reliable 


CONSUMERS 
CRACK 
FILLER 
OR WOOD PUTTY 
Mixes smooth, 
dries hard and 
stays put—will 
not chip, crack, 
shrink or peel. 
Fille holes, cracks or breaks 
in wood, stone, etc. 
5-on. and I-Ib. cartons. 








Packed 1 gross to the case. 











CONSUMERS GLUE COMPANY 
SINCE 1906 
ST. LOUIS (18) MISSOURI 
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ho Magnets 


THAT DRAW CUSTOMERS 


1 doz. per cart 


Fair Trade List 


Jane Dunbar .is telling your cus- a 
tomers in their favorite magazines ic 


about her lovely cooking glass in 4: 
i 
at 


advertisements as illustrated below. a 
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THE attractive appearance and popular prices 
of Dunbar Cooking Glasé assure its quick sale. A 
quality line that is nationally advertised and brings 


new business to your store. Makes a good looking 
window or store display. Women like Dunbar Cook- 
ing Glass because it’s pretty, prattical, durable, 
easy to clean, has non-inflammable plastic handles 
designed for easy lifting. Sells quickly at a good profit. 


DUNBAR GLASS CORPORATION 
DUNBAR, WEST VIRGINIA 


1107 Broadway, New York 10 1836 Euclid Avenue, Cleveland 15 
1556 Merchandise Mart, Chicago 54 


DISTRIBUTORS AND FACTORY REPRESENTATIVES: BALTI- 
MORE 1: John A. Dobson & Co., 110 Hopkins Place. DALLAS: C. W. 
Rider, Baker Hotel. DETROIT 26: B. F. Feldner, 1229 Tuller Hotel. LOS 
ANGELES 14: Geo. H. Miller & Son, 656 S. Los Angeles Street. LOUIS 
VILLE 2: Geo. R. Espin, 207 Norton Building. NEW YORK 11: John L. 
Pasmantier & Sons, 5 West 20th St. PORTLAND 4: Holt Berni, 456 
Sheriock Building. Fisher-Meier & Co., 234 Sherlock Building. SAN 
FRANCISCO 7: Bennett & Johnson Co., 324 Fifth St. SEATTLE 1 
Holt Berni, 102 Terminal Sales Building. Fisher-Meier & Co., 102 Terminal 
Sales Building. CANADA: J. K. MacLeod & Company, 90 Sherbourne St., 
Toronto, Ontario. 
EXPORT SALES REPRESENTATIVES: The American Steel 
Export Co., Inc., 347 Madison Ave., New York 17, N. Y. 








A recent survey of women all 






over the country shows that... 





93 out of 100 women say 





General Electric makes 






the best electrical appliances 


CITY WOMEN 





for the home. 







This preference is more than twice that for the next most 
popular brand! 






And General Electric is working now to build still 
greater preference for each individual appliance, with 
one of the greatest advertising campaigns in our history! 











e “The G-E House Party,” a sparkling, “audience 
participation” daytime radio show available to 
28,000,000 homes, five days a week over the CBS net- 


work of 142 stations. 






Tt 





@ Over 670,000,000 individual advertisements in 
consumer magazines during 1945. Real product selling 
for G-E Refrigerators, Ranges, Laundry Equipment, 
Electric Sinks, Electric Blankets, Clocks, Irons, 
Toasters, and Coffee Makers. 










That’s why successful merchants will feature the full 
line of General Electric Home Appliances as soon as 
they’re available. 







General Electric Co., Appliance and Merchandise 
Department, Bridgeport, Conn. 








For Victory —General Electric is working night and day 
to back the attack. You can help, too, by buying and 
holding more War Bonds than before. 













TUNE IN: “The G-E House Party,” every afternoon, 
Monday through Friday, 4 p. m., E.W.T., CBS. “The G-E 
All-Girl Orchestra,” Sunday, 10 p.m., E.W.T., NBC. “The 
World Today,” news, Monday through Friday, 6:45 p. m., 
E.W.T., CBS. 









EVERYTHING ELECTRICAL 
FOR HOMES 
AFTER VICTORY 


GENERAL @ ELECTRIC 
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Slaymoker Genuine Pin Tumbler 
Cylinder Padlocks No. 800 and 
No. 900 are shipped in metal 
edge, solid fiber display car- 
tons containing one dozen pad- 
locks individually boxed os 
WMustrated. Size across case: 
No j800—1¥2";No. 900—17%4_” 


SLAY 


SLAYMAKER LOCK COMPANY 





THEY’RE 
CASH REGISTER 
NUMBERS 


ACE a carton of each of these two Slaymaker padlocks on dis- 
* play in your store—then sit back and listen to the cash register. 
They practically sell themselves because they’re just what your 
customers have been waiting for—a sure protector with a top- 
notch appearance. 

Both the Slaymaker 800 and Slaymaker 900 are genuine pin 
tiimbler padlocks—the kind that only the right key will open. Their 
good looks are permanent, too... highly polished, die-cast zinc 
alloy case...no paint to scratch or chip off. 

The 800 and 900 are being made in limited quantities only— 
better order them from your jobber today! 


ren Awarded to the men and women of the Slaymaker Lock Company 
“for high achievement in the production of war materiel.” 


SINCE 1888 
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TRADE MARK 


ALUMINUM TRIM 


Youll be glad you read this 
advertisement aud look action 


Now we are limited by lack of materials which 

ial slow your shipments of SUPERIOR aluminum trim. This 
/' SHEAR! R])) condition will continue until production of aluminum 
np empes | can meet war p¢eds plus your civilian requirements. 
) Steps are being taken by all the powers to give you relief 

from limited supply just as quickly as war production 

requirements are reduced. The ground work is now 

laid to shorten the reconversion period and this means 

you will get into full swing in this profitable aluminum 

trim business more quickly. Youngstown Manufac- 

turing, Inc. stands ready to shorten this period too— 

just as soon as it gets sufficient aluminum. You, too, 

can shorten this period by getting your SUPERIOR trim 

orders in now. Even under present limitations, you 

will get shipments in turn. Why delay longer? Others 

have their orders in and they are all ready to get going. 
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BRANCH OFFICES AND WAREHOUSES Please send us literature and prices 


YOUNGSTOWN MANUFACTURING, Inc. 
YOUNGSTOWN, OHIO 

363 W. Peachtree Street NE, Atlanta, Georgia Your Name 

363 S. Wall Street, Columbus, Ohio 

217-219 W. Alabama St., indianapolis, Indiana Address 

ANIA 510 Arch Street, Philadelphia, Penna. 


Company 
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THIS STOREFRON' Aeles Yatduate Sales / 





THIS STORE 
GILES GLASS TO 
SELL GLASS / 





Many Hardware Retailers are now making 
plans for their postwar stores. Whether a brand 
new store or remodeled, Glass is essential for 
customer-attraction, light and display. 

Most Hardware Dealers are familiar with 
the advantages of Libbey-Owens-Ford High 
Quality Window Glass. They know that it’s 
clearer, flatter, and cuts easier with less break- 
age because of L-O-F’s longer annealing 
process. 

But few realize that Libbey-Owens:Ford also 
makes many products used in building con- 
struction. Thermopane, the new double-glass 


insulating unit that keeps out cold in winter and 


heat in summer. Vitrolite—a colorful glass 
construction unit for walls and_ interiors. 
Polished Plate Glass for store windows and 
fine mirrors. Heat Absorbing Glass to keep out 
unwanted sun and heat. Golden Plate Glass to 
prevent excessive fading and protect perish- 
able products. Bent Glass for curved store- 
fronts and other display uses. Tuf-flex Glass 
Doors to provide an unobstructed view of the 
store interior. 

So when you sell L‘O-F Window Glass to 
your customers, remember that your L-O-F 
Distributor can give you complete informa- 
tion and help in the many glass products that 
are suitable for your own postwar store. 
Libbey-Owens'Ford Glass Company, 3865 
Nicholas Building, Toledo 3, Ohio, 








LIBBEY: OWENS - FORD 
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Plan NOW for fall sales and profits on these 
protective coatings by 


—AND LET DEVOE’S DEALER HELPS | 
HELP YOU TO COVER YOUR TRADE Np ats 
nl 








Like a mighty billboard across the farm belt, Devoe 

advertising in farm papers paves the way for more and Devoe Farm and Home Brushes give customers 

more sales for you. the right brush for the job —a natural sale with 
every sale of paint. 


Devoe Caulking Compound and Plastic Cement 
ne ene a nw for pointing up brick work and patching roofs 
ps p your farm . : : 
odin iheine athe ; are two timely items to stock and sell. 
rust and rot. 


Devoe Karioad Klub Black Roof 
Paint puts an “umbrella” over roofs 
the way our Air Forces put an um- 
brella over our ground troops. This 
paint protects ... saves... guards 
against attacks by snow, rain, sleet. 
Every farmer ... factory owner... 
warehouse man is a prospect. 


0 j 
DEV OE sick FARM i ramag Xie, rae 
at) PAINT ~~ AK BRUESHE ad 
. = (gh ROOF 7 : 
7 i ' ik, = alee ‘ 


= = wie ib 
* pve Pas oe 


—lpevar I= 
Pat Tne a 


pe TF gj 
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Let people know you sell Devoe 
by using free four-page’ direct-mail 
FREE Window Displays — in color — pack sales punch piece, in color, with space for imprint 
of your name and address. 


and power at point of sale 


DEVOE PAINT 


787 FIRST AVENUE, NEW YORK 17, N. 
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SK TURNOVER ! 


HIGH PROFITS ! 


# WITH—THE NOW AVAILABLE. 
QUICK SELLING SPECIALTY ‘3 


“ASWELL filler and sealer 
for home repairs” 


@ X-Pandotite gives you a fast turnover, high 
profit, non-priority product that you can sell right 
now—today! An ideal hardware item for postwar. 

Immediate non-priority deliveries are permitted 
because X-Pandotite saves the use of new materi- 
als on many household repair jobs'and saves 
calling in a skilled repairman. 


Here’s Why Your Customers Want 
X-PANDOTITE 


X-Pandotite is good for literally dozens of repair 
jobs around the home. It expands as it, hardens, 
penetrates the pores of repaired surfaces, and 
when dry, is hard as rock. 
Even the least skillful user can get professional 

results with it by following easy directions. 

X-Pandotite will do major repairs, such as filling 

and permanently sealing cracks between bath- 

tub and tiling, or the like—or such simple jobs 

as putting a mop handle back on so that “this 

time it will stay fixed!” 


@ It completely fills cracks in marble, tile, plaster, 
terrazzo, concrete, wood. 

@ kt will not shrink. IT EXPANDS! 

@ It’s a perfect anchoring material. 

@ It is unaffected by heat, oil, soap or caustic solu- 
tion— resists water—is leak-proof, moisture- 
proof, vibration-proof. 

@ Your customer gets a whole 1-lb can of X-Pando- 
fite for only 60¢—and there’s a nice profit 
in that for you. (Avail- 
able also in ¥-lb. cans 


UNION Cleaning Rod” 


No luck hunting for Union Gun Implements 
the last couple of years! So you’ve a bagk-log 
there of over-due SALES as soon as we can resume 


| sporting goods manufacturing. 


Your sportsmen-customers know UNion Quality 
from “way back”. Now they’re looking forward 


| to a still finer line of Union Cleaning Rods and 


Brushes, with quality and utility at a new high. 


| We'll have them for you—along with post-war hits 
_ in Union. 


Roller and Ice Skates 
Fishing Tackle 


"Chisels and Screwdrivers 


Order : 
per. Ifhis stoc 
us and we'll 
neg the Newspaper, Ad- 
Customers 


Hack Saw Frames 


* Available on Priorities 


HARDWARE COMPANY 
aw FUE ow FW 


TORRINGTON. CONN. 


NEW YORRM OFFICE i 


‘Cte Ee 8 


X-PANDO CORPORATION 
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the OL, 


OPEN END 
WRENCHES 


That Can Handle 
Jobs Like This! 


PLUMB Exclusue Design 


brings better customers 


Because they get into more places more 
easily, Plomb Open End Wrenches are the 
favorites of expert mechanics. Other tools in the 
complete Plomb line are designed with similar 
advantages for their particular jobs. 

That's why you can depend on Plomb tools 
to attract better class customers and keep them 
coming back regularly for all their tool needs. 
You'll agree —with hundreds of other leading 
distributors throughout the country—that Plomb 
tools mean more volume and more profits. 

Write for complete information today — 
Plomb Tool Company, 2227 Santa Fe Avenue, 
Los Angeles 54, California. 


EXAMPLE 


%. size works in as 
little clearance as %" 


All Plomb Open End Wrenches are de- 
signed for equal efficiency. Opening 
sizes are from 1/4” to 1-5/8”, lengths 
from 3-1/2” to 17”, head thicknesses 
from 5/32” to 5/8”. 





more wesliiina space 
greater accuracy 


DURO 6’ Jointer offers many important advantages 


“A low-cost Jointer that incorporates exclu- 
sive features and basic advantages not 
found in machines that cost much more. Has 
patented roller extensions giving effective 
table length of 60”—the greatest effective 


working length of any 6” Jointer. Fence can’ 


be set accurately for rabbeting with one 
hand—can be swiveled for smoother cuts in 
curley wood—and is mounted on rear table 
which eliminates dangerous gap over rear 
tabie. One piece steel combination cutter- 
head and shaft with machine-chip breakers 


assures greater accuracy, less vibration and 
easier adjustment of blades. New Departure 
Ball Bearings. Cuts to 2” depth on material 
6” wide. Has many other unusual features. 


v v Vv 


SEND FOR CATALOG—for full details and prices 
on the DURO 6” Jointer. Also lists specifica- 
tions and prices of complete line of DURO 
single and multi-spindle Drill Presses, Cir- 
cular Saws, Jointers, Routers, Shapers, 
Grinders, Lathes, Portable Electric Drills. 


Available on Priorities Only 


DURO OOS: 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2681 N. KILDARE AVE., CHICAGO 39, ILL. 


ALSO MAKERS OF DUROD HAND TOOLS 
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_ QUALITY Saws 


POPULAR PRICES 


Few, if any, dealers have been 
able to stock the types or quantities 
of the saws they want. But they have 
discovered that their customers, like 
most folks these days, are willing to do 
without when they realize the reasons. 
At Atkins, the materials and the crafts- 
men formerly used to keep your stocks 
full, are working night and day on war 


goods manufacture. Bot you can be 
sure that as war demands diminish, 
Atkins saws will be back in your stocks 
in the quantities and kinds your trade 
demands. And you'll find those of 
your customers who were able to 
“outlast” the war because they owned 
Atkins Saws more enthusiastic over 
the brand than ever before. 


ATKINS AND COMPANY 


410 South Illinois Street, Indianapolis 9, indiana 
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Goulds Famous Jet-O-Matic 
Domestic Water System 








Goulds “Cid” Shallow 
Well Pumping Unit 





Goulds “Cid” Deep 
Well Pumping Unit 


GOULD 





Mae 
Wan 









7 out oF 10 


PURCHASE OTHER EQUIPMENT 


When a customer buys’a water system 
—in 70% of all cases—igs purchase is 
the forerunner of your selling him other 
profitable items. Seven out of|10 water 
system buyers purchase other water 
service equipment with the pump or 
soon afterward.* 


In your own community a great many 
farmers and other rural dwellers have 
both the money and the urge to pur- 
chase dejanieie water systems and 
many 2 that utilize running water 
—things that add to income and things 
that make rural life more pleasant. 


These water-using accessories include 
bathtubs and bathroom equipment, 
stanchion cups, stock tanks, sinks and 
tanks for household use, washing ma- 
chines, water heaters, milk coolers and 
many other items. 


The complete Goulds line, led by the 
famous Goulds Jet-O-Matic, provides 


Farm” Magazine. 


the foundation foe establishing your 
store as ‘“Water System Headquarters” 
in your community. 


You can depend on Goulds to help you 
a water system department an 
exceedingly important and profitable 
pect of your business in the tremen- 

ously rich rural and semi-rural market. 


You can count on every Goulds unit 
for high quality, dependable perform- 
ance and mechanical superiority that 
water system buyers seek. Thousands 
of prewar Goulds Water Systems in 
daily service are your assurance of lead- 
ership standing among your prospec- 
tive customers. 


You can rely on Goulds, too, for full 
and complete advertising, merchandis- 
ing and me sea pe support, as well 
as whole-hearted cooperation and help- 
ful assistance on estimating, installation 
and servicing. 


Wwe GOULDS PUMPS, Inc. 


SENECA FALLS, NEW YORK 


WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 






* Source: Survey conducted 
by “Electricity on the 































JUN 









y conducted 
ricity on the 
lagazine. 


;  pagnarsl 
arters 


ip you 
ent an 
fitable 
remen- 
1arket. 


ls unit 
rform- 
y that 
usands 
ams in 
f lead- 


‘ospec- 


or full 
randis- 
is well 
d help- 


llation 


JUNE 7, 


1945 


#048318 


“SYMBOL OF ANSHIP 


CRAFTSMANSHIP isn’t an overnight accom- 
plishment. It takes long years of work, care, 
perseverance, intelligence. It passes on from 
one generation to the next. In the 113 years 
since the Eagle Lock Company was established, 
Eagle craftsmanship has been developed to an 
enviably high peak. You will see its full realiza- 
tion in the new line of modern-styled Eagle locks 
that will soon be presented to the public. 

But there is more to Eagle’s program than 
modern locks with a background of high crafts- 
manship. There are aggressive sales policies, 
including a strict jobber distribution plan. 





Remember to specify EAGLE for screws and 
bolts. Precision manufacture gives you con- 
centricity of head with shank...clean finish 
on heads and threads, no burrs... uniformity 
in centering and depth of slots. Write: Screw 
Division, The Eagle Lock Company. 


‘Nim 














THE EAGLE LOCK COMPANY 
SUBSIDIARY OF BOWSER, INC, 
— America’s FIRST Lockmakers — 


217 Eagle Street, Terryville, Connecticut 








Happy homes mean 
EXTRA PROFITS! 


And to be happy—a home must be clean! Clean 
floors are a requisite and that means frequent 
polishing —sometimes sanding floors. Furnish- 
ing equipment for servicing floors in these 
homes can mean added profits for you—espe- 
cially if it’s Holt equipment. Holt builds floor 
maintenance machines exclusively to service 
every type of floor and floor covering. Soon, we 
believe, Holt equipment will again be available 
to dealers for rental purposes. Why not plan 
now to include this money-making service to 
your store’s business. Take advantage of this 
profitable business in your city. Send coupon 
below for full information 
and details. There is no 
obligation. 


MANUFACTURING CO 


Oakland, Calif. Newark, N.J. 

















Please send us full information re- 
guipment for rental service and 

: is S€fvice to our customers. 

t for this information. 




















New, Enchanting and Captivating 
Are These No. 4507(Z) Fuzzy- 
Wuzzy Walt Disney Plaques, of 
Bambi, Mickey Mouse, Pinocchio, 
Goofy, Donald Duck and Pluto. 


Fuzzy Subjects in High Relief 
On Washable, Colorful Scenic Background 


Size: Fo = Packed: 


9x11! one doz. 
Gite in box. 
inches, 


$7.80 
made of per doz. 


cardboard oa tn 8 den, 
3/16 of an | Ww me lots 
inch thick. [> > — | $7.20 
We carry a tremendous assortment of GIFT GOODS, 
ranging in price from $1.80 to $90.00 per doz. Complete 


set Z of illustrated price lists mailed to any HARDWARE 
DEALER on application. 





115-1192 
South Market St. 
Chicago 6, Ill. 


LEO KAUL concn 














| Thermite Cust 
DOOR ootvens 


Fa 


SELL EM TOGETHER 


THERMAL-GUARDS should be attached to the 
bottom of clothes closet doors to keep moth 
repellent fumes in and to keep flying and 
crawling insects out. 
Here is EXTRA Thermal-Guard business—and a hand- 
some step-up on all moth repellent sales. Feature it in 
your promotion now! 
IMMEDIATE DELIVERY 
THROUGH JOBBERS 
+ 
Established Price 
‘49 
and ; 
$1.69 ppt a 


THERMAL CO. DOOR BOTTOM 


45 W. Durham St. 
Phila, 19, Penna. 
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MIRRO-MATIC 


PRESSURE PAN 
MEANS BUSINESS FOR YOU 


WHEN SELLING DAYS ARRIVE 


Eight leading women’s and home magazines now carry MIRRO-MATIC Pressure 
Pan advertising—pre-selling a vast market for you! Mailbags crammed*full of letters 
from thousands of women, asking, “Where and when can I buy it?” are conclusive 
proof that you’ll be selling a winner when you sell MIRRO-MATIC. And you can 
depend on the MANUFACTURER-JOBBER-RETAILER system of distribution to, 
bring you the MIRRO-MATIC Pressure Pan, when those big selling days arrive. 


MIRRO 


THE FINEST ALUMINUM 


MIRRO has never stopped National Consumer Advertising 
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With a half million more circulation than the next publication, 
Farm Journat is the largest of all rural magazifes. 
COMPARATIVE CIRCULATIONS, 1944* 
Farm JOURNAL. . . .. . «6: « £587,097 
Country Gentleman . . . . - . . 2,023,353 
Capper’s Farmer . . .. . a a ie geen 
Successful Farming . .. . ‘ - 1,136,550 


*Latest A. B. C. statements 


Encourage the farm money to come your way. Stock and display 
these preducts advertised in current issues of the FARM JOURNAL. 
ALCOA ALUMINUM GATOR ROACH HIVES PRATTS POULTRY REMEDIES 


ARMCO STEEL GENERAL ceerere 
BAG BALM ges PAIN 


HESS & CLARK PRODUCTS REMINGTON ARMS 
“ase Ho TKAPS REPUBLIC STEEL 
BORG. WARNER PRODUCTS HYATT ROLLER BEARINGS ROOTONE 
IVER JOHNSON’S ARMS & CYCLES R-V LITE 
BRIGGS & STRATTON GASOLINE ENGINES KALAMAZOO STOVES DR. SALSBURY’S PRODUCTS 
BURGESS BATTERIES KELVINATOR voss 
BURKS WATER SYSTEMS KOW-KARE , SEMESAN BEL 
CAT'S PAW RUBBER HEELS & SOLES feo EDs 0. B SMITH & Wcewer 
CHORE GIRL CLEANER F. E. MYERS & BRO. C SPEED QUEEN WASHERS 
CLOROX DR. n_ NAYLOR $ PRODUCTS ENS GUNS 
GOOLERATOR Sn [aL iN INOCULATION TA-PAT-CO COLLAR PADS 
CORONA OINTMENT NOPCO. XITE. 
YANOGAS NORGE 
ESTATE RANGES < PARMAK ELECTRIC FENCER UNIVERSAL APPLIANCES ehulnan 
Eyeaenoy FLASHLIGHT BATTERIES PENOVOXIL U. S. ELECTRIC BATTERIES for hard 
FLORENCE STOVES PERFECTION STOVE CO. UNITED STATES STEEL rha 
FRIGIDAIRE PHILCO PRODUCTS WESTINGHOUSE PRODUCTS 
PITTSBURGH PAINTS WINCHESTER GUNS 


FULL-O-PEP FEEDS 
GARDNER HI-LINE CONTROLLER PLANET JR. TOOLS ZENITH RADIOS 


OXITE 
TRUE TEMPER TOOLS 
U-C LITE 


Of the “Big Four’ general magazines— Life, Saturday 
Evening Post, Collier's, Farm JourNAL— FARM JOURNAL 
is the only one that covers the rural market. 


GRAHAM PATTERSON, Publisher 
Washington Square, PHILADELPHIA $ 
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7,097 
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5,338 


Make no mistake about it ... JNSIDE every motor oil 
filter is where the work is done! Either the Refill 
you sell is up to its exacting job or the best oil filter 
falls down on keeping wartime motors clean. 


This famous “sock type”, oil filter refill construction 
throws its full weight into the job of keeping lubricants 
sludge-free . . . even the Knit Cover filters, too! No 
chemicals—no abrasives—just a beautifully engineered, 
rng peg A element that makes oil go farther and do 
more in any filter equipped motor. With this ONE COM- 
PLETE E, many hardware dealers have found an 


enormous and highly protteie market. Because, there’s 


a WIX model to fit oil filter replacement 
need they meet ... on tractors, trucks, stationary 
engines and all manner of filter protected motorized 
equipment. Ask for the whole profit-making story 
for hardware dealers NOW! 


WixX ACCESSORIES CORPORATION 


WAREHOUSES: ATLANTA © CHICAGO © DALLAS « 
SAN FRANCISCO « 
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KAN SAS 
CANADIAN FACTORY: WIX ACCesSORIES CORP. LTD. 161 Bay St., Toronto, Ont. 


GASTONIA ¢ N-°-C- 
CITY © LOS ANGELES * MINNEAPOLIS * NEW YORK 
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Kryocide is a fast-moving sales 
item. Long a favorite insecti- 
cide of commercial growers... 
it has now proved its worth to 
home and victory gardeners. 
This summer many more thou- 
sands discovered how well this 
NATURAL GREENLAND CRY- 
OLITE Insecticide controls 
many troublesome insect pests. 


And there is good, hard-hit- 
ting advertising behind Kryo- 
cide. Again on the air, in news- 
papers, in home and garden 
publications, millions of cus- 
tomers will “discover” Kryocide. 


Order your supply now. An 
effective insecticide, promoted 
by effective advertising, Kryo- 
cide means profits to you. Call 


your jobber now . . . 
or write to Dept. HA. \2/ 


PENNSYLVANIA SALT? 
rM AN 


ob FESS passa 
Yr 


fs 1000 WIDENER BUILDING, PHILADELPHIA 7, PA. 








FASTER 
TURNOVER 


LARGER GREATER 
UNIT SALES ~ 4 EYE APPEAL 


To Greater 
Profit 


@ Generous mark-up plus at- 
tractive dollar volume per sale 
will make Mercury products 
raise the net profit of hardware 
dealers... . new streamlined 
beauty, made possible by the 
superiorities of aircraft engi- 
neering and by new, war- 
proven metals and finishes, 
supply a purchase-compelling 
eye-appeal which will make 
sales easy and plentiful .... 
as soon as victory makes 
civilian production 
possible. 





store 
natior 





New York + Chicago « St. Lovis+ Pittsburgh - Cincinnati 5 
Minneapolis - Wyandotte - Tacoma ¢ 
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Every Retailer Profits 
Four Ways with 
Tested G-E Displays.. 


Store surveys and tests prove that it’s good business to 
use G-E Lamp displays. . . in the window, on the count- 
er, or elsewhere in the store. Everybody needs lamp 
bulbs. Needs them repeatedly. And General Electric 


Lamps offer a postwar program of compelling, hard- Fy 
Pull ’em in! You can... with General Electric 


selling displays with these big profit-making advantages: Lamp displays like this. It’s a colorful, 
pre-tested G-E display that fits small 


space anywhere in your store. 


Customers buy quality! And Gen- Want more turnover? Then do more ©: a complete service! A variety of 


eral Electric displays stimulate business with attractive, atten- interesting display material pays 

quality buying. They identify your tion-getting G-E displays as pic- off in better business. You'll get 
store and tie-in with consistent G-E tured above. They build traffic for it... with acompleté selection of bigger 
national advertising. lamps and other merchandise. and better postwar G-E displays. 


G-E MAZDA LAMPS 
STAY BRIGHTER LONGER 


Wear the G-£ radio programs:“The 6-£ All-Girl Orchestra,” Sunday 10:00 p.m. EWT, NBC: “The World Today” news, Monday through Friday 6:45 p. m. EWT, CBS: “The G-E Houseparty,” Monday through Friday 4:00 p. m. EWT, CBS. 


JUNE 7, 1945 65 





fied fightet ri de flying bee 
Al weds in high altituce oh Ea : 
ing new reco tion of North 


vanced engines” 

e ad North East 
produ 
‘eine superior pe 


, after Victory: 


ay 

seering that — 
magnetos ” 
cts todays wih 
acetime appli- 


This half-page 
two-color advertisement 


appears in: 


BETTER HOMES 


& GARDENS 
May, 1945 


COUNTRY 
GENTLEMEN 
June, 1945 


SATURDAY 
EVENING POST 
June 30, 1945 


SPEED THE VICTORY! 
BUY MORE WAR BONDS 
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Maeenne military requirements for en- 
gine generators, gun directors, machine gun 
mounts, aneroid switches, North East mag- 
netos, motors and other specialized equip- 
ment for mechanized warfare, has resulted 


in improved manufacturing techniques. 


Delce Shallew Well 
Water System, Model AH. 
Pumps 250 gallons per 
hour. Used with tenks of 
25, 42, 82, and 120 gel- 
ons capacity. ideal for 
the medium sized farm, 
rural home, filling ste- 
tion, deiry, etc. 
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Experience gained in building these war- 
time products will be applied to peacetime 
production of our Shallow Well, Deep Well 
and Delco-Jet Water Systems. From our 
assembly lines will come Drtco Water 
Systems of improved design, more efficient 
performance—and greater salability. 


Aggressive dealers in all parts of the 
country are preparing now to cash in on the 
big demand for Detco Water Systems. A 
franchise may: still be available in your 


territory. Mail the coupon toda 


DELCO APPLIANCE DIVISION, Dept. HA65 
General Motors Corporation, Rochester 1, N. Y. 


I am interested in your Plan for Dealers. 
Name 
Street 


City 





Tey =o 


= , ‘ When you display the above sign, 
4 
OY Thee Sige it indicates that you hold a most 


; valuable franchise. Hodgman is the 

S hall Fad a4 Meu Kuow outstanding line of waterproof, wind- 

proof, weatherproof sportswear and 

A SMART outdoor specialties. Immensely pop- 

ular with sportsmen, backed by na- 

DISTRIBUTOR tionwide, year-round advertising cam- 

paigns which keep demand consis- 

tently high, Hodgman Sporting Specialties build 
greater profits and repeat sales. 





Today all Hodgman facilities are devoted to war 
production exclusively. But today affords a splen- 
did opportunity to plan your future—to plan for 
bigger business in sporting equipment. When you 
sell Hodgman Sporting Specialties, your increased 
profits will prove that you have planned wisely 
indeed. 


HODGMAN RUBBER COMPANY 


Framingham, Mass. 


261 Fifth Ave. 121 Second St. 173 W. Madison St, 
New York 16, N Y. San Francisco 5, Cal. Chicago 2, ill. 


Send for A PLANNED PRO- 
GRAM which ouflines an in- 
telligent approach fo the 
problems of post-wor distri- 
bution. Naturally, old Hodg- 
man distributors will be con- 
sidered first, but we would 
like you to become acquaint- 
ed with Hodgman's method 
for meeting the needs of 
the future. 


AMERICA’S GREATEST SPORTSMEN WEAR GARMENTS BY HODGMAN 
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LIVE! 
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LOUISVILLE SLUGGER BATS 


JUNE 7, 1945 





4 QUALITY 


EYE APPEAL 
















































































Stock Frantz Guaranteed Builder's Hardware... 

let the “built-in” sales features go to work for 

you... create satisfied customers, repeat business 
and extra profits. 












“YANKEE” 


It’s as simple as that. And it explains, 
more than anything else, America’s 
proud record of production for war. 
“Yankee” Tools have been in the thick 















Goucravetzead BUILDWARE 
FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 








of this national production . . . turn- 
ing screws, boring holes, gripping met- 
als at the bench . . . doing what good 
tools are supposed to do, and what 
the ingenuity of “Yankee” Tools does 
faster, easier, and better. When the 





war is over, every workman who wants 
“Yankee” Tools can have them. We're 
working toward that day with every- 
thing we’ve got. In the meantime, take 
care of your present “Yankee” Tools. 
They’ve got what it takes to save time, 
labor, and money on countless jobs. 


Advertising of this kind in the Satur- 
day Evening Post, Popular Mechanics, 
and Popular Science is safeguarding 
your “Yankee” Tool market of the 


future. 


“YANKEE” SPIRAL SCREW DRIVER No. 130A 
A Size tor Every Purpose 


“YANKEE TOOLS 


naleL 4cime LeleleMasl-taalelall aoe oletaicli 
North Bros. Mfg. Co., Ph 


Established 1880 
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Wolly made 


The ‘DAYTON’ DESIGN 





AND pritt 






“Hollymade"’ quality, craftsmanship, per- 
formance and beauty are of the finest. All 
“Hollymade" door sets have these out- 
standing features: 

















ON 1. CONSTRUCTION ... “*Hollymade”’ Tubular 
Latchsets are simple and of compact design, 












and made of the highest quality materials. This set is hie. 

: Ped wit : 
2. INSTALLATION. . . They are designed to Which locks boyy 4.” 40 lever on the i 
permit installation in one-third the usual time. : k ing Unlocking . 


plains, There is no necessity for deep mortising. 


3. OPERATION .. . Doors are opened and 
ethick | closed with a positive easy action. No 
complicated parts to get out of order. 





The “Los Angeles’’ Design is finished in Ivory or Black 
plastic material molded around knurled metal insert. It has 
unusual strength and will not chip, crack or shatter. 
Plastic door knobs never tarnish. 


Laminated steel face. 
4 MO ~ 


No bolts or screws 


required in construc- &E Order “ 





“LOS ANGELES’ Design 
Latchset No. 9's . . 2" Plastic Knobset 












arding 
of the 






THE SIMPLICITY OF CONSTRUCTION 
OF HOLLYMADE LATCH AND LOCKSETS 
ASSURES TROUBLE-FREE LIFE 


















SPECIFICATIONS 
Case %” Reversible Back Set 2%” 
Strike 24%” x 1” Front 2%" x1” 
Lotch Bolt 7/16” Throw 









- 

a eo 

Latch Bolt Easy Spring q : Knob Return Spring 
\) Gives smooth action \ Insures positive 

| when door is closed. knob action. 














PACIFIC PLASTIC AND MANUFACTURING CO., INC. 


AGE 


4865 EXPOSITION BOULEVARD e LOS ANGELES 16, CALIFORNIA 
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i, President, Time, Inc.; Mas. Ocean Ras, Vice President, 
0 American Home Foods, Inc.; GC. Lyn» 
Sumner Co. Inc.; P. L. Tuomson, President, Audis 


WHY SHOULD YOU GET EXCITED 
over the fact that this Taylor 
ad was voted one of the Out- 
standing Wartime Advertise- 
ments of 1944?. 

For this reason: It’s another in- 
dication that the Taylor story 
is registering with the public, 
and that thermometers and 
barometers with “Taylor Ac- 
curacy’ will be moreindemand 

' than ever when we are per- 

fou own Your ROME, ergo (and 2 = mitted to manufacture them 

in ft ors and window OW ering # —_— F once more. Taylor Instrument 

het STU Companies, Rochester, N. Y., 

and Toronto, Canada. 


BUY ANOTHER WAR BOND TODAY! 
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for INDUSTRY 277 FINE ARTS 


This catalogue illustrates and describes 
the most complete line of brushes offered 
today. Copies available for i 

Agents, Executives, Superintendents, etc. 


Write for your copy today. 


q#é SOLO- HORTON BRUSH CO.,INC. 


3133 WEST 19TH * Dept. A-3 * mEwWw YORK ciTyY 
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WOOD a 
CREATED ysl fea 


The strongest yet 

most comfortable — 
sata nie ede 
Never checks oF 

splits... no rivets 

to come loose. y, 


The Moly D Handle 





When civilian business comes back 
to normal, and post war competition develops, 
you'll be mighty glad for the extra selling edge 
which Wood's Exclusive Construction Features give. 
No other shovels, spades and scoops have these 
extra advantages and therefore no others sell as 
easily, repeat so often. 


Give yourself the volume sales support which 
Wood shovels provide, by making sure that 
Wood's specialized hardware brands, “Stuvart’’ and 
“Wilson” are.on your post war want list. 
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Other Thursday 


“The Hardware Dealers’ Magazine” 


Editorial and 
Advertising Offices 
100 East 42nd St., 
New York 17, N. Y., U. S. A. 


Executive Office 


Chestnut and 56th Sts., 
Philadelphia 39, Pa., U. S. A. 
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POT OF GOLD for retailers! Silex coffee makers are 
profit-makers, because Silex is “‘24K’’—the standard 
by which all coffee makers are judged. 


GOLDEN PRESTIGE for your store! Silex adds to your 
reputation for carrying the top brand in every line. 


THE REAL THING! No neéd to apologize “‘As good as 
Silex.”” People already know that only coffee makers 
plainly marked “‘Silex’”’ can make coffee so clear and 
full flavored . . . that only the Silex coffee maker has 
the patented FLAVOR-GUARD filter. And millions 
more are learning, from Silex advertising. 


GOOD AS GOLD on your shelves! Silex turnover is 
another exclusive Silex feature that can’t be copied. 


GOLDEN TOUCH in advertising! Silex national ads are 
telling more people, more times, about the mouth- 
watering goodness of coffee obtainable from coffee 
makers marked Silex. 


GOLDEN OUTLOOK ahead for you—with sensational 
new coffee maker developments and the already 
proven Silex Steam Iron, ready to launch the minute 
peacetime production can be resumed. 


THE J i LEX co) 


HARTFORD 1, CONN. « ST. JOHNS, P. Q., CANADA 


STRADE MARK REGISTERED U: &. PAT. Oe. 
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f CAMPBELL [7@ camescces 


Hammer-Lock ——end 


190 
1/8 XK 2% 











ACCO—REGULAR TYPE 


Acco and Campbell Cotter Pins 


Acco and Campbell Cotter Pins are doing a’ 
first-rate job for many essential industries. 

We draw our own wire for these good 
cotter pins to assure uniformity. Their 
shanks are parallel—and they close all 
the way to the shoulder. Users sometimes 
say a blind man could insert these pins. 


Other good features: easy, positive lock- 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New Y ork, Philadelphia, Pittsburgh, San Francisco, Portland, Bridgeport, Conn. 





ys 


2S Fas 


ing — quick removal — cleaned by tum- 
bling — packed in substantial boxes with 
clear, legible labels and numbers. 

In addition to regular materials, both 
types are available in Monel, stainless 
steel, brass and bronze. Steel cotter 
pins may be had in electro-galvanized, 


cadmium plated and coppered finishes. 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE 
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Informal Editorial Comments... 


Just Among Ourselves 


... By Charles J. Heale, ' Editor of HARDWARE AGE 
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Surplus Property 
Disposal:— 


Te resignation 


of R. C. Duncan from the Sur- 
plus Property Unit, now part 
of the Department of Com- 
merce, has been announced. 

The return of Russ Duncan, 
(an outstanding hardware and 
mill supply distributor of 
Minneapolis and St. Paul 
Minn.,) to his own business 
after an absence of almost 
four years, marks the removal 
from the Washington scene of 
the last, or one of the last, re- 
maining key men with prac- 
tical business and distribution 
knowledge which would have 
been so useful in the disposal 
of surplus property. 

We are sorry to see Russ 
leave his important post as 
Deputy Administrator in the 
Surplus Goods Disposal Unit 
but we are thoroughly sym- 
pathetic with his desire to re- 
turn to his own business with 
its obviously increasing difh- 
culties and problems. 

With complete willingness 


* 


to believe that all those now 
charged with surplus goods 
disposal are completely sin- 
cere in their desire to do a 
good job, we cannot help but - 
feel that this very major Gov- 
ernmental activity is now in 
the hands of people whose 
backgrounds are primarily 
governmental or political, 
whereas, in our opinion, the 
job should have been entrusted 
to those who have distribution 
experiences. 

The magnitude of the sur- 
plus goods disposal problem 
increases almost daily. Those 
charged with the responsi- 
bility of disposing of surplus 
goods definitely express them- 
selves as favoring the dis- 
tribution of this merchandise 
in an.orderly fashion. We are 
confident they mean what they 
say but are equally confident 
that the inclusion of a few 
more experienced distribution 
executives would prove a very 
good investment for the Amer- 
ican people. 


* 


The Co-ops are Active 
To Prevent Being Taxed:— 


AS previously reported, 
Representative Wright 
Patman’s Committee for Small 


’ Business has, as an incidental 


factor in its studies, the ques- 


tion of taxing the profits en- 
joyed by Consumer Coopera- 
tives. 

A series of public hear- 
ings have been held in several 


ded 
4é 








parts of the country. Accord- 
ing to the records, there have 
been no wholesale or retail 
hardware association repre- 
sentatives present, save at the 
Cleveland hearing where Ohio 
Hardware Association secre- 
tary John B. Conklin pre- 
sented an admirable contribu- 
tion. 

This particular committee 
is now in session in Washing- 
ton. A long string of Con- 
sumer Cooperative officials 
are scheduled to appear be- 














fore this Congressional Com- 
mittee for the purpose of justi- 
fying the non-taxation phase of 
their activity. 

As these comments are 
written, there is no evidence 
that either wholesale or retail 
hardware association officials 
are paying any attention to the 
hearing. This we consider un- 
fortunate. 

While it is unquestionably 
true that taxation against Con- 
sumer Cooperatives can likely 
be assessed only as a “rider” 


* * * 


on some new tax bill in Con- 
gress, it should be recognized 
that for the first time that 
there has been a disposition 
on the part of a Congressional 
Committee to hear both sides 
of the question as to whether 
or not Consumer Cooperatives 
should be taxed on the profits 
they enjoy in manufacturing, 
wholesaling and retailing op- 
erations. This, in our judg- 
ment, should have encouraged 
hardware association repre- 
sentation, at all hearings. 


Headlines! Headlines! Headlines! 
Dont Always Tell the Story:— 


EWSPAPER headlines 

often imply an early 
availability of various hard- 
ware store merchandise which 
the stories under such head- 
lines do not justify. In fact, 
as we have brought out fre- 
quently, the fifth or sixth para- 
graph of newspaper stories 
pertaining to hardware mer- 
chandise availability usually 
contradicts and nullifies the 
implication and inference of 


these misleading headlines. 

An outstanding hardware 
executive told me on Lin- 
coln’s birthday, February 12, 
some ostensibly incontroverti- 
ble reasons why the war in 
Europe would be completed 
within three to four weeks. 
The European phase of the 
World War terminated May 
8, which was three times 
longer than my good friend’s 
prediction, which was based 


* * * 


on what he considered excel- 
lent facts. 

About 13 months ago I 
heard a hardware executive 
predict both an early victory 
in Europe and resumption of 
civilian goods production. 

As we see it, we are still in- 
clined to repeat for perhaps 
the 50th time, “DONT’ EX- 
PECT TOO MUCH TOO 
SOON.” We don’t think you 


will get much very soon. 


Our Community Life 
In These United States:— 


AS these comments are writ- 

ten, my hair and clothes 
smell of smoke. Starting off as 
mere curiosity, I followed some 
volunteer fire apparatus to a 
fire which has ruined the house 
of one of my friends and neigh- 
bors. 

The first thing I knew, or 
anybody else knew, a dozen 
non-members of our local vol- 
unteer fire department (includ- 
ing me) were removing miscel- 
laneous valuables, furniture, 
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rugs and even a family cat, as 
the smoke and the water and 
flames played havoc with the 
home itself. 

During the two hours in 
which I was a non-official par- 
ticipant in the volunteer fire 
department. activities to save 
this home, or at least salvage 
furniture and belongings, I 
didn’t think much of the sig- 
nificance of either the fire nor 
the “good neighbor” spirit in- 
volved. But, when I returned 





to my home late in the after- 
noon I started to think about 
and appraise the community 
spirit which impelled both the 
organized volunteer fire de- 
partment and the group of 
neighbors to pitch in and do 
the best they could with a mini- 
mum of conversation and hesi- 
tance. 

You have to participate in 
such an experience in order to 
properly appraise the impor- 

(Continued on page 107) 
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. | will top the list of units to be con- 
7 | ifast structed after the war ... shelter in the 
. form of detached and multiple homes, in all 
, Designed Primarily to sim of which the detail of interior doors must 
itreng en . 
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Ss utes installation time on op provide a graceful, pleasing and perma- 
r. ~~~ KES ary = nently secure mortise lock with the ap- 
ance. pearance of sectional trim with decreased 
0 installation expense. 
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| BOR-LOC is the simple tubular latch, 
available with locking feature and emer- 
gency key. 
Bor-Loe Architects are obtaining full co-operation 
Pre vin on these and many other items which will 
the simplest and least expen- be available after Victory for postwar jobs. 
sive of all mortise locks to 
install, It requires only two There may still be an opportunity for you to secure distribution 
bored holes, as shown, and a of the Lockwood line in your area. Write for details of the 
shallow recess to receive the Lockwood Franchise program. 
face plate. ? 20 
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The Author Says: 


‘6 
| i, more clerking 


for me when I get home,” says 
G.I. Joe to his buddy. “I’ve taken 
all the orders I intend to take 
from now on, so with the ‘two 
grand’ I can get from the govern- 
ment and the money my wife and 
‘I’ve saved up, we’re all set to open 
up a nice little business of our 
own,” he adds confidently. 

He has been gone from home 
so long he has lost his true per- 
spective of what his old life was 
really like. He remembers doing 
a lot of the dirty work a¥ound the 
store and the mahy changes he 
would have made if he had been 
running the business. He knew the 
boss puttered around the books at 
night while he was doing pretty 
much as he pleased, but guessed 
the old boy enjoyed that kind of 
thing. He also knew there were 
times when there wasn’t enough 
money to pay all the bills, but 
that was bad management on the 
boss’ part. 


The World Is His 


By this time, Joe has been thor- 
oughly sold on the fact that the 
world is his when he returns. 


There will be 60,000,000 jobs 


“They shall beat their swords into ploughshares 


HARDWARE AGE 





“I have been a traveling salesman for Herr & 
Company, Inc., Lancaster, Pa., for the past 22 
years. This article was inspired by the fact that 
during the past year I had been a patient in a 
Veterans’ Hospital and had been in close contact 
with hundreds of men of World War I. It was 
appaling to find how little they knew of true con- 
ditions in our country in normal times and they 
were, almost to a man, thoroughly sold on the 
idea that from now on they would be taken care 
of by Uncle Sam. .Too many wild promises have 
been made and it is about time that the man in 
uniform learns what he will be up against when 
he returns to civilian life.” 


available and plenty of loose 
money lying around everywhere. 
Because he has served his coun- 
try well, the appreciating home 
folks will flock to his new place 
of business and he will soon be on 
easy street. 

Shades of 1918! How well 
some of us remember the prom- 
ises that nothing will be too good 
for us when we come back, and 
we believed it. In fact, so much 
so that when some _ veterans 
marched on Washington to de- 
mand what was promised them, 
they faced guns for the second 
time. 


No Legislation Enacted 


While this country is under 
moral obligation to guarantee se- 
curity and a chance to work for 
all veterans, so far no promising 
legislation has yet been enacted 
to insure this. 

It is most difficult for the civil- 
ian to get the veteran’s point of 
view in this matter. He has been 
clothed, fed, paid and given medi- 
cal aid by his country while risk- 
ing his life for it, and he expects 
to enjoy this security for the rest 
of his life. And unless some sane 
legislation is provided to ward 
against future unemployment, a 
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By HIRAM M. EBERLY 


Herr & Company, Inc., 
Lancaster, Pa. 


really strong minority group may 


force through some insane legis- 
lation that could spell ruin to the 


nation. 


How Much Assistance? 


Just how much assistance will 
the Veteran’s Administration be? 
Agencies are now being set up 
throughout the country under the 
title of Business Loans to Service 
Men and they are to work in co- 
operation with local banks, with 
the express purpose of starting or 
rehabilitating business. To get a 


loan, the veteran will have to pos- 
sess a good character and have a 
desire to start in business for him- 
self. He will be given the benefit 
of any doubts as to the possibili- 
ties of his success in business and 
the loan of upward to $2,000 made 
through his bank will be guaran- 
teed by the government. Interest 
rates will not be over 4 per cent 
and the bankers expect to lose 
money on the proposition. 

Even though the veteran has 
had ample experience, sees a ready 
market and has a few thousand 
dollars of his own saved up for 








EDITOR’S NOTE: With the re-deployment of millions from Europe to 
Asia, a very large number of men will be released to civilian life. This 
number will accelerate as the war progresses to its end. In recent months, 
this publication has received many letters from service men in different 
parts of the world, telling of their desire to enter the retail or distributing 
business for themselves when the war is over, and asking for advice and 
cooperation. Some of the ideas expressed were fantastic and betokened 
a complete unfamiliarity with conditions and factors long in existence. 
Only failure and disappointment could result if their plans were put into 
execution. 


The Government, however, has promised each discharged veteran to 
guarantee a loan of $2000, the loan to be made at his local bank with the 
proper credentials. Many have already availed themselves of the oppor- 
tunity and have engaged in a variety of undertakings. 


We referred this article before publication to a banking friend in a town 
of 40,000 population. He had previously discussed with us several loans 
his bank had made, the recipient veterans all intending to establish neigh- 
borhood stores of one kind or another. He urged us to publish this article, 
not with the desire to repress or retard any deserving man from engaging 
in business for himself, but to warn or alert existing retailers to the dangers 
to themselves inherent in this situation if not controlled or guided into 
proper channels. He urged that local merchants of every kind and size 
should form a committee to get in touch with their local banks and cooper- 
ate with them on these loans so that the young veteran desiring to go 
in business for himself and be a success upon his return to civilian life, 
should not lose both opportunity and money. Everybody wants to give a 
helping hand to the boys as they come back from the wars; here is a 
practical way and an opportunity of casting the proverbial bread upon 
the waters. 
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The discharged veteran receiving 
this button should receive a type 
of aid designed to fit his case 
as Mr. Eberly has outlined below. 





HIRAM M. EBERLY 


this business enterprise, his chance 
of success is barely one in ten. To 
borrow even half the amount he 
may have already saved is cer- 
tain to land him in bankruptcy 
in a few years, regardless of the 
amount of time and effort put 
into it. 

He will soon find that the large 
following he expected when he 
went into business did not mate- 
rialize and that it is hard to meet 
competition. How well I remem- 


ber the experience of my own de- 
flated ego. While in France | 
shared the feeling with my bud- 


dies that the home folks knew 


exactly what was going on there, 


and their spears into pruning hooks.”.... ii, 4; Michah, Iv, 3 
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what ranks .we had attained and 
how glad they would be to have 
us back. So I put the old uniform 
in moth-balls, put on my best suit 
and sauntered down town on a 
busy afternoon. From the casual 
nods I received from old friends 
and acquaintances, it soon dawned 
on me that I hadn’t even been 
missed. Some may have remem- 
bered that I hadn’t been around 
town for some time, but what of 
it? 

When it is remembered that 
more than half the retail stores 
today do less than $10,000 worth 
of business annually, which means 
hard work, sleepless nights and no 
profits, we hope the banks will try 
to discourage most of the wild 
plans that are put before them. 

Many of these young men are 
convinced that there is a good liv- 
ing to be had out of nearly any 
small business. For instance, one 
soldier | spoke to from Chester, 
Pa., has definitely planned to 
throw up a good insurance job 
waiting for him and set himself 
up in the potato chip business. 
While he had little money of his 
own, he was certain that the neces- 
sary equipment could be installed 
in his attic and that with the help 
of his wife and daughter he could 
easily undersell all competition 
and still make a big profit. 

Another young man in my com- 
munity has recently written home 
and suggested that since his 
brother has had the experience of 
building up a fairly profitable ga- 
rage business, there was no reason 
why this business should not be 
turned over to him and his brother 
start up somewhere else. 


Merchant Can Do Much 


The merchant can do much to 
prevent the veteran from ventur- 
ing into some small business that 
must certainly spell ruin to him. 
In practically every community a 
committee is being formed of pub- 
lic minded citizens for the express 
purpose of trying to place the re- 
turning men in places best suited 
for them. By being active in some 
such group he can be of inesti- 
mable value in putting some of 
these boys straight on the business 
angle. All he need do is take this 
veteran into his office and show 
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him the books. Show him what 
he is doing and what he should 
be doing, but has never found the 
time to do. Show him tax receipts, 
pamphlets on government regula- 
tions, stocks to be checked, the 
average bank account in normal 
times, and countless other worries 
he is continually confronted with. 


Post-War Forum 
Hardware Age 





“They shall beat their swords into plough- 
shares, and their spears into pruning hooks” 


In accordance with the Selec- 
tive Service Act, nearly all stores 
expect to hire back their veterans, 
where possible, but in many cases 
this will be impossible. Many 
merchants boast a service flag 
with double the stars for the clerks 
they ever employed. This was 
brought about by the rapid turn- 
over in labor, with new clerks be- 
ing inducted into the service soon 
after they were hired. His obliga- 
tion is, naturally, with the first 
clerks he lost, but will he still want 
them? Many hardware stores have 
employed women for the first 
time, and with such success that 
they have no intention of letting 
them out. 

Every veteran will have the op- 
portunity to improve himself by 
taking some training course, and 
therein lies the secret in overcom- 
ing the unemployment that is 
bound to exist for a few years 
after the war. Vocational pro- 
grams are being set up in various 
public and private schools. The 
first contract of this kind ap- 
proved is in Philadelphia and 
more than 200 veterans are al- 
ready taking some 22 courses and 
it is expected that in the next five 
years probably 15,000 more will 





enroll. A veteran can start a course 
two years after his discharge and 
can enroll in any city he desires. 
Many veterans think that only 
a college education will be avail- 
able and since fully 90 per cent of 
them are expected to prefer train- 
ing for trades and other courses 
not on the college level, they will 
be glad to know that this training 
will be available to them and be of 
great assistance in helping them 
adjust themselves to civilian life 
again. These streamlined courses 
run from one year to two and one- 
half years and are available to 
all, regardless of their previous 
education. About eight veterans 
are under one tutor and the whole 
program is handled through the 
Veterans Administration. 


Courses Being Planned 


Many private enterprises are 
also planning courses, such as the 
Philco Service recently formed. 
This service expects to have a 
membership of 25,000 appliance 
servicemen who will be qualified 
to repair all types of radio receiv- 
ers, refrigerators, and air condi- 
tioners within the next two years. 

Industry will naturally follow 
its time-honored procedure of 
“wait and see what happens” be- 
fore providing jobs on a reckless 
scale and the period of adjustment 
that must follow may have a de- 
flationary trend. At the first sign 
of a slump in business, we can ex- 
pect the public to cling to their 
savings and also “wait and see.” 

Much has been written about 
the marvels of science and the 
new gadgets that will soon be 
available, creating jobs for thou- 
sands. However, in nearly every 
case, production of these new 
items will merely mean a shift of 
labor to a new industry. 

Heretofore, most manufacturers 
and distributors built up a sub- 
stantial reserve fund in boom 
times which enabled them to ex- 
tend credits during depressions, 
and thus level off in the long run. 
Excess profits taxes have seen to 
it that these reserve funds no 
longer exist and this condition 
makes it still more difficult for a 
small business to get on its feet. 

Traveling salesmen can do much 


(Continued on page 95) 
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This display area 
is 40 ft. long and 
has enough paint 
to satisfy local 
needs. The step- 
ped back shelves 
help to emphasize 
the importance of 
individual rows. 


Mass Displays and Advice Combine 


To Pyramid Paint Volume 


La Crosse Lumber Co. steps up sales 
by emphasizing line and by helping. 









This four-sided display attracts 
the prospects entering the store. 
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f La Crosse Lum- 


ber Co. has learned the fine art of 
winning friends and _ influencing 
customers—customers who appre- 
ciate an effective display of paint. 
Paint, paint, paint—where it can 
be seen, in almost every color and 
quantity, in spite of current re- 
strictions and shortages. That’s the 
war-keyed slogan of this hardware 
store, located in Columbia, Mo., a 
city of 18,399. 

And it’s a business-getter, this 
practice of showing a substantial 
and varied line of paint. Farmers 


patrons solve their paint problems 


and suburban residents alike are 
especially attracted to the north side 
of the store, where the wall display 
area runs for approximately 40 ft. 
and is so built that the lowest 
shelves are only several inches 
from the floor. Each succeeding 
shelf is stepped back a few inches 
toward the wall, thus permitting 
prominent pyramid-like display of 
individual rows of paint. 

There are five of these shelves 
devoted entirely to paints, and sev- 
eral of them are wide enough to 
accommodate two rows of gallon 
cans, one atop the other.» The 





33 











total effect is one of neatness and 
bulk display strength. 

Sales of this line are further 
promoted by the insertion of small 
metal containers on the divider 
strips. The easy-to-reach contain- 
ers hold color charts and other 
pertinent information about the 
paints carried in stock. 

This company handles a large 
stock of barn paint. Missouri 
farmers, like many other people 
across the nation, have been en- 
joying higher incomes. This has 
encouraged many of them to ap- 
ply brushes to houses and barns 
that in past years may have gone 
unpainted. The painting trend, 
believes the management, will con- 
tinue well after V-J Day and will 
be responsible for making better 
looking communities, to say noth- 
ing-of increased paint sales. 


Supplementary Display 


This display area on the north 
side of the store is supplemented 
by another, a three-level display 
stand which is approachable from 
four sides and is conveniently 
placed near one of the front en- 
trances to the store. Mobile and 
supported by four braces which 
hold each display level firmly, this 
stand is for special lines of paint. 

There is more to it than just 
display, however, when it comes 
to selling consistently and in good 
volume, insist employees of the 
company. Patrons ask questions 

. about 80 per cent of their 
trade, in fact. They want to know 
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how to decorate, what paints to 
use, which colors blend most har- 


moniously. Part of the service 







consists of answering these ques- 
tions satisfactorily. That La Crosse 
does so is attested by the friendly 
and profitable following they have 
built up through the years. 

Tie-in sales are not overlooked 
either. Adjacent to the north side 
wall display area is a long table 
full of cleaning supplies. It is only 
natural for the salesmen to men- 
tion these cleaning items when 
they make a paint sale. 

Besides using one of the three 
display windows occasionally for 
exhibiting paints, La Crosse runs 
ads in local newspapers. This pub- 
licity medium, plus mass display 
and intelligent selling tactics, has 
brought this store a high annual 
return on paints. 
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Tie-in sales are encouraged by 
this display of cleaning supplies. 
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Pittsburg, Kan, dealer gets some 
real results by adopting an 
idea he read about in the 
pages of Hardware Age eS 





2 SELL of Sell & 
Sons Mercantile Co., Pittsburg, 
Kan., is well known for his un- 
usual advertising and merchandis- 
ing ideas. Many of his plans are 
brain children of his own creation 
while others are adaptations of 
ideas used by other hardware deal- 
ers as well as by merchants in 


other fields. 
The Inspiration 


An illustration of a “non-elec- 
tric” display used by Sprague 
Hardware, and pictured on page 
77 of the Jan. 4, 1945 issue of 
HarpwareE AGE, inspired the ad- 
vertisement shown at the top of 
this page and a window display 
similar to Sprague’s in the Sells 
store. As is the case with all ad- 
vertising of the Sells organization, 
this ad appeared on the society 
page of the Pittsburg (Kan.) Sun. 
Although the advertisement ap- 
peared some time before the 
smashing defeat of the German 
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' This ad, used by 
John Sell in the ~ STOVES 


Sell Sells “Non-Electric” Merchandise 








Pittsburg (Kan.) 
Sun, resulted in 
increased sales 
and traffic and 
aroused plenty 
of local interest. 
In original form 
the ad was two 
columns in width 
and 6 in. in depth. 


In Girard, Paul Sells the COME IN — WE HAVE. THE 
same kind of substitutes. PREVAILING SUBSTITUTES. 





armies in the field, the idea still 
continues to have plenty of merit 
in view of the fact that plentiful 
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And here’s a miniature reproduc- 
tion of the page from Hardware Age 
from which he obtained his idea. 


SURE, THERE’S A WAR ON! 





Sure! We all know there’s a war go on! d yar, 
so went most of the ELBCTRI ne) epee aes 
in the same boat ... but when the-war is over we'll. all ha:e 
plenty of money that we're putting into War Bonds to buy the 
ELECTRIC APPLIANCES that SELL-SONS will have. Un’il 
then—we don't have ELECTRIC STOVES but we do have a jot 
of other STOVES .. 
BROOMS—no ELECTRIC TOASTERS, plenty CLOTHS to pull 
the toast from the oven. No ELECTRIC IRONS, plenty COLE- 
MAN IRONS (Gas), no ELECTRIC MIXERS, plenty MIXING 
BOWLS in sets and single. No more ELECTRIC RAZORS, plenty 
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C APPLIANCES... all of ustare 


. no ELECTRIC SWEEPERS but plenty 


SAFETY RAZORS (Victory Moc- 
els). no ELECTRIC WASHERS, 
plenty WASH BOARDS. When 
you need-a good substitiite fur 
your ELECTRIC APPLIANCE.- 








supplies of many types of civilian 
goods will not be available until 
the arrival of V-J Day. 

The Sells advertisement begins 
with the heading “Sure, There’s a 
War On” and proceeds to show 
gasoline irons, toasters, coal 
stoves, brooms and mixing bowls 
with the word “electric” above 
each particular designation being 
crossed out. Irons and toasters 
were sold out quickly as a result 
of this announcement. The ad 
pointed out “No electric sweepers 
but plenty brooms” and “No elec- 
tric mixers, plenty mixing bowls 
in sets and single.” 


Reminders Get Results 


John Sell recently said, “People 
are getting so that they don’t even 
ask for a lot of things, thinking 
that there is no use of their doing 
so. And so a reminder like this 
advertising produces inspiring re- 
sults.” 
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Here's a recent tool window with removable display panels. Practically 
every item shown in this display bears a price tag that’s easy to see. 


“We Buy and Sell 
Any Kind of a Tool 
We Can Get” 





That's the motto of Henry Florence 

of Hempstead, N.Y. Tools have become 

a major line and source of greater 
profit at his suburban store 


a a tool 


shop ever since Pearl Harbor, 
Florence’s Hardware in Hemp- 
stead, Long Island, N. Y., a town 
of over 20,000, expanded its tool 
displays from a 9 ft. sidewall sec- 
tion to a size approximating fully 
one half of its show room. Located 
within easy commuting distance of 
New York City and within a short 
ride of airfields, aircraft and other 
plants, tools are naturally in big 
demand at present and Henry 
Florence expects that demand to 
continue to be heavy long after the 
cessation of hostilities. Right from 
the very start he obtained stocks 
of tool replacements on WPB-547 
applications (old PD-1X). 

Mr. Florence, in commenting on 
his heavy sales in this line, says, 
“When we started going in heavily 
for tools I bought many items I 
did not even know how to use. We 
buy any kind of a tool we can get 
and have a reputation for having a 
very well rounded stock. If a per- 
son wants a tool we don’t have in 
stock or on order, chances are we 
can’t get it anyway and so we sel- 
dom take special orders. Quality 
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tools are featured and over 60 pe 
cent of our business is now in this 
line, our basic stock having in- 
creased tenfold since Pearl Har- 
bor. Our store caters: to employees 
rather than to plant management 
and this business is mostly for 
cash, customers picking up their 
orders as a result of the fact that 
we quit deliveries when the war 
started. About twenty-five per cent 
of these sales are to women, many 
of whom come during the day to 
buy items their husbands noticed 
in our windows at night when the 
store is closed.” 

The store’s present hours are 
9 am. to 6 p.m., excepting on 
Wednesday when it is closed all 
day. Friday and Saturday eve- 
nings it is open until 9:30 p.m. 
As the store is short handed, par- 
ticular effort is made to price mark 
every item and self service is en- 
couraged. Mr. Florence states, 
“Because we are too busy to show 
tools to people we just tell them to 
help themselves.” 

As shown in the illustration of 
the tilted open displays of tools, 
self service on most hand tools is 
quite an easy matter. Price tags 
are clearly seen in this illustration. 
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Self service is an easy matter in this tool department due to the fact 
that almost every item is easy to reach and bears a readable price tag. 


In the case of sample items, not 
shown in this view of mass tool 
displays, tags bearing the price 
indicate the selling price, catalog 
number and name of manufacturer 
so that self-service customers can 
tell the store staff precisely what 
is desired. 

The store’s tool windows show 
very large assortments of hand 
tools for industrial and home use. 
many types and sizes being shown 


on removable sample panels, com- 
plete with price tages and other 
necessary data. Two windows of 
tools, tools and more tools are 
shown in these pages. Since these, 
as well as subsequent windows de- 
voted to this line, often have 
items of which there are no dupli- 
cates in the store, the windows are 
so arranged that customers or 
members of the store staff may 
easily get into the window to se- 
lect items they want and cannot 
find in the store. 





This window was used about two years ago and emphasized the “defense 
tools” idea. Subsequent windows did not carry signs and depended on 
the stocks to tell the story. Price tags were few in the early displays. 
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Walter Noble, 
manager, in the 
paint department. 
Paint volume has 
grown over 100 
per cent in 14 
months and the 
firm expects it to 
jump up 300 per 
cent when the 
building _restric- 
tions are lifted. 





Camp stoves and ovens like these 
are popular. Many have been sold 
for local milk house equipment. 
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BROOK HARDWARE is located 
at the southwestern corner of To- 
peka, Kan. Its gross business di- 
vides into about 65 per cent farm 
business and 35 per cent from city 
customers. The rural territory 
served is average for eastern Kan- 
sas, and the bulk of the farm trade 
comes from owners rather than 
renters. 

“We are definitely building for 
the post-war farm trade,” Walter 
Noble, manager of the hardware 
store, says. “We are stressing hard- 
to-get farm items and the bulk of 
our advertising is directed to the 


Mel Falley with a 28-ft. tow chain, 
a leader with the farm customers. 
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rural buyer. When the war is over 
and restrictions are lifted, we look 
for the biggest farm business in 
history. Our farm customers have 
the money with which to buy. 
They need material and equipment 
of all kinds. They have their pro- 
urams pretty well set, just as we 
do.” 


Most in Demand 


Wire products, steel, fence. 
chain—these items lead in the list 
of farmer-customer demands. And. 
of course, all are hard to stock. 
However, the Falley Company has 
been able to serve its farm buyers 
much better than average in this 
field. 

“We've built up a big wire cable 
and chain business,” Mr. Noble 
said. “We did it in rather an un- 
usual way. 

“The plan took form when we 
received a car of wire fence. We 
decided to advertise it and move 
the entire shipment. We had a 
good stock of chain on hand. 
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Farmers coming in after the fence 
saw the chains and bought them. 
Some of them asked about other 
items, such as wire cable. We car- 
ry a small supply of quarter-inch, 
half-inch and _ seven-eighth-inch 
wire rope. We were able to buy 
some good used cable of the pre- 
formed type in half inch which 
was the right size for general farm 
use and particularly stump pull- 
ing and county and township road 
work. 

“The used preformed cable out- 
sold the new non-preformed type. 
Our farm customers came back to 
us and asked for preformed, giv- 
ing the reason that it was easier to 
handle and when worn did not 
barb and cause hand injuries. 

“We obtained some circulars on 
preformed cable, sheets giving the 


advantages of the preforming. 
These were mailed out to a se- 
lected list of five hundred farm 
customers. From this we have been 
having an active wire rope busi- 
ness and we have made a lot of 
new farm friends. Particularly 
men who are on county and town- 
ship boards and buy for heavy 
machines and for general road 
work.” 


Paint Comes Next 


Next on the farm list comes 
paint. The paint department at 
the Falley hardware has more than 
doubled in the past 14 months. It 
is estimated by the management 
that paint gross will show a 300 
per cent, increase just as soon as 
building restrictions are lifted. To 
advertise the paint department, 
circulars furnished by the paint 
company are mailed regularly to 
farm and city customers. There 
is no cost on these except the mail- 
ing charge. 

The advertising budget at the 
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The store expects to sell 200 dozen straw and cloth hats to its farm 
customers during 1945. This line brings real busines to this firm. 


the Post-War Era 


Falley’s Seabrook Hardware lays a 
foundation for future sales which 
has cast a shadow in the present 





Wire pumps, rope, lanterns, farm tools and an assortment of handles. 
This section of the store attracts the browsing farm customers at all times. 
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Falley store runs approximately 
2 per cent of the gross sales. For 
specials this figure is sometimes 
exceeded, but the firm tries to hold 
to the 2 per cent average for the 
year. 

The bulk of the advertising 
budget goes for newspaper display 
ads which are run regularly in 
both city papers. The post-war ad- 
vertising program calls for a con- 
tinuation of this, with a possible 
stepping up of the budget to as 
much as 3 per cent of gross sales 
when electrical appliances are 
again on the market. 

“The REA covers our territory 
like a blanket,” Mel Falley ex- 
plained, “and when building and 
general buying can again become 
a reality, we’re going out after the 
business. I mean in a big way. 
We even expect to go into bottled 
gas. We expect, when this is again 





Bulk seeds attract farmers during 
the seasons when planting is done. 


on the market, to put a salesman 
on the road.” 
Leaders with the farm customer 


at Falley’s include bulk seeds, farm 
hats and other items of farm cloth- 
ing, brooders and incubators, all 
types of farm tools and items 
classed as repairs, harness, stoves, 
and a complete line of stove 
repairs and pipes, glass and china- 
ware, household hardware, avail- 
able barn equipment, pumps—in 
fact the entire list of available 
farm needs. 

“Bulk seeds were put in this 
year,” Mr. Noble says. “Bulk seeds 
are much more attractive to the 
farm customer than the package 
variety. While it takes a good 
deal more time to handle bulk seed 
sales, the savings to the customer 
is well over one hundred per cent 
and we find the idea a swell good 
will builder. 

While the store stresses the mer- 
chandise needed by the farm as a 

(Continued on page 99) 


$600 a Year in Kitchen and Dinnerware— 


Mostly in Individual Pieces 


EAT displays, inside the store, 

and frequent use of window 
space helps Turner’s Hardware in 
Glenside, Pa., sell from 3500 to $600 
worth of dinnerware and kitchen- 
ware a year. This volume is en- 
joyed with but one open stock pat- 
tern of kitchenware and an open 
stock pattern of dinnerware and, 
while the majority of sales are of 
individual pieces, some complete 
sets are sold. Teapots are big, indi- 
vidual items, from 200 to 300 a year 


being sold at prices ranging from 
65 cents to $2.00, the $1.00 numbers 
being the biggest sellers. The store 
serves a trading area having a pop- 
ulation of about 10,000. 

Typical of the window displays 
used for dinner and kitchenware, 
pottery, and glassware items is the 
one shown below. Odd pieces, 
matched itéms and glass coffee mak- 
ers, etc., are shown on several levels. 
In the background may be seen a 
section of shelving which is actually 
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' 

in the display room and which may 
be examined by customers and pros- 
pects visiting the store. Set up to 
suggest a cupboard in a private 
home, the shelving displays com- 
plete sets and odd- pieces, atmos- 
phere being contributed by the use 
of oil cloth shelf edging. Tea and 
coffee cups are suspended from cup 
hooks as they are in private homes. 
These windows were illuminated 
nightly except in the recent “dim- 
out” and “brownout” periods. 





at Turner's Hardware. The cupboard effect in the background is 
is room for people to examine individual pieces on the shelves. 
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Remington 
QUPOND 


REMINGTON 22’s 
MUST PASS RIGID 
LABORATORY TESTS 






BRIDGEPORT, CONN., JUNE, 1945. | 
Hardware and sporting goods dealers | 
who sell Remington 22 caliber am- | 


munition can feel confident they are 
recommending merchandise that will | 
satisfy shooters. Samples of Rem- 
ington 22’s are constantly subjected 
torigid tests and inspections through- 
out the manufacturing process. 

For example, during the priming | 
and loading operations, samples of | 
Remington 22 cartridges are col- 
lected at frequent intervals by bal- 
listic experts and tested for velocity, 
pressure, accuracy and primer sen- 
sitivity. 

In the primer test, or “primer 
drop test”’ as it is called, a two-ounce 
weight is dropped on a firing pin 
from a specified height. This pin 
strikes the primed rim of a cartridge | 
case. To measure up to standard, 
the blow of the two-ounce weight 
must fire the primer. 

For an accuracy test, ten shot 
groups are regularly fired at 100 
yards from machine rest. All Rem- 
ington cartridges must pass high 
accuracy specifications before being 
shipped to you for your customers. 


©) HIT R MISS} 


There are 168 foot-pounds of energy 
in a Remington Hi-Speed 22 long 
rifle bullet when it leaves the muzzle 
of a rifle. A 36-grain Remington Hi- || 
Speed long rifle hollow point bullet | 
leaves the rifle muzzle at 1400 feet | | 
per second—faster than the speed of | 
sound. 


ee 











* * * 


The giraffe is the only living creature 
which trots and gallops at the same 
time. His front legs gallop and his 
rear legs trot. 


PAPER PACKS A WAR PUNCH—SAVE IT! 
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Probably every hardware store 
in the country has on its shelves 
some product that bears the 
Du Pont oval trade mark to re- 
mind the customer that the 
product he is buying is one of 
the Du Pont “Better Things for 
Better Living ... Through 
Chemistry.’’ Your customers 
recognize the Du Pont oval asa 
symbol of high quality. 

And it is worth remembering 
that Remington is an affiliate of 
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THE NAME EVERYBODY KNOWS 


the Du Pont Company. The 
Du Pont oval is prominently 
displayed on the packages of all 
Remington products. The reason 
sportsmen say, “If It’s Reming- 
ton—It’s Right,” is that they 
know that Remington’s 129 
years of experience in building 
sporting arms, plus the high 
standard of quality for which 
Du Pont is so well known 
throughout the world, is their as- 
surance of complete satisfaction. 











BOYS LIKE REMINGTON MODEL 512 RIFLE 






BRIDGEPORT, CONN., JUNE, 1945. 
The Remington Model 512 Sportmaster 
is a precision-built 22 caliber, bolt ac- 
tion, tubular magazine repeating rifle 
that any boy would love to have. It 
shoots regular or Remington Hi-Speed 
22 short, long, or long rifle cartridges. 
The stock is made of American walnut 
with pistol grip. The barrel is 25 inches 
long. The action cocks on the opening 
movement of the bolt, and has other 
advanced refinements, including double 
cocking cams, double locking lugs, dou- 
ble extractors, automatic ejector, red- 
dot firing indicator, and thumb safety. 
When available again, the Remington 
Model 512 Sportmaster is a rifle that 
will sell itself to boys-on sight. 
* * * 


Sportmaster and Hi-Speed are Reg. U.S. Pat. Off. 
by Remington Arms Co., Inc., Bridgeport 2, Conn. 




















*‘How come he’s flying backwards?”’ 
““He’s testing a new idea to fool hunters 
who use long-range Remington. Express 
shells!”’ 
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Concentrate on Canning Supplies 
And Paint in Early July Windows 


FRUIT 
JARS 


Cannean 


MeAT 
CuomPEeR 


wy 8508 


EASY 


GOOD EQUIPMENT 
MAKES 


CANNING 





CANNING 
SUPPLIES 
WINDOW 


MERCHANDISE: 


Fruit jars, jelly 
glasses, jar rubbers, 
jar lids, sealing wax. 
jar wrenches, ther- 
mometers, pressure 
cookers, canners, 
canning racks, stew- 
ing kettles, sauce 
pans, mixing bowls, 
meat choppers, col- 
landers, spice sets, 
kitchen cutlery. etc. 
BACKGROUND: 

Center panel of ma- 
roon corrugated 
board or painted 
wallboard. Side 
panels of ivory ma- 
terial. Cut-out letters 
of ivory material. 
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PROTECT YOUR 
PROPERTY 





























PAINT 
WINDOW 


MERCHANDISE: 


Step ladders, house 
paint, gloss interior 


hol, turpentine. 
boiled oil, 


brushes, roller ap- 
plicators, glue, 


patching material, 
paint sample boards. 


BACKGROUND: 
Center panel of ma- 
roon corrugated ma- 
terial or painted 
wallboard. Side 


panels of ivory ma- 
terial. Cut-out let- 
ters of ivory material. 
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Yhey brow the story of 
PITTSBURGH 
WELDED POULTRY FENCE 
caf 
tals 





Again this spring, in the national editions of the 
two leading poultry magazines, as well as in a 
number of state farm papers, Pittsburgh Steel 
Company tells your customers the story of this 
superior, welded-joint Poultty Fence and com- 
panion line of Close-Mesh Welded Fence Fabrics. 
This national and sectional advertising coverage 
reaches poultry raisers, large and small, in every 
area of the United States. 


Demand, far in excess of supply, proves again 
that the desirable features of Pittsburgh Welded 
Poultry Fence, and the almost limitless usefulness 
of Pittsburgh Close-mesh Welded Fence Fabrics, 
spells 1-e-a-d-e-r-s-h-i-p in poultry enclosure appli- 
cations. 


Pittsburgh Poultry Fence is made in both welded- 
joint and hinge-joint types in an adequate range, 
and Close-Mesh Welded Fence Fabrics are once 
more available in meshés from 1” x 1" to 2" x 6”, 
gauges from 11 to 16, widths upto 72”. A balanced 
stock of each is recommended. Write for full 
information to 


PITTSBURGH STEEL COMPANY 


\P7 1621 GRANT BUILDING, PITTSBURGH 30, PA. | 





Pittsburgh 


WELDED AND HINGE-JOINT 


ences 


AND CLOSE-MESH WELDED FENCE FABRICS 
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~ Displays Help to Increase Profits 


esd — ore 
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In China, Glassware and Gifts 


E. M. Briggs & Son plays 
up lines attractively 


on step-up fixtures. 
Window displays and 
newspaper ads also 
attract customers 


This fixture. located at | 
the head of the central | 
aisle is a popular spot 
with women who are in- 
terested in pottery and 


allied giftware items. 


C HINA, glassware 


and gifts ‘are profitable lines at the 
store of E. M. Briggs & Son, Scott- 
ville, Mich., and they have done 


much to restore the traffic loss oc- 





casioned by the shortage of mer- 
chandise in the appliance depart- 
ment. During the wartime period, 
the firm has expanded its stock in 
these lines and has given them ad- 
ditional display space. 
policy has paid dividends. 





Chinaware is featured in a 20-ft. 
long, step-up arrangement which 
serves to show a maximum number 
of items to excellent effect. The 
shelves begin at slightly above 
floor level and there are seven of 
them extending well toward the 
ceiling. Shelves and background 
are finished in a light tint which 
serves to make the merchandise 
stand out. : 

Pottery and gift items are shown 
to advantage on a special 3-ft. high 
step-up fixture which is located at 
the head of the center aisle, Just 
enough items are shown here to 
arouse the interest of the custom- 
ers and remind them of the fact 
that the. store carries additional 
items in stock. Having inspected 
this display, the prospect naturally 
turns to the other displays at the 
sidewall location. 

Scottville is an excellent farm- 
ers’ town and there is a weekly 
auction held there for farm live- 
stock. This event brings many 
farm families to town regularly. 
After the farmers have sold and 
bought livestock, they usually visit 
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ON AVAILABLE GOODS 


the various stores and do consider- 
able buying. Farmers’ wives fre- 
quently accompany their husbands 
to town on these days and they 
spend all of their time shopping 
while their husbands are at the 
farm auction building. It is on 
such days that the farm housewife 
has the time and inclination to in- 
spect dinnerware, glassware, gift 
and pottery items on display at 
stores like the E. M. Briggs Hard- 


ware. 


G.L. Joe 
Goes Into Business 
(Continued from page 82) 


to discourage some of their old 
clerk-friends who will naturally 
approach them for advice and a 
request for merchandise. } be- 
lieve that the type of men left on 
the road will be loyal to their old 
accounts and, instead of helping to 


set up unfavorable competition, | 


will make an effort to get them 
back into the store as department 


heads. 
Ample Time 


If the veteran can be convinced 








that his future happiness is far | 


more assured by working for 
someone else and advancing him- 


self in that business, we will be | 


doing him a real service. We will 


have helped our community grow | 


stronger and at the same time in- 
sured the future of the indepen- 
dent stores now trying to hold | 
their own against the chains and | 
co-ops who profit by every busi- | 
ness failure. There will be ample | 
time for this business venture af- 
ter sufficient capital has been accu- | 
mulated and the need of the busi- 
ness in the community has been 
definitely established. And then, 
more power to him and may he 
have the success he so richly de- 
serves. 
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Are your glasses 
vose~-colored 7 


other good products you sell? 


EN who've studied the ap- 
M pliance field say there’s 
a postwar need for 44% million 
toasters alone. That may look 
like a pretty rosy future. 


But let’s.take off the rose- 
colored glasses. When this de- 
mand has been met—which ex- 
perts estimate will take only 
a little over a year—how is 
your business going to look? 


Will the line you stock con- 
tinue to bring customers back 
again and again? Continue to 
win new friends through qual- 
ity performance? Customers 
not only for related items in 
the line, but prospects for 








We believe you'll be able to 
look forward to such a busi- 
ness when you stock Manning- 
Bowman’s “Quality Quins”— 
like the popular Toaster-with- 
the-Tester—just one of a large 
family of famous M-B appli- 
ances. 

Manning-Bowman has 
meant best in homes since 
1857. Meant a hot line to deal- 
ers everywhere before the war. 


If you’re interested in build- 
ing up this kind of business, 
it will prove worth while to 
look at these facts — without 
rose-colored glasses. 


Manning- Bowman 
Mearns Best 


MERIDEN, CONNECTICUT 


THE LINE THAT'S ALWAYS IN DEMAND 
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This display, extending down the entire section. attracts the car owner. 


Automotive Supplies 
Department Appeals 
To the Customers 
Who Like to Browse 





Extensive line, occupying entire 
section of Freeport Hardware Co., 
store, a model of open displays 





Bu in 1910 the 


Freeport Hardware Co. of Free- 
port, Ill., installed its first auto- 
motive supplies, according to J. H. 
Billerbeck, president. Since that 
time the volume of business in the 
line has been steadily expanding. 
At the present time, the automotive 
supplies division occupies an en- 
tire section of the store. It is 
housed in the right wing of the 
structure with plenty of display 
and storage space, a separate street 
entrance and two large display 
windows. 

Stocks of automobile supplies 
are always high at this store, and 
during wartime are as large as 
those of any other supply house. 
This naturally attracts much trade. 
Garage men in outlying towns who 
need various automotive items 
frequently get into their cars and 
drive to the Freeport Hardware 
Co. to pick up needed items. 


Parts in Demand 


For the consumer trade, main- 
tains some excellent display sec- 
tions in the store and much busi- 
ness is done here. Because the 
average automobile is getting quite 
old and needs service badly, this 
store gets many orders from mo- 
torists for parts and accessories 
needed to put cars into better con- 
dition. 

One long counter with two high- 
er glass shelves, which are in- 
directly lighted, contain numerous 
items that are of use to the motor- 
ist and they are displayed in such 
a manner as to encourage brows- 
ing. The average automobile sup- 
plies customer likes to take his 
time in looking over items he 
might need and the open display 
method used by the firm caters to 
this tendency and is responsible 
for in additional sales, 


Popular With Customers 


All sorts of oils, greases, radia- 
tor and motor preparations are 
stocked and displayed and get the 
attention of car owners. On days 
when motorists are free to shop, 
the store’s automotive section is 
crowded with customers inspect- 
ing the various items. The two 
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Sentinel 


RADIO 


FOR STUDIO TONE IN YOUR HOME 


MB if you could only be here 
at the Sentinel plants— see 
for yourself how Sentinel is 


el tellillile MiclamiiL-eliullale Meleh a: 


of peace—youd know the 


promise of profits Sentinel! 


holds for you! 


New ideas, new methods, new 
Ay aii eamelateMuuleliclalelimenulelanane lt: 
covered and perfected in war 
production—will make the new 
Sentinel Radics tip-top values 
in the markets of Tomorrow 

big business builders for Sen- 


tinel dealers everywhere ! 


Even now, while Sentinel is en- 


gaged 100 per cent in war pro- 





duction, Sentinel advertising 
continues to carry the story of 
Sentinel’s Studio Tone 

In Your Home to millions 

of waiting buyers. PW One 


entine! RADIO CORPORATION 


QUALITY RADIO SINCE 1920 


2020 Ridge Ave., Evanston, Ill. 
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LOW COST 
HIGH QUALITY 


Electric Soldering Tools 


¢ @ 
w. 
— 4 
Ne. 6 
150 w. 
Designed especially for home use and 
light and medium soldering jobs. 
Pure copper tips. 
Elements of cartridge type and easily 
replaced. 
Cool and comfortable handles. 
Equipped with 6 ft. (8000 cycles) ap- 
proved heater cord with rubber plug 
cap. 
Operate on either AC or DC 
(110 te 120 veits) 


FREE 


@ Our popular 
book “How to 
Solder Perfectly.” 
Thousands of 
these books are 
already in use. 


VULCAN 


ELECTRIC COMPANY 
DANVERS, MASS. 
Makers also of VULCAN Electric Sold- 
ering Tools for productive use, Elec- 
trie Clue Pots, Solder Pots and other 
Electric Heating Devices. 























Everything is kept out in the open where the customer can’t miss it. 


windows of the store, facing a 
principal street, are always used 
to excellent advantage showing 
items that appeal “to the automo- 
tive customer. 

City people as well as farmers 
patronize this department. There 
are excellent concrete highways 
leading into Freeport from all di- 
rections, and farmers make this 
city their shopping headquarters. 
Freeport is a booming industrial 
city of 26,000 population and is 


surrounded by a rich agricultural 
area, and this gives merchants an 
excellent balanced trade the year 
around. 

Mr. Billerbeck reports that in 
addition to being a profitable di- 
vision, the auto supplies section 
also increases the store traffic con- 
siderably. There are two entrances 
leading from the main store to 
this section and thus the traffic can 
flow back and forth with mutua 
benefit. ' 





Oils, greases and cleaning preparations are on this seven-tier stand. 
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ON AVAILABLE GOODS 





Builds Up Farm 
Business for 
The Post-War Era 


(Continued from page 9) 


whole, the woman farm buyer is_ | 
not neglected. More than 1500 
farm hats, straw and cloth, were 
sold last summer and fall, and Mr. 
Noble estimates that 90 per cent 
of these went to farm women buy- 
] ers. The glass and china depart- 
ment is popular the year through 








: with about the same ratio as to 
women buying. 

i Some of the individual items 

’ which have proved farm leaders 

‘ are: a 28-ft. tow chain retailing at 

s $4.25, assorted utility chains, wire | 

‘ cable in % in. and % in., pre- | 

D 

a 

l | 
| 











A utility chain assortment which 
intrigues many during every day. 
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When Amerock introduced modern “matched” 





designs of cabinet hardware, it revolutionized sales 
possibilities almost over night. For the first time 
cabinet hardware rose above the purely functional 
and became “Kitchen Jewelry” selected to 
beautify the home. Tomorrow new and even finer 
matched designs will help alert dealers and jobbers con- 
tinue to make Amerock Cabinet Hardware a major profit line. 
Other Famous Amerock "'Firsts’’— Patented winged-latch bolt me- 
chanism, raised-joint hinges, beauty-seal platings, individual 


envelope packing, Color-Selector demonstrator display, etc. 


Heh Your Yobber 


GENUINE 





AMERICAN CABINET HARDWARE 


¢ceeoerereved?ee@arkion 


) ROCKFORD, ILLINOIS 














This Is 

The Man 
Who Helps 
You Make 
Money— 


He’s your customer. The oftener he 
comes back for “more of the same”, 
the oftemer you ring up a profit. . . . 
One sure aid to repeat business is the 
Pecora line. Through the years it has 
demonstrated that there is no satis- 
factory substitute for quality. You 
can handle Pecora products with com- 
plete confidence that their high qual- 
ity will make and hold customers for 
you. 


| PECORA 





CALKING COMPOUND 

A leader since 1908. Will not dry out, crack 
ot chip when properly applied. Gun and 
knife grades. 

ROOF COATINGS 


Plastic and liquid forms. Fire resisting, 
weatherproof, sunproof, acid and alkali 
proof. More durable than paint. Costs less. 


WATERPROOFINGS 


“Klere-Seal” and “Varseal” types; also 
Biack Asphaltic Waterproofing in paste or 
liquid form. 


ASBESTOS FURNACE CEMENT 


A good and trustworthy friend of every 
furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 


WRITE 
FOR 
31016) 4 28) 


PECORA 


PAINT COMPANY, INC. 


Bctablisched 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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formed type, pumps running $10, 
$12.50, and $15, home and farm 
water systems from $65 to $140, 
work harness from $65 to $135, a 
grind stone retailing at $14.75, 
a large shipment of lanterns 
marked at $1.79 and sold in a 
week, camp stoves for farm use, 
particularly for the milk house at 
$10.95, with the oven selling for 
1.98, fan type electric brooders, 
5 by 5 ft. at $35.75, and stove re- 
pairs and pipe which is priced at 
3 in., 30 gage, 17 cents to 6 in., 
30 gage (light) 22 cents. 

“We feel,” Mr. Noble said, “that 
now is the time to build for the 
farm trade. When the war is over 
and restrictions are lifted and 
stocks are again available—then it 
will be too late. A little extra 
work and a few dollars in adver- 
tising spent now will bring results 
which would be impossible to ob- 
tain with any amount of advertis- 
ing after the war is over.” 





Display of Baskets 
Attracts the Ladies 


ELL woven, colorful baskets 

always appeal to the average 
housewife, because of their utility 
and their beauty. The Freeport 
Hardware Co., Freeport, Ill., has 
sold many of ‘these baskets through 
the use of a three-section display 
which is well up toward the front 
of the store. The baskets are for 
fruit, shopping and sewing and are 
arranged at various display levels in 
an attractive manner. Women al- 
ways stop and inspect this display 
with the result that many sales are 
made. 


This display attracts the women 
customers and is responsible for 
ever increasing sales of baskets. 

























































Only “ARMSTRONG 
BROS.”’ Pipe Vises 
offer all these impor- 
tant features: 


Solid centered jaws that prevent bending of 
smal] pipe, thin walled conduit and tubing. 
Oval-ended handles that will not pinch hands. 
Extra strength where strength is needed . . . 
and a fineness of design and an accuracy in 
machining that mark each a quality tool. 






Standard Pipe Vise 
{'. Usbreakable drop 
forged stee! hooks. 


2 Oval handle ends, will 
not pinch hands. 


8. Coates steel screws 

th long-wear threads. 

. Replaceable tool steel 

Jaws, small sizes with 
solid centers. 


4 





. Portable. Combines maxi- 

mum capacity with minimum 
weight. 

Jaws drop forged with pat- 

ented solid centers. 

. Drop Forged Handle and 
Base with hardened Nut end 


» 


special Steel Serow. 
4. Proof-tested Chain. 







Pipe Vise Saddle 


1. Attashes instantly te 
round er square posts. 


2. Slotted te 
held stand- 
ard vises of 
all makes. 


S&S. Handle 
forged, with 
hardened 
stee! nut. 


4. Link chain preef tested. 


ARMSTRONG BROS. TOOL CO 


N FRANCISCO AVE «e CHICAGO, | 





Eastern Sales Office: 199 Lafayette St.. W. Y. 
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U. S. Servicemen’s 
Discharge Emblem on 
War Employment Flag 





The War department has recently 
approved the use of the veterans hon- 
orable discharge emblem on the World 
War II Employment Flag. Similar to 
the Service Flag showing the number 
of former employees in the armed 
forces, the Employment Flag desig- 
nates the number of returned World 
War II veterans being employed. The 
original proposal for use of this Em- 
ployment Flag came from the Dis- 
abled American Veterans. The em- 
blem is gold on a white background, 
edged in blue. 


Sales Up 64°/,— 
Net Profits Down 6°/, 


66 E have had a successful 

year this past year. As all 
of you know, our sales have in- 
creased phenomenally. It might. in- 
terest you to know that compared to 
the last year before the war—the 
year of 1939—Lord & Taylor sales 
have increased sixty-four per cent. 
Those of you who have been han- 
dling them realize that those are 
some sales. 

“On the profit side, however, the 
net profit side, they haven’t been 
quite as good, I am sorry to say, in 
one way, and glad to say in another. 
but they are six per cent less than 
they were in the same year of 1939. 
So we are sixty-four per cent up in 
sales, six per cent down in net profit. 

“Now why is that? Well, the rea- 
son for that is that the Federal in- 
come taxes and the excess profits 
taxes, those taxes that are going 
mainly to pay for this war, are up 
1176 per cent over 1939. And I tell 
vou I am delighted, and I hope you 
are all delighted, because that means 
that we have all been working in 
this war effort just as much as any- 
body who has been working in a 
war factory, and I congratulate you 
on that showing.” 


—Walter Hoving, President, 
Lord & Taylor, New York 
City, addressing employees 
April 2, 1945. 
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O.SOGLOW 


Before the war they were often used 
eC to cover the hands while gardening! 


BOSS Walloper 643—Largest selling work glove 


Right, Professor! And while they’re scarce now, 

after the war Boss Work Gloves will be used again by 
the many thousands who have the hand-protectign habit. 
Right now, certain types of Boss Gloves go only 

to the Armed Forces and essential industries. On other 
types Boss continues to make shipments 

to distributors as often as possible to guarantee 

your fair share of the available supply. 

The Boss Manufacturing Company, 


Kewanee, Il]linois. 


96 YEARS OF HAND PROTECTION! 





SUPPORT THE SEVENTH WAR LOAN—BUY YOUR SHARE TODAY! 
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First Aid for Pocket Knives! 


s} 
HE ability to “get 


close” to a customer and to inject 
the personal touch into business 
is always something to be greatly 
desired in all sales work. Many a 
salesman knows his merchandise, 
and can impart his knowledge to 
a customer but fails completely 
when it comes to creating the im- 
pression in the mind of his pros- 
pect that he is giving him anything 
in the way of personalized service. 
This personal touch always means 
something to a customer but the 
possession of it means even more 
to the salesman. 

One sure method of arousing a 
man’s interest and keeping it is 
through his personal possessions. 
And what personal possession is 
closer to him than his pocket 
knife? 

Giving pocket knife service is 
something that always makes a hit 
with a masculine customer. Due 
to wartime limitations, there is a 
dearth of cutlery in general and 
pocket knives in particular in most 
stores. Sales of new merchandise 
are limited by present day scar- 
cities of stock. Many a man could 
use a new knife but will have to 
wait until the war is over before 
he will be able to purchase it. 
However, you can do much to keep 
his old knife in first class condi- 
tion and by doing this you'll make 
a friend for yourself and for your 
store. 

There’s a dealer we know who 
gives this type of service to all 
pocket knife owners whenever pos- 
sible. He keeps a sharpening stone 
in his store and it receives plenty 
of use. This stone is double-sided, 
one side coarse the other fine. It 
rests on an oil-soaked felt pad in 
its case. His salesmen start talk- 
ing knives to a customer and ask 
to see the one he carries. If it is 
dull, rusty or stiff-working they'll 
attend to it. They sharpen the 
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knives on the stone, remove rust 
spots and nicks, remove lint and 


dirt from the hinges and finish the _ 


job by going over the back of the 
springs and the blades with a rust- 
removing eraser, finishing the job 
with a final polishing with a bit of 
chamois. When they are through 
with it the knife will click when 
it is opened or shut. In the words 
of old cutlery men it will “walk 
and talk.” 

This service costs the customer 
nothing. It’s safe to say that on 
his next visit to the store that par- 
ticular customer will seek out the 
salesman who put his knife in 
working order. It’s just a little 
service but it pays big dividends 
in good will and eventual profits. 

While on the subject of knives— 
and all other cutlery for that mat- 


ter—it is good policy to treat a 


knife with care and respect at all 
times. Be sure to wipe them off 





with chamois after handling them. 
Perspitation from the hand will 
stain it if care is not used in its 
handling and a rusty blade will 
never mean a sale. Don’t lay cut- 
lery down on the top of a glass 
case. Place it on a soft plush or 
felt pad. It won’t be scratched 
there and the pad furnishes a good 
background for the glitter. And 
when you are showing pocket 
knives never clutter up the pad 
with a half dozen or more. Show 
two or three at a time. You may 
be called away for a moment and 
a knife may be missing. 

Always remember that a pocket 
knife is one of the most essential 
male possessions. It’s one of the 
first things a boy takes pride in 
and it’s something that almost 
every man carries with him. And 
anything you can do to keep to- 
day’s knives in working order un- 
til a plentiful tomorrow arrives 
will be appreciated by their own- 
ers. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor; 


and 20 very poor. The correct answers to these questions will 


be found on page 141. 


Work the problem first—then substitute the figures 

of your own business for those in the problem. 

1—A farmer orders barbed wire from a hardware dealer and 
asks that enough wire be sent to provide three strands of wire 
around a field one furlough wide and two furloughs long. How 
many rods should the dealer send? 

2—Ten windows in a brooder house each measure 2 ft. by 
4 ft. and are to be covered with glass substitute cloth. The ma- 
terial sells for 10 cents per sq. ft. Figure the value of the sale. 

3—A quart of good varnish will cover approximately 150 sq. 
ft. How much will be required to cover a floor 15 ft. by 20 ft.? 

4—It is well known that impressions about our store or mer- 
chandise are transmitted to the brain through the five senses. 
Do you know what percentage of the impressions are secured 
through the following: (1) hearing; (2) smelling; (3) seeing; 


(4) tasting; (5) touch? 


5—To what does the term “mat” refer in advertising? 
(Answers on page 141) 


HARDWARE AGE 














+ oy 


e 

















JUNE 7, 





5 


% | e Good Hardware |] 


¢ These stringent times of supply 
scarcities have demonstrated 
that there is no substitute for 
quality. This fact is going to be 
remembered. 


“Quality,” long a word with 
but abstract meaning for many, 
once again is clear to al]. It means 
that substitute products, whether 
high or low in price, whether 
they be tires, cigarettes or cloth- 
ing, do not deliver full value. 
They do not give the lasting sat- 
isfaction you get from estab- 
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lished, trademarked, high qual- 
ity goods. 


Builders hardware will bene- 
fit, postwar, from this awakened 
consciousness that quality is the 
yardstick by which all goods and 
services should be measured. 
And rest assured, that when 
civilian production is resumed, 
high quality craftsmanship and 
materials — always traditional 
with P. & F. Corbin—will produce 
quality builders hardware to 
meet every demand. 
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- Location in city of 5000 or more. 
Satisfactory financial rating. 

- Desirable location. 

Adequate store traffic. 

. Facilities for display. 

. A stock of hand tools. 


. Ability to reach logical prospects : wood- 
working hobbyists, upholsterers, cabinet 
makers, etc. 

. Freedom from conflict with any estab- 
lished Delta dealer. 




























There are real profit possibilities for 
the dealer who handles Delta Homecraft 
Power Tools. 


But experience has shown that the suc- 
cessful Delta dealer must have the above 
qualifications. If you have them, you can 
make the most of real opportunities for: 


Good profit om a large ‘unit of sale. 
High rate of turnover. 
Continued repeat business. 


Large volume of sales of accessories and 
related items. 


. *,* / 
Creation of additional store traffic. 


If you fit into this picture, you can 
capitalize on the growing wave of interest 
in power tools for the home. 


The Market is Big! 


Customer demand for home power tools 
built this company to its present position 
as the world’s largest maker of this type 
of equipment. And present indications 
point to the demand as being bigger than 
ever after the war. 


Recently we ran a cortest on 
post-war home shop plans. It 
wasn’t easy to enter. Yet, from 
North and South, from East and 
West, even from Canada — en- 
tries came in by the thousands. 


And tens of thousands have 
written us for a little booklet we 








“Trade Mark Reg. 7526 E. VIENNA AVENUE 


U. 8. Pat. Of. 
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coe é b you. are this kind of a dealer: 


offer, telling how to get started in the 
woodworking hobby. 


Why Sell Delta? 


Let us tell you why we think the Delta 
franchise offers the most promising op- 
portunity in the light of today’s great 
interest in home power tools. 


Results of a nation-wide survey recently 
conducted for us by impartial experts show 
that a big percentage of present and pros- 
pective home workshop enthusiasts recog- 
nize Delta Homecraft Power Tools as 
quality tools — the make they know, they 
want, they plan to buy! Delta contest en- 
tries confirm this, 

Here are power tools that are nationally- 
accepted — tools that you can sell with 
pride and back up with confidence. Every 
day the accuracy, dependability, and safety 
of Delta tools are being proved in punish- 
ing war production in thousands of plants 
all over the U. S., on ships, and in foreign 
lands. 

Big color ads in mass magazines (like 
This Week and Parade) and full pages in 
the “fan” magazines (like Popular Me- 
chanics, Popular Homecraft, etc.) carry 
the Delta story to millions of readers every 
month. A big program of dealer display, 
advertising, and promotion material is 
now in preparation. 

And that’s not all. By restricting fran- 
chises to a limited number of qualified deal- 
ets with reasonable territorial protection, 
by refusing to sell direct, by referring in- 
quiries, Delta makes it worth your while 
to put some real effort into establishing 
your store as Delta headquarters. 


Do Something About This! 


If you can qualify for a Delta franchise, 
you are passing up one of the biggest op- 
portunities in the hardware field if you 
don’t act now. The sooner you get lined 
up, the earlier you can have merchandise 
when the necessary materials are released. 


Write today for full details on the Delta 
dealer franchise proposition. 


THE DELTA MANUFACTURING CO. 


MILWAUKEE 1, WISCONSIN 
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UNDOUBTEDLY YOU STOCK ‘‘cup-winning” 
hammers . . . a brand advertised regularly 
in national magazines. Do you apply the 
same buying rules to bolts and nuts? Most 
re successful distributors do. , . realizing how 
alin much their repeat business depends on 
appearance, uniformity and performance 
of the bolts and nuts they sell. 
the 
elta 
oa A PHILADELPHIA DISTRIBUTOR selected at 
re: . . 
. random from his stock the fine-looking 
a : RB&W bolt and nut you see here. Pick, 
how similarly, from your own RB&W stock... 
ore see how clean-cut the bolt head is, the 
$ as fine finish of the barrel, the perfect threads 
pnd —features worth merchandising, for your 
Customer recognizes their worth in terms 
ally- of fast assembly and holding power. 
with 
very 
afety 
nish- 
lants. 
eign 
- DURING RB&W’'s CENTURY OF PROGRESS, many 
“a hundreds of thousands of dollars have 
Me- gone into the research and development 
a work which have made RB&W pioneers 
play, and leaders in quality fasteners . . . and 
a into advertising that makes the name 
Pi . RB&W EMPIRE representative, today, of 
deal- the best in fasteners. Capitalize on all this 
tion, investment by featuring the extra values 
B that help make your customers’ products 
vhile : : 
hing easier to build and better to buy. 
is! 
hise, 
t Op- 
you 
ined 
idise 
ased. 
Yelta j 
0 ' > : - 7 rg ~ sy 
/SIN Bet B A AE A $3 2BOW2 | ghRS Shs he eh ee Ti i 
‘actories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill. Sales Offices at Philadelphia, Detroit, Chicago, Chattanooga, Los Angeles, Portland, Seattle. 
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“wth the 497A Display 
Doubling up is nice merchandising and you can do it with the 497-A 
because it’s the only Scythestone Assortment that features both 
natural Mica Schist mineral and electric furnace grit stones. 

But that’s not all. There are no “duds” in the 497-A. It’s not a 
fancy ‘“‘deal’’. It’s the lowest priced assortment of its kind —$4.97* 
dealer net cost. 

Featuring 33 genuine Norton quality stones in a price range from 
10c to 30c with two big dollar Utility Files, it offers the customer a 
choice of 6 shapes and 4 types of abrasive. 

And the 497-A isa “‘stopper’’. In the tool window and on the counter 


its smart yellow, red and black display really highlights scythe- 
stones and gives you new tool volume where you need it most. 


Ask Your Jobber to Include a 497-A 
Assortment with Your Next Order. 


* Slightly higher west of Denver. 


o (988° BEHR-MANNING, TROY. N. ¥ 


N OF NORTON COMPANY 


Also Quality Coated Abrasives Since |! 
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Just Among 
Ourselves 


(Continued from page 78) 


tance of the obligations and 
privileges which accrue to all 
who become members of a 
community well removed from 
a big city with its well organ- 
ized professional fire fighting 
apparatus and personnel. 

My work keeps me away 
from home so much that this is 
the first time I have had an op- 
portunity to assist in such an 
endeavor and, as a result, I am 
probably the only member of 
the community who has given 
much analysis or 
thought to the situation. 


second 


Somehow, this experience 
has made me feel closer to all 
of my neighbors, with some. of 
whom I previously had had 
only a casual acquaintance. 
It strikes me that this particu- 
lar evidence of community 
spirit is a relatively trivial ex- 
ample of the over-all spirit of 
the American people which, 
when properly directed, will 
attain the best possible prog- 
ress under the half-war and 
half-peace economy now faced 
and will be a strong factor in 
the broad rehabilitation pro- 
gram when complete victory 
has been assured and with it 
the inevitable responsibilities 
and opportunities of a com- 
plete peacetime and post-war 
economy. 
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Buy more War Bonds this time! 
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In most industries there are definite standards of leadership. 
In many industries these standards are known, accepted, even taken 


for granted by middleman and public. 


Previous to 1935 the only accepted signalling instrument for the 
modern home was the common door bell. With no pre-established 
standards of research, engineering, construction or performance of 
electric door chimes to work by, Rittenhouse did much to lay the 
foundation upon which the standards of the industry have been built. 


Since December 1935, when Rittenhouse designed, produced and 
promoted the first electric door chime on a national scale, Rittenhouse 
has continuously built toward a standard of leadership in product 
engineering, design and performance. And with comparable consis- 
tency has promoted consumer chime acceptance through nation-wide 
advertising, in keeping with the best practices of merchandising. 


War production techniques have given both inspiration and im- 
petus to these standards of leadership. In the interim period between 
war and peace, time has been found to improve the design of chime 
mechanisms from the “base plate” out. Tomorrow’s Rittenhouse 
chimes will reflect this influence in fine engineering and in the char- 
acter of a custom-made product. 


Leadership, and the standards which it imposes, carries with it two 
moral commitments, “Obligation” and “Responsibility’—to user 
and dealer. 


Rittenhouse will continue to adhere to these standards of leader- 
ship in the young, but growing, electric door chime industry that it 
has helped to create. 


Rittenhouse 
Somorvows /clter Z von himeed 


/© A. E. RITTENHOUSE COMPANY, INC., HONEOYE FALLS, N., Y. 
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[? ~rbud dealers can't 
get enough of them! 


Terrific repeat newspaper promotions 
by Macy’s, A. & S., Loeser’s, Gimbels 
and other leading stores prove this 
the hottest housewares item in years. 
Tough, durable, rubber-like composi- 
tion. Every home needs two or three. 
In black, red, and green. Size 13'/2x23. __ 
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You were always sure of 


GOOD CLOCKS FROM 











Gilbert 





Better Gilbert CLocxks 
ARE COMING 


(both spring-driven and electric) 


When the material, the labor and the ma- 
chines are no longer needed for 
producing the tools of war. 

When the “know how” gained during re- 
cent years of war production can start 
making even finer timepieces for the 
civilian market. 

When “post war planning” ceases to be a 
catch phrase and the “post victory” 
period becomes an actuality. 


Keep Your Post War Eye on 
GrieBpeRt CLOCKS 








THE Wo. L. GILBERT 


CLock Corp. 
WINSTED, Conn. 


clock makers to the nation since 18U7 
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TAVERN WAX __ 
‘Moles Floors easier to clean look better 
NON-RUB. Qt. .00 


LIQUID Ka) Q .0O 
PASTE lb .0O 











Spotlight Tavern on your shelves— feature all 3 waxes in counter displays! 


@ Start off with Tavern Non-Rub wax specially de- 
veloped by Socony-Vacuum’s research laboratories 
for use on all kinds of floors—linoleum, rubber, 
wood, asphalt tile. It contains up to 50% more ex- 
pensive Carnauba wax than many other leading 
brands. Plus a new type of toughening agent that 
makes the Tavern lustre amazingly hard and dur- 
able! It’s self-polishing. And it won’t separate on 
the shelf—thanks to special quality control methods 
developed by Socony-Vacuum. 

Tavern Liquid and Paste Waxes buff to a long- 
wearing lustre—remove ugly marks, clean as they 
polish. Play up these sales points—promote these 
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TAVERN HOME P| 


Tavern Liquid Wax » Tavern Paste Wax + Tavern Non-Rub Floor Wax 
Tavern Window Cleaner + Tavern Candles - Tavern Electric Motor Oil 
Tavern Lustre Cloth - Tavern Parowax or Paraseal Wax - Tavern Rug Cleaner 
Tavern Furniture Gloss » Tavern Paint Cleaner » Tavern Leather Preserver 


waxes to protect woodwork, windowsills, furniture 
and painted surfaces. 

Get Tavern Waxes on your shelves now. Tie in 
with national ads in Life Magazine, Ladies’ Home 
Journal, Good Housekeeping, Saturday Evening 
Post, Woman’s Home Companion. Display them— 
push them—they’ll make extra profits for you fast! 

Available from Coast to Coast. Order from your 
nearest Socony-Vacuum Office or from 26 Broad- 
way, New York 4, N.Y. In the Southwest order from 
Magnolia Petroleum Co.; on the West Coast from 
General Petroleum Corporation 
cf California. 
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E. F. McCarthy Heads National 


Supply & Machinery Distributors 


Eugene F. MeCarthy, presi- 
dent, Beals, McCarthy & Rogers, 
Ine., Buffalo, N. Y., was elected 
president of The National Sup- 
ply & Machinery Distributors’ 
Association, by that association’s 
customary mail ballot, election 
being announced at the annual 
meeting held May 21 and 22 at 
the Hotel Statler, Buffalo, N. Y. 
Because of the war a conference 
of officers, executive committee 
and advisory board members, 
was held instead of the usual 
annual Triple Mill Supply Con- 
yention of the National Associa- 
tion, American Supply & Ma- 
chinery Manufacturers’ Associa- 
tion and the Southern Supply & 
Machinery Distributors’ Associa- 
tion. Mr. McCarthy succeeded 
Charles E. Allinger, The Chas. 
A. Strelinger Co., Detroit, Mich. 


Other officers elected are: F. 
Marsena Butts, Butts & Ordway 
Co., Cambridge, Mass., vice 
president, Areas 1 and 2; Wil- 
liam M. Patterson, Frick & 
Lindsay Co., Pittsburgh, Pa., 
vice president, areas 3 and 4 and 
E. H. McLaughiin, Union Hard- 
ware & Metal Co., Los Angeles, 
Calif., president, areas 5 
and 6. Harry R. Rinehast, 
Philadelphia, Pa., continues as 
Executive 


vice 


secretary - treasurer. 
committee elected to 
serve two years are: R. H. Rus- 
sell, J. Russell & Co., Holyoke, 
Mass., area No. 1; Wendell H. 
Clark, Samuel Harris & Co., 
Chicago, Ill., area No. 4 and 
William <A. Haseltine, J. E. 
Haseltine & Co., Portland, Ore.., 
area No. 6. 


members 














BRADFORD, SALES MGR. 
WM. SCHOLLHORN CO. 


James H. H. Bradford has re- 
cently been appointed sales and 
advertising manager, Wm. Scholl- 
horn Co., New’ Haven, Conn., 
manufacturers of pliers and spe- 
cial purpose tools. He joined the 


company after serving as a cap- | 
Prior to his | 


tain in the AAF. 
military service, he operated 
The Howe Co Springfield, 
Mass., which manufactured a line 
of painters’ supplies and acces 





JAMES H. H, BRADFORD 
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sories. Before that he was with 
General Motors as a sales execu- 
tive, and was sales manager of 
the Adding Machine Division, 
Todd Protectograph Co., Roches- 
ter, N. Y. 


DE LAVAL EXECUTIVE 
APPOINTMENTS MADE 


The De Laval Separator Co., 
165 Broadway, New York City, 
recently announced several exec- 
utive appointments. cc 
| Schmidt was elected vice-presi- 
dent and a director of the com- 
pany, with headquarters in New 
| York City. W. A. McGill, form- 
erly vice-president and general 
manager of the De Laval Pacific 
Co., San Francisco, Cal., succeeds 
Mr. Schmidt as general manager 
of the Chicago, IIl., office. E. C. 
Elvidge in turn, succeeds Mr. 
McGill as a vice-president and 
general manager of the San 
Francisco office. 


ZIPPO WINDPROOF 
LIGHTERS SOLD UNDER 
NO OTHER NAME 


The Zippo windproof lighters 
are not sold under any other 
| name, and they are not private 
branded according to the manu- 


READ IT IN HARDWARE 


NEWS OF 


facturer, Zippo Mfg. Co., Brad- 
ford, Pa. This company does not 
make any other type lighter, and 
this windproof lighter is under 
U. S. patents. At the present 
time, al] Zippo lighters are being 
sent to the government for ship- 
ment to the armed forces, and 
therefore are not available for 
civilians. 

McCAMMON RETIRES 
AS ALUMINUM COOKING 
UTENSIL ASS’T TREAS 
J. L. McCammon, assistant 
treasurer and manager of the 
accounting department, The 
Aluminum Cooking Utensil Co., 
New Kensington, Pa., has re- 
cently retired, having been with 
the company since 1903. He was 





J. L. MeCAMMON 


named assistant treasurer in 
1924. Hugo Boschert will suc- 
ceed Mr. McCammon, the form- 
er having been cashier and as- 
sistant manager. Robert Adams 
will take over Mr. Boschert’s 
former responsibilities. 





RICHARDS-WILCOX N. Y. 
OFFICE MOVES TO 
OWN BUILDING 

The New York City office of 
the 
door hangers, hardware specialty 


tecently moved to its own build- 
ing at 105-107 Reade St., New 
York City 13. 











HARDWARE AGE FOR 


GREGG SALES ENGINEER 
ELEC. TAPES MINN. 
MINING & MFG. CO. 

Earl F. Gregg has recently 
been appointed sales engineer 

electrical tapes in the eastern di- 





EARL F. GREGG 


vision for the Minnesota Mining 
& Mfg. Co., Minneapolis, Minn. 


| In addition to direct account 
| responsibility, he will have 
| supervision of electrical tape 
salesmen in the Boston, New 





Richards-Wilcox Mfg. Co., | 


manufacturers, Aurora, IIl., has | 


York City, Buffalo, Philadelphia 
and High Point. He has been 
associated with this company in 
the sales department since 1941. 





GODSEY, MGR. NEW 
PRODUCTS DIVISION 
WESTINGHOUSE ELEC. 


Frank W. Godsey, Jr., has re- 
cently been made manager of the 
new products division, Westing- 
house Electric Corp., E. Pitts- 
burgh 30, Pa. He succeeds G. H. 
Woodard, who has been trans- 
ferred to South Philadelphia as 
manager of the company’s avia- 
tion gas turbine division. From 
1928 to 1934 he was development 


| engineer with the Safety Car 
| Heating & Lighting Co., New 


Haven, Conn., and for the next 
six years was chief electrical en- 
gineer and assistant production 
manager, Sprague Electric Co., 
North Adams, Mass. He joined 
Westinghouse in 1940 serving in 
the division he now directs. 


HARDWARE AGE 
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Camillus Cutlery to Drop Use of 
Name of Adolph Kastor & Bros., Inc. 





ALFRED 8B. KASTOR 


Camillus Cutlery Co., 60 E. 
42nd St., New York 17, N. Y., 
has announced that it has re- 
luctantly decided to drop the use 
of the name, Adolph Kastor & 


| Bros., Inc., to simplify its selling 
| and accounting procedure and to 
make the name of the factory at 
Camillus, N. Y., more familiar 
to the trade. As heretofore, all 
correspondence will be handled 
by the New York City office, 
however the letterheads and in- 
voices will carry the caption, 
Camillus Cutlery Company, in- 


| stead of Adolph Kastor & Bros., 


Inc., which was used for the 
past 69 years. The business and 
its policies are stil! controlled by 
Adolph Kastor’s e!der son, Al- 
| fred B. Kastor, who is chairman 
| of the compzny’s board of di-| 
| rectors, 

The company feels that the 
|use of the one parent company 


| name, besides simplifying sell- 
ing procedure will properly iden- 
tify the concern with Camillus 
branded pocket and fighting 
knives which are such an essen- 
| tial part of the equipment of the 
| men in the nation’s armed forces. 








D. TAYLOR N. E. 
CONTRACT HDWE. REP. 
FOR LOCKWOOD HDWE. 


Donald Taylor has recently 
been appointed New England 
contract hardware representative 
for Lockwood Hardware Mfg. 
Co. Fitchburg, Mass. He has 


been associated with the builders’ 


hardware business in Boston 
for the past 17 years, and has 
had 15 years of factory experi- 
ence. His headquarters will be 
at 17 Harland Rd., Weymouth, 
88, Mass. 

ELECTRONIC CORP. OF 

AMERICA PROCESSING 

DEALER FRANCHISES 


The Electronic Corp. of 
America, 45 W. 18th St., New 
York City 11, has recently begun 
processing applications from re- 
tailers for dealer franchises, ac- 
cording to Jack Geartner, sales 
manager. The company empha- 
sized that it would only sign up 
a limited number of dealers so 
that it might offer some assur- 
ance of sufficient delivery. 





NORGE PLANS PLANT 
FOR LAUNDRY EQUIP. 
IN HERRIN, ILL. 

The Norge Division of Borg- 
Warner Corp., Detroit, Mich., 
plans to acquire a factory site in 





DONALD TAYLOR 
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Herrin, Il]., where as soon as a 


| plant can be constructed, the 
laundry equipment manufacture 
will be concentrated. If this site 
is acquired, the building of the 
factory will be started as soon 
as materials are released. 





ELFRED, GEN. MGR. 
EXPLOSIVES DIVISION 
OLIN INDUSTRIES 


F. S. Elfred, Jr., has recently 
been named general manager, ex- 
plosives division, Olin Industries, 
Inc, and its subsidiaries, East 
Alton, Ill. He will also assume 
duties as general manager of The 
Equitable Powder Mfg. Co., 
East Alton, Ill., and its affiliates, 
The Columbia Powder Co., Ta- 








coma, Wash., Egyptian Powder 





F. 8S. ELFRED, JR. 


Co., Pollard, Ill., and the Texas 
Powder Co., Dallas, Texas. A 
graduate of the Missouri Uni- 
versity School of Mines & Metal- 
lurgy, he joined the company in 
1937. While in college, he 
joined the predecessor company, 
Evans Wallower Zinc., Inc., and 
became its president in 1931. He 
resigned in 1937 to join the exee- 
utive staff of the Olin companies 
and become chairman of the 
metal committee. Since the war, 
Mr. Elfred has handled details 
in connection with the company’s 
aluminum development and pro- 
duction program. Other ap- 
pointments in that division in- 
clude: R. R. Casteel, secretary, 
John Caruthers, assistant secre- 
treasurer, and E. J. Krupp, as- 
sistant treasurer. 








KING, MGR. PUMP 
DIV. FAIRBANKS- 
MORSE & COMPANY 
John S. King has recently been 
appointed manager of the Fair- 
banks, Morse & Co., Chicago, IIl., 





" 


JOHN S. KING 


pump division. Mr. King started’ 
with the company as a student in 
the Beloit plant, where he as- 
sembled and tested pumping, 
equipment and Diesel engines, 
In 1921 he was transferred to the 
Indianapolis works of the com- 
pany, building electric motors 
ahd generators. Later he joined 
the sales force of the Chicago 
branch, first as territorial repre- 
sentative on pumping equipment 
and in 1930 manager of the pump 
department of- that branch. In 
1937 Mr. King was appointed 
manager of the ° firm’s New 
Orleans branch. 


—_——— 
‘ ’ 


AM. CENTRAL MFG. , 
OPENS N. Y. OFFICES , 


The American Central Mfg. 
Corp., Gonnersville, Ind., hag re- 
cently opened its New York City 
offices, 7th floor, 101 Park Ave. 
A permanent display of-“the 
company’s types of steg] kitchen 
sinks, wall ‘cabinets, and base 
cabinets are on view as indi- 
vidual units and as kitchen en- 
sembles. Now producing jeep 
bodies and trailer bodies, this: 
company also manufacturers air- 
craft parts for the armed forces. 


lit 





SWANSON, SERVICE MGR. | 
EVANAIR DIVISION 


trade promotion aetivities, and , 


for the past several years de 


EVANS PRODUCTS CO. _ | voted his time to managing all 
G. E.’s photolamp activities. Mr. 


Oscar E. Swanson has recent- | Robinson joined G. E. 25 years 
ly been nantéed service manager | ago in the street lighting divi- 
of the Evanair division, Evans | sion, Lynn, Mass. He was ap- 
| Products Co., Detroit 27, Mich. | pointed division engineer in 1935 
for the lamp department’s south 
Pacific district, and served as 
assistant manager for that district 
for three years before moving to 
| Nela Park. Mr. Stryker started 
| with the concern in 1918 at 
Nela Park as a lighting engineer. 
For the past 25 years he has been 
an important figure in the sales 
promotion department activities 
| there. Recently he has been co- 
ordinating and correlating lamp 
| and fixture business activities. 

STEVE R. PALMER TO 

REPRESENT TREMCO 

Steve R. Palmer, manufactur- 
ers’ agent, 401 Haas-Howell 
| Bldg., Atlanta 3, Ga., has re- 
| cently been named “Strip-Seal” 
representative in the southeast 
for the Tremco Mfg. Co., Cleve- 
Mr. Swanson has been with this| land, Ohio. Mr. Palmer covers 
division for the past two years| eight southeastern states, and has 
in charge of Detroit service head- three traveling men. 
quarters, and spent 15 years with | 
the American Gas Machine Co.) YAN SCOYK PROMOTED 
mostly as a southern district BY FRIGIDAIRE DIV. 
manager. GEN. MOTORS 


He conducted many 
service schools and _ instructed 
dealers in servicing appliances | Howard E. Van Scoyk has re- 
similar to Evanair heating equip-| cently been named assistant ser- 
ment. He is making extensive | vice manager of the technical 
plans for a nation-wide service | division of the Frigidaire divi- 
organization through the com-| sion, General Motors Corp., Day- 
pany’s connection with Westing- | ton, Ohio. E. E. Landis will con- 
| house Electric Supply Co., in the | tinue as assistant manager in 
| United States and Mexico, and| charge of the field contact and 
| Fairbanks Morse Co., Ltd., in| service parts sales, and other 
Robert F. Hawkins is| departments associated with the 
office. Mr. Van Scoyk has been 
with the Dayton, Ohio, General 
| Motors organization since 1928. 
He joined Frigidaire in 1929 as 
a division engineer. Since the 
| start of the war he has been staff 
| head and division manager of 
war products engineering 
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assistant service manager. | 


YOUNG, ROBINSON, 
STRYKER NAMED TO G.E. 
LAMP MGR. POSTS 


Three sales executives at Gen- | the ; 
eral Electric Co.’s Lamp depart- | division. 
ment headquarters, Nela Park, 
Cleveland, Ohio, have been ad-| 
vanced to new posts—namely, | 
O. H. Young, who will in addi- | 
tion to being sales manager of 
photolamp activities, assume part | 
of the department’s eastern cales | 
division activities, W. H. Robin- 
son, Jr., now sales manager of 
electric discharge lamps, and | 
E. D. Stryker, sales manager. of | 
lighting equipment promotion. 

Mr. Young joined the order 
department of the G. E. district 
office at Buffalo, transferring to 
the Edison Lamp Works sales 
department in 1920. In 1931 he 
went to Nela Park and directed 
numerous lamp promotional cam- 
paigns for distributors and 
others. For 10 years he headed 


CAMILLU 
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COSTA RICA AGENT 
WANTS U. S. LINES 


Arthur W. Gough;, Apartado 
No. 10 San Jose, © tay Rica, 
manufgéturers’ agent, wm Mpiting 


ae ve 





ARTHUR W. GOUGH 


this country this month to seek 
American hardware and engi- 
neering lines for post-war sale in 
his country and to contact the 
companies which he already 
represents. His New York bank 
reference is Laidlaw & Co., 26 
Broadway, New York City, and 
while in this country his head- 
quarters will be at the office of 
that organization. 





CONLON CORP. NAMES 
THREE TO COVER 
PACIFIC COAST AREA 
The Conlon Corp., 19th St. and 
52nd Ave., Chicago, IIl., has re- 
cently appointed three men ex- 
perienced in the home laundry 


equipment sales field to cover | 
the Pacific Coast area. George | 
H. Williams will work with | 
Arthur C.: Maryon in covering | 
California, Nevada, and Arizona. | 
|Mr. Williams recently taught | 
|radio and radar and was man- | 
| ager of the Signal Corps field 
production ' office, Los -Angeles, 
| Cal. He had represented Conlon 
| products in California in 1935. 
| Mr. Maryon was formerly an 
export and import agent in New 
York City, and later for 12 years 
| operated as a manufacturers’ 
agent. L. A. Robinson, who will 
| handle Oregon, Washington, and 
| Idaho, sold washer lines in 11 
northwestern states and_ since 
1938 has been a manufacturers’ 
representative in Chicago, IIl. 





ENGLISH FIRM SEEKS 
AMERICAN LINES 


Millard Bros., Ltd., 76, Great 
Eastern St., London E.C.2, direct 
representatives of British and 
American manufacturers of hard- 
ware, tools, guns, fishing tackle, 
athletic goods and toys, is seek- 
ing additional American lines for 
distribution in the British Isles. 
In addition to its London ware- 
house the company has branches 
in Glasgow and Belfast and a 
sister house in Dublin. At 
present, the company, which has 
been established since 1887, is 
waiting for permission to open a 
warehouse in Manchester. Rep- 
resentatives from each of the 
concern’s branches call on retail 
merchants in all parts of the 
British Isles. 

In addition to its import busi- 
ness Millard Bros. has recently 
been exporting its own line of 
darts to the United States. 

















PRESENTATION OF SERVICE PINS TO NICHOLSON EM- 
PLOYEES: Paul C. Nicholson, president of Nicholson File Co., 
Providence, R. 1., recently awarded gold pins to those 407 
employees who had completed 25 years or more service, and 
gold pins, set with diamonds to nine employees who had com- 


pleted 50 years’ service. These awards were presented at 
the company's annual family party, held for all Nicholson 
employees and guests at Rhodes-On-The-Pawtucket, R. I. 
Left to right, those employees with the company 50 years or 
more: first row, Anthony McLellan, Paul C. Nicholson, presi- 
dent, Marietta Gavin, Annie Forbes, Ira Ripley, George Kas- 
parian, second row, George Shaw, John Bates, Adelard St. Ger- 





main, and William, McWilliams. 


JUNE 7, 1945 





“Unbreakable” Nail Puller 





Shown at right: 
Box Chisel 
Box Scraper 
“Box Terrier’ 
Tomahawk 


Que 


Box Opening Tools to Swear by 
(Not at) 


How many shipping departments do you know of that 
are completely equipped to do every box opening job, 
efficiently? Chances are they can be counted on the 
fingers of one hand. 


We hope before too long this matched set of the 
sturdiest case openers in the business will be ready for 
distribution . . . 
multiple profits). 


fe J 
Bridoepor t 


ready to make multiple sales (and 


DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HD‘WE. MFG. CORP. © BRIDGEPORT, CONN 
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J. F. DONAHUE MARKS 
50th YEAR IN NUT 
BOLT INDUSTRY 

J. F. Donahue, vice-president 
and director of sales for The 
Lamson & Sessions Co., Cleve 





J. F. DONAHUE 


land, Ohio, was recently hon- 
ored in Cleveland, by a series 
of dinners and_ celebrations 
marking his 50th year in the nut 
and bolt inddfstry. 
brations were sponsored by top 
executives of three well known 
concerns, with whom the Lam- 
son official had been associated 
through the years, Theodore E. 
Smith, president, Oliver Iron & 
Steel Corp., Pittsburgh, Pa., 
Evans Ward, president, Russell, 
Burdsall & Ward Bolt & Nut 
Corp., Port Chester, N. Y., and 
George S. Case, Sr., chairman 
of the board, Lamson & Sessions 
Co. Mr. Donahue began‘ his ca- 
reer as office boy with Oliver 
Iron & Steel Co., in 1895. From 
1903 to 1908, he was secretary 
and general salee manager, New- 
castle Forge & Bolt Co., New- 
castle, Pa., later joining the 
Russell, Burdsall & Ward Bolt 
& Nut Co., as western sales 
manager. In 1920 he became 
vice-president and general man- 
ager, Foster Bolt & Nut Mfg. 
Co., and served as such until 
he was elected president in 
1928. When the latter company 
merged with Lamson & Sessions 
in 1930, he became vice-presi- 
dent. On behalf of the industry, 
Mr. Donahue was presented 
with a watch and plaque, com- 
memorating the occasion. 


BOURNS CENTRAL DIST. 
SUPERVISOR REFRIG. 
DIV. WESTINGHOUSE 


H. C. Bourns has recently 
been named central district su- 
pervisor of the refrigeration 
specialties department, Westing- 
house Electrie Corp., Appliance 
division, Mansfield, Ohio. He 
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These cele- | 





had previously been with the 
Bernard Gloekler Co., Mills 
Novelty Co. and Harold L. 
Schaefer. He will be responsible 
for the sales of the products of 
the refrigeration specialties de- 
partment in the district compris- 
ing Ohio, Michigan, western 
Pennsylvania, and some counties 
in West Virginia, and Kentucky. 





R. G. PATTERSON BOARD 
MEMBER LAMSON & 
SESSIONS COMPANY 


Robert G. Patterson has re- 
cently been elected a member of 
The Lamson & Sessions Co., 
Cleveland, Ohio, board of direc- 
tors and acting company treas- 
urer, to fill the vacancy caused 
by the resignation of George 
Case, Jr., who joined the U. S. 
Navy as a senior grade lieuten- 
ant. Mr. Patterson joined the 
company 10 years ago, having 
previously been an officer and 
director of The Central Motor 
Parts Co., and The Piston Ser- 
vice Co., both of» Indianapolis, 
Ind. He has heen general sales 
manager of Lamson & Sessions 
for two years. | 





TWO NEW SALESMEN*’ | 
JOIN WORTH HDW. | 


Two new traveling salesmen re- | 
cently joined Worth Hardware 
Co., Inc., 108-110 Worth St., New 
York 13, N. Y., one of the largest 
wholesale tool distributors on the 
eastern seaboard. Albert H. 
Shuster, Maple Shade, N. J., 
started his career with the former 
firm of James M. Vance & Co., 
Philadelphia, later becoming con- 
nected with Theodore C. Ulmer, 
Inc., Philadelphia. For 15 years 
he was an inside man for Ulmer 
later becoming a traveling sales- 
man calling on hardware and 
lumber concerns in part of 
southern New Jersey for another 
concern in Philadelphia. In 
1932 he joined Shields & Bro., 
Philadelphia, wholesalers, from 





which company he resigned to 
join Worth to cover southern 
New Jersey. 

Louis F. Schmidt, Lahaska, Pa., 
formerly with Shields & Bro., 
Philadelphia, for 32 years cover- 
ing central and part of south 
New Jersey and eastern Pennsy]l- 
vania, has joined the Worth 
company to cover the same terri- 
tory. Prior to his association 
with Shields he was with James 
M. Vance & Co., for 12 years. 





JOYCE ASSISTS PRES. 

OF GLIDDEN COMPANY 

Dwight P. Joyce, vice-president, 
The Glidden Co., Cleveland, 


Ohio, for several years general 





DWIGHT P. JOYCE 


manager of the company’s paint 
and varnish division, has _ re- 
cently been named assistant to 
the president. He will continue 
to have the administrative respon- 
sibility for the latter division, and 
will be charged with coordinating 
the many diversified company 
activities. Alexander D. Duncan, 
vice-president and managing di- 
rector of The Glidden Co., Ltd., 
Toronto, Canada, succeeds Mr. 
Joyce as general manager of the 








ALEXANDER D. DUNCAN 


paint and varnish division. Mr- 
Duncan has named Charles Mor- 
rison, acting managing director 
of the Canadian business. 


ADMIRAL CORP. WINS 
SECOND STAR 


The Admiral Corp., makers of 
radar and radio equipment for 
the armed forces, Chicago 47, 
[ll., received its third production 
award recently for continued ex- 
cellence in the production of war 
materiel. 





HARDERFREEZ FARM, 
HOME FREEZER UNIT 
DISTRIBUTORS NAMED 


Harder Refrigerator Corp., 
Cobleskill, N. Y., has announced 
appointment of the Albany Hard- 
ware & Iron Co., Albany, N. Y., 
wholesalers, as exclusive dis- 
tributors of the complete Harder- 
freez line of farm and home 
freezers in the eastern New York 
state territory. ‘ 

The company has also ap*' 
pointed Cloud Bros. of South 
Bend, Ind., as exclusive dis- 
tributors in the northern Indiana 
and southern Michigan territory. 











A et 
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Col. C. F. Prentiss, left, whose 
election as president of the 
Thomson - Diggs Co. Sacra- 
mento, Cal. wholesale hard- 
ware distributors. was an- 
nounced in the May 24 issue of 
Harpware Ace on page 114, 
and C. L. Mason, right, vice- 
president and general manager 
of the company whose election 
was reported at the same time. 





Cc. L. MASON 
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More Timber Cut with Less Effort 
and Fewer Filings * 


... that’s why Saw-Users order 


















are no spots in the plate to cause it to bind. 
All of which means faster cutting with less elbow- 
grease...and longer periods between filings 
.- + because Simonds Crescent-Ground Crosscut 
Saws hold their keen points and stand up longer 





Simonds Crescent- under toughest cutting conditions. That's why 
Ground Crosscut Saws start with special Simonds so many saw-users order them regularly. 

steel which is hardened and tempered in specially : 

designed heat-treating furnaces. Then these saw 


blades are ground ... both sides at once... to * a iM oO ND Ss 


assure a uniform taper all the way from the teeth 





s e 
to the back of the saw ... which means a uniform Special Crosscut Saw Files 
kerf. So the teeth on these saws require less set. RED TANG Crosscut Files have equal width from heel to 
“ 2 point, giving added filing surface for longer wear. These 
The kerf is narrow, the saw runs easier, and there files do the job faster and easier .. . and give the saws a 


keener, longer-lasting point. 








BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. Green St., 
Chicago 7, Ill.; 228 First Ave., San Francisco 5, Calif.; 311 S. W. First Ave., 
Portland 4, Ore.; 31 W. Trent Ave., Spokane 8, Wash. 
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SHORTEN THE WAR \4gO—BUY BONDS! 


PRODUCTION 
TOOLS FOR CUTTING 


METAL, WOOD, 
PAPER, PLASTICS 
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LINAS RETIRES AFTER 
54 YEARS WITH 
W. BINGHAM CO. 
William A. Linas, formerly 


buyer of various lines for The 
W. Bingham Co., Cleveland, 





LINAS 


WILLIAM A. 


Ohio, hardware wholesalers, in- 
cluding builder’s hardware, 
plumbing ware, cordage, roofing, 
agricultural implements, shovels, 
sadlery, etc., retired 
after establishing a record of 54 
years in the hardware field, all 
with the above company. Upon 
his graduation from high school 
in 1890 he entered the company’s 
employ, and after 13 years in 
several sales positions, was pro- 
moted to the buying department, 
where he remained for 41 years. 
On his 50th anniversary with the 
hardware jobbing concern, he be- 
came a member of the HARDWARE 
Ace Fifty Year Club, and on that 
day was honored by a testimonial 
dinner given by 40 representa- 


this year | 





| best suitable for their trade area. 
| Officers of the club are: Joe Sa- 
bourin, Sr., president, Ray Miller, 
vice-president, J. F. Tapp, secre- 
tary, and Warren Mundy, treas- 
urer. Mr. Tapp’s offices are at 
905 McGee St., Kansas City 6, 
Mo. 





BARLOW & SEELIG 
AMER. IRONING MACH. 
OFFICERS REELECTED 


All officers of Barlow & Seelig 
Mfg. Co., Ripon, Wis., were re- 
cently reelected, as announced on 
page 142 of the April 26, 1945, 
issue of Harpware Ace. At a 
stockholders’ meeting, the day 
following that meeting officers of 
the American Ironing Machine 
Co. were also reelected, 
| names of some of these officers 
being indicated in the April 26 
news item as though they were 
officers of Barlow & Seelig. 

Officers of Barlow & Seelig, 
reelected were: R. C. Stuart, 
chairman of the board; H. A. 
Bumby, president; H. R. Scott, 
vice-president; W. A. Royce, 
secretary-treasurer and J. B. Mur- 
ray, assistant secretary. Directors 
elected at the meeting were 
| Messrs. Stuart, R. C. Labisky, 
Royce, Bumby and Scott. 








} 


| held the same day as the Ameri- 


| following 
| were 


Stockholders of American Iron- 
ing Machine Co., reelected at a 


meeting at Algonquin, IIl., the | 


following officers: H. A. Bumby, 
president; H. R. Scott, vice-presi- 
dent; M. A. Toussaint, vice- 
president and general manager; 
H. G. Carles, treasurer, W. A. 
Royce, secretary; J. B. Murray, | 
assistant secretary, and R, C, 
Labisky, assistant treasurer. Di- 
rectors include the above officers 
and D. W. Geer. 

At the annual meeting of the | 
Canadian Ironing Machine Co., 


can Ironing Machine Co. meet- 
ing and at Algonquin, Ill., the 
directors and officers | 


H. A. Bumby, | 


elected: 


| president; R. C. Labisky, vice- | 


| president, 


the | 


and W. A. Royce, 
secretary-treasurer. 





GEM BLADES SPONSORS 
“FALCON ADVENTURES” 
RADIO PROGRAM 


Gem blades, product of the | 
American Safety Razor Corp., | 
315 Jay St., Brooklyn, N. Y., is | 
sponsoring a weekly series of | 
broadcasts, called “The Adven- 
tures of the Falcon.” This pro- | 
gram will be heard on 70 Mutual | 
stations and will star James | 
Meighan. 








| Detroit. 











GODFREY 


EDWARD R. 


general manager, Frigidaire 
division, General Motors Corp., 
Mich., was _ recently 
elected president and chairman 
of the board of the General 
Motors Institute board of 
regents, a technical training 
school for employees of the 
company. Students alternate, 
after training in the Institute, 
between studies and plant ap- 
plication over a period of four 
vears. 











tives of manufacturing com- 


panies whose lines are distributed 


by the Bingham company. He 
will devote his time to looking | 
after his personal interests. 


| 

_ | 
MANUFACTURERS AGENT | 
ASSOCIATION FORMED | 


The National Association of 
Manufacturers Representatives | 
has recently been formed in | 
Kansas City, Mo., for the pur- | 
pose of promoting high standards 
of business practices on the part 
of the manufacturers’ representa- 
tives, companies represented by 
them, and customers in such area 
or areas as the association’s mem- 
bers may be doing business. This 
association proposes to cooper- 
ate with the manufacturer in 
seeking adequate distribution, 
assures manufacturers of field 
sales, service and marketing 
information, cooperate and make 
recommendation to the whole- 


U. S. CARTRIDGE CO. WINS ARMY-NAVY “E”. The Army-Navy “E” sonal for ex- 





cellence in the production of materiel essential to the winning of the war, was recently 
presented to the employees of The United States Cartridge Co., St. Louis, Mo., division of 
Olin Industries, Inc., East Alton, Ill. Brig.Gen. James Kirk, chief of the Small Arms Division, 
Office of the Chief of Ordnance, made the presentation to John Olin, president of the 
company. Capt. R. D. Lyon, Commanding Officer of the Lambert Field Naval Air Sta- 
tion, St. Louis, presented “E” pins to employees in a token gesture through Pvt. Theodore 
J. Behrman, wounded veteran of the Italian campaign. Four company employees repre- 
senting labor and management, received the pins in behalf of the co-employees, namely 
B. E. Bassett, general manager, Fred Kratky, George Washington, and Mrs. Irene Berry. 
Mr. Kratky made the acceptance address, J. Wesley McAfee, chairman, St, Louis Industrial 


Manpower Committee was master 
Army Service Forces band from Jefferson Barracks. 


of ceremonies, and music was provided by the 443rd 
Mr. Olin stated that the cartridges 


produced by this plant, if laid end to end, would form a continuous chain more than 


420,000 miles in length, or 16 4/5 times around the earth at the equator. 


He also said 


that more than one dollar out of every $500 expended for the war by the government 
has been spent through this ordnance plant. This ratio was based on an unofficial estimate 


of the costs of the war to date. Left to 





salers of manufactured products 


316 


manager, and Albert Quest. 


right: Brig. Gen. James Kirk, B. E. Bassett, general 
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On Mother's Mishap 


Win the lasting gratitude of your customer! Facilitate the mend- 
ing of the broken wedding present and a host of other household 
items—with the cement that holds—the cement famous for strength 
for 68 years—Major’s Cement. 


Cements wood on wood,. 
wood on glass, wood on met- 
al, or glass on glass, metal 
‘on metal, china on china, etc. 








Major's Cement 
in 12-Bottle Coun- 
ter Display Con- 
tainer. Retail: 25c 
—List: $2.00. 





IF YOUR WHOLESALER 
is unable to supply Major’s 
Cement, write us direct, 
furnishing the name and ad- 
dress of your wholesaler. 
We will arrange for him to 


supply you. 


JUNE 7, 1945 
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Major’s Cement binds the broken parts together with a crackless, 
almost invisible seal as strong as the repaired material itself. Major’s 
Cement combines remarkable adhesive quality with a free flowing 
substance that permeates the microscopic pores” of the broken 
edges, sets hard as tempered steel. That’s why a Major’s Cement re- 
pair done according to simple directions rarely needs to be done over. 


Indispensable in every household for mending 
broken china, glassware, pottery, furniture, 
and other items in the home and. elsewhere. 


Fair Traded At Full Advertised Prices 


Major’s Cement is now a Plough Product. Pays you a liberal profit. 
And because Fair Traded at Ful! Advertised Prices, your profit is 
protected. No cutting of your own price—and profit—to meet your 
competition—not in any Fair Trade State! 


Push Major’s Cement. Let its giant strength pile up more good will 
for your store. Display the 12-bottle counter display container and 
your sales and profit will take care of themselves! 

PLOUGH SALES CORPORATION 


Distributors For 








MEMPHIS 1, TENNESSEE 


Manufocturers of St. Joseph Aspirin, Penetro Products, Moroline and Mufti Prod- 
ucts, Black and White Cosmetics ond Hair Preparations, Black ond White Oint- 
ment ond Skin Soop, Argotone, Breethem, Ever-Ready Oil, la Creole Hair Color. 
ing, Major's Cement, Koffee Been and Gets-It. Exclusive Distributors of Mexsono. 





PACKAGES OF PLOUGH PRODUCTS SOLD 





LAST YEAR 









117 








CORP. CONNELLY 
RECOMMENDED FOR 
BRONZE STAR MEDAL 


Corp. Kenneth A. Connelly, Jr.. 
formerly associated with the F. 
B. Connelly Co., manufacturers’ 
agents, Seattle, Wash., president 





CORP. K. A. CONNELLY, JR. 


of which is his father, Kenneth | 
A. Connelly, is now serving as | 
Chaplain’s Assistant in the Euro- 
peon theatre. While with the 





Ninth Army, his unit was en- 
gaged in the capture of Geilen- 
kirchen, Germany, in Nov., 1944, 
and he was awarded the Combat 
Infantryman Badge. Now with 
the 84th Division, in December of 
last year he was given a Citation 
with Certificate of Merit by the 
commanding general of the divi- 
sion in recognition of his meri- 
torious and outstanding perform- 
ance of military duty against the 
enemy in Germany and Belgium. 
According to recent information, 
he has been recommended for | 
award of the Bronze Star Medal 
for his conduct while under ob- 
servation and fire of the enemy, 
while working with his men in a 
manner in keeping with the 
finest military traditions. Corp. 
Connelly has served with the in- 
fantry since he entered the army 
in 1942. He is a Magna Cum 
Laude graduate of the Univer- 
sity of Washington. 





BRYANT HEATER CO. 
SPONSORS SALESMAN 
SELECTION PLAN 


The Bryant Heater Co., 17825 
St. Clair Ave., Cleveland, Ohio, 
has recently undertaken to aid 
dealers, distributors and gas 
companies to unusually 
competent gas heating salesmen 
for postwar by engaging the 








select 


Personnel Research Institute of | 
Western Reserve University to 
prepare special selection proce- 
dures. This sales talent indicator 
major | 





test is based on five 





analyses of the applicant’s ca- 
pabilities and check studies have 
shown that 82 per cent of sales- 
men thus chosen will be above 
the average of men employed 
through methods now commonly 
used. 

The test was constructed by 
applying several standard psy- 
chological] tests to some 200 gas- 
heating salesmen divided into 
groups of 100 men each. Those 
of the first group were men with 
top selling records, and those in 
the second were those whose 
sales work was below par. Se- 
lected questions which elicited 
uniform answers from the top 
group -and contrary answers 
from the other group enabled 
the interviewer to assemble a 
fairly complete personality por- 
trait of the applicant. If this 
portrait is similar to the com- 
posite test picture of men known 
to be successful, the applicant 
will probably enjoy similar suc- 
cess. A filing unit for each 
applicant includes a weighted 
application blank, regulated. in- 
terview form, salesman classifica- 
tion test and a mechanical apti- 
tude test. 


N. Y. HARDWAREMEN 
PLAN GOLF PARTY 


The Hardware Trade Associa- 
tion of New York will hold a golf 
outing June 12 at the Upper 
Montclair Country Club, Upper 
Montclair, N. J., with Harold 
Usher, Oliver Iron & Steel Corp., 
as chairman and host. Fees will 
be $7.50 for golfers, including 
dinner, beer and green fees, and 
for non-golfers for dinner and 
beer $3.50 each. Lunch, caddy 
fees and other expenses are not 
included. The championship 
handicap cup will be played for, 
winning member to retain pos- 
session for one year. Edward §S, 
Norvell, E. C. Atkins & Co.. 
Woolworth Bldg., New York 7, 
N. Y., is secretary of the club. 


RETAIL HDWE. ASS’N. 
PHILADELPHIA MARKS 
25TH ANNIVERSARY 


| Spence, third vice-president ; 
Charles Huff, treasurer, and Her- 


| man G. Klein, secretary, 5809 | 


| Germantown Ave., Philadelphia, 
Pa. 





ao 








HENRI SADACCA 


president of the Noma Elec- 
tric Corp., 55 W. 13th St., New 
York City, which recently ac- 
quired the Connecticut V alley 
Plastics Corp., Holyoke, Mass. 
This company will be operated 
under the name, Plastic Divi- 
sion of the Noma Electric 
Corp., and its production will 
at present be devoted entirely 
to the war effort. 


MASON-WILLIAMS CO. 
FORMED TO DISTRIBUTE 
FOR HOME EQUIPMENT 


| The Home Equipment Mfg. 
| Co., Chicago, Ill., has been split 
|into two separate functions. The 
| former has moved its factory to 
|new and modern quarters, and 


| will concentrate all efforts on 
| manufacturing “Porta - Poker” 
|card tables, adult games, etc. 

The Mason-Williams Co., has 


been formed to act as distributor 
only, and as such will take over 
|all problems pertaining to sell- 
| ing, advertising, dealer helps, 
| shipping, etc., for the Home 
| Equipment Mfg. Corp., and the 
| Warner Products Corp. Mason 
| Warner, who heads the new com- 
| pany is the owner of both other 
companies. 


WALTHER SELLS FOR 
CORBIN CABINET LOCK 


Philip Walther has recently 
been appointed New England 
and eastern New York State rep- 
resentative with headquarters at 
the plant for the Corbin Cabinet 
Lock Co., New Britain, Conn. He 
has had many years experience 
in the organization, having served 
in both the engineering and pro- 
duction departments. 














The Retail Hardware Associa- 
tion of Philadelphia recently 
celebrated its 25th anniversary at | 
Palumbo’s, in Philadelphia, with | 
200 guests attending. The retir- | 
ing president, Joseph T. Mooney, 
was presented with a gold calling 
card, and Stetson hat certificates 
were given to Louis Loesche, Jr., 
and William Brown, who were 
charter members of the organi- 
zation when it was formed. The 








present officers for the term 
| 1945-46 are: Edgar Pennegar, | 
president; Louis Loesche, Jr., 


first vice-president; Omar Cox, 
second vice-president; Joseph 








| SONORA HOLDS DEALER CONFERENCES: Joseph Gerl, 


president, Sonora Radio & Television Corp., Chicago, Ill., 
congratulates Henry Feinberg, Barth-Feinberg, Inc., New 
York City, distributors for the Sonora line at a recent dealer 
meeting attended by more than 900 hardware dealers and 
other outlets for radio, phonograph and record lines at the 
Hotel Pennsylvania, New York City. The meeting, part of 
a series being held in various parts of the country, was fol- 
lowed by entertainment provided by Sonora recording artists, 


radio stars, etc. Mr. Gerl said 


that there are 20 million obso- 


lete radios in the homes of this country, and that normal 
warehouse and dealer stocks total 4,000,000 units. He pre- 
dicted some radios would be in dealer hands this fall. 
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ONE OF THESE 300 PROFITABLE 
NEW DISTRIBUTORSHIPS FOR JACOBSEN 
PUMPS AND WATER SYSTEMS CAN 

BE YOURS...IF YOU ACT AT ONCE! 




























Pe 7} 


By featuring “Jacobsen” pumps and water systems, you can 
profit directly and continuously from Jacobsen’s clean-cut 
distributorship policy for selling and merchandising. 


You, as the distributor, are the key man in the Jacobsen sales 
set-up. As such, you get the full benefit of Jacobsen’s effective 























merchandising assistance in selling dependable and fully guar- 
anteed pumps and water systems. 


Jacobsen pumps are easy to install, low in price, dependable 
in performance — passing the test"of years of practical serv- 
ice in the field. 


The post-war sales picture for Jacobsen Pumps and Water 
Systems is highly promising. Rural electrification has made - 
modern water systems possible for millions of farms. As a 
Jacobsen distributor you can count on volume sales and profits 
for years to come from this market alone, 


Now is the time to make your plans. Write for complete 
facts about types and sizes for every domestic requirement 
. . . Deep or Shallow Well. 


JACOBSEN 
Shallow Well 
Pump 


MANUFACTURING COMPANY 
RACINE, WISCONSIN 
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BOXED ASSORTMENT 


Metal compartment box; 
contains 590 setscrews,from 
o. 10 to *” with keys to 
fic. Diagram inside of cover 
lists sizes of screws an 
wrenches contained in box. 
No. 602; list price $33.80. 





KEY SET 


This canvas partitioned bag 
contains 11 short arm hex- 
agonal keys which fit all 
screws from and including 
No. 10 up to and including 
1%” diameter set screws. 
No. 603; list price $1.75. 


The above Sets and Assortments are made up primarily 
and especially for the hardware trade, to be ordered 





HOLLOW SCREW 
ASSORTMENTS 


Fast-selling, over-the-counter Assortments for 
mechanics, repairmen and service establishments. These 
handy and attractive outfits “sample” the screws to your 
customers — start new users coming in for regular quan- 
tity purchases. Sales extend to household users of 
domestic appliances and carry a nice profit at retail. 





JUNIOR KEY KIT 


Seven short-arm Allen Keys 
are included in this strong 
leatherette envelope. They 
fic the hex holes of sizes Nos. 
8, 10, %", 5As”, 4%", "Ae” and 
¥,” set screws and Nos. 4, 5, 
6, 8, 10, also %4" and 5A,” 
cap screws. No. 604; list 
price $0.50. 





SET SCREW 
ASSORTMENT 
WITH KEYS 


Used in tool cribs, shops, 
service stations, garages and 
for domestic appliances. 
Popular sizes up to 54”. No. 
608; list price $8.18. 


KEY ISLAND 


This handy key set (left) 
contains 14 keys fitting all 
sizes of set screws up to and 
including 144"; cap screws 
up to 1"; shoulder screws 
to 1” and pipe plugs to 1”. 
The container is plainly 
labeled to show the correct 
size key to use with each 
screw. No. 615; list price 
$2.35. 


through your Hardware Wholesaler. 


THE ALLEN MANUFACTURING CO. 
CONNECTICUT, U.S. A. 


HARTFORD 1, ° 
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A. C. FLAMMAN HEADS 
HARDWARE BOOSTERS 
A. C.  Flamman, Hughes, 
Flamman & Simpson, was elect- 
ed president of the Hardware 





A. C. FLAMMAN 


Boosters at its annual meeting, 
May 27, at the Midston House, 
Madison Ave. and 38th St., New 
York City, succeeding T. J. 
Crofton, H. B. Sherman Mfg. Co. 
Fifty-four members and guests 
attended the meeting which was 
followed by a bill of entertain- 
ment. 

Willard Kemp, The Yale & 
Towne Mfg. Co., was elected 
first vice president and Ernest 
W. Law, Abrasive Products, 
Inc., is second vice president, a 
newly created office. Harry J. 
Schmitt, H. Blumberg & Sons, 
treasurer, was reelected to that 
office and to the office of secre- 
tary. 

Ole Olsen <f Olsen & John- 
son’s “Laffing Room Only” en- 
tertained with some jokes, com- 
ments on his 30 year partner- 
ship with “Chic” Johnson and 
concluded with a plea for the 
teamwork in all 
business activities. 


KINDLE-LITE AIDS 
IN DESIGN OF C-1 
PARACHUTE KIT 


James Landi, president, Kin- 
dle-Lite Corp., 160 W. St., Brook- 
lyn, N. Y., cooperated with Army 
officials in designing and assem- 
bling the new C-1 Parachute Kit, 
which was developed at the re- 
quest of Gen. MacArthur, Gen. 
Eisenhower, and various theaters 
of the war front. The new kit 
weighs 17% lb., compared to the 
75 lb. weight of the old kits. It 
is complete with parachute in- 
stallations, and includes, auto- 
matic revolver, flare, rations. 
medical kit, plasma, cooking con- 
tainer, bandage, goggles, hat, 
gloves, knife, fishing and sewing 
kits, compass, etc. This vest kit 








is put on overhead and the but- 
tons down the front make it de- 
tachable in several ways. Kit has 
but one strapping buckle, instead 
of the former three. Under Mr. 
Landi’s direction, his company 
developed a compressed fibre one 
inch cube, impregnated with 
chemicals which keep it burning 
for 10 minutes. Cubes for the 
kits are impregnated on the 
corners with phosphorus and can 
be lighted like a match by 
scratching on the side of the con- 
tainer. Paratroopers use them 
for signals, or for heating food. 
They will burn while floating in 
the water also. 





BRITEX CO. MOVES 
TO NEW BUILDING 


The Britex Co. has recently 
announced that due to the ex- 
pansion of its business, the office 
has moved to a new building at 
163 N. Beacon St., Boston 35, 
Mass. The building has been re- 
modeled, and the daylight fac- 
tory fitted with new and modern 
machinery. It has facilities for 
shipping and receiving by mail. 





BLAUVELT NOW MEMBER 
N. J. FISH AND GAME 
COMMISSIONERS BOARD 


Hiram B. D. Blauvelt, Oradell, 
N. J., president of the Comfort 
Coal-Lumber Co., with headquar- 
ters in Hackensack, N. J., hard- 
ware and lumber yard operators, 
and well known to eastern hard- 
waremen has recently been ap- 
pointed a member of the New 
Jersey State Board of Fish and 
Game Commissioners by Gov- 
ernor Edge. In 1940 he served 
overseas as a liaison officer and 
representative of the _ British- 


American Ambulance Corps and - 


on his return warned the United 
States that it must aid the Allied 
cause in order to survive and to 
preserve its own democracy. 


Later he represented the U. S. 
Government as Chief of the Office 
of War Information Bureau in 
the Union of South Africa. 


H. B. D. BLAUVELT 
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DISSTON HONORS G. M. 
DAY, 75 YEAR EMPLOYEE: 
Henry Disston & Sons, Inc., 


makers of tools, files, saws, 
knives, Philadelphia, Pa., re- 
cently honored George Metz- 
ger Day at a luncheon cele- 


brating his 75th year with the | 
company. All officers of the | 


company attended. A gold 
medal was presented to him 
on behalf of the company. Mr. 
Day joined the company as a 


messenger boy, and five years | 


later he was apprenticed to 
the company to become a 
helper on a blacksmith fire. 
He became successively, a 
blacksmith, foreman and later 
superintendent of all black- 
smithing. Now after 75 years 
of service he is active each 
day in the heat-treating de- 
partment. A company car 
calls for him in the morning, 
and drives him home each 
afternoon. 








DAZEY CORP. FEATURES 
RADIO PROGRAM 


The Dazey Corp., St.. Louis, 
Mo., has announced that its 
housewife character, “Daisy,” 
will be featured in a series of 
daytime radio shorts to inform 
the public of the Dazey line of 
kitchen helps, including can 
openers, ice crushers, super 


PROTESTS PLAN 
FAVORING JAPANESE 


Angeles Pot & Kettle Club, Los 
Angeles, Calif., Dr. John R. Lech- 
ner, executive director, 
canism Educational League, dis- 
cussing a proposed 21-point pro- 





United States, urged the club’s | 
| aid in protesting creation of a| 
Federal fund to finance return- | 
ing Japanese cvacuees in busi- | 
ness and agriculture. The club | 


wired its protests to California 
| Senators and members of the 
| House of Representatives. 


DEALERS HEAR POST 
WAR PLANNING AND 
SELLING DISCUSSIONS 





R. W. Chamberlain, general 
sales manager of the hardware 
division, Stanley Works, New 


| Britain, Conn., spoke briefly on 
| post-war selling at the May 24 
group meeting of the New York 
State Retail Hardware Associa- 
tion at the Hotel New Yorker, 
New York City. He declared that 
all signs point to a boom in con- 
struction, and that “there are two 
elements that should serve as the 
ultimate goal for every dealer: 
having the products and produc- 
ing the service.” He referred to 
variety of merchandise as the 
“spice of business” and predicted 
that returning veterans will make 
ex¢ellent customers. 

M. H. Kiley, Syracuse, N. Y., 
secretary, of the New York State 
Retail Hardware Association, 
underscored the importance of 
preparing for the peace-time 
market now in an illustrated talk 
on store modernization. 


S. H. Atkinson, Brooklyn, 


N. Y., ex-president of the asso- 
ciation, presented H. F. Bond 
with a wristwatch for his 25- 
years’ service as treasurer of the 





juicers and Sharpits. The intro- 
ductory musical theme for the 
announcements is “Daisy, Daisy, | 
give me your answer true.” 


| 

- | 
LARSON BOARD MEMBER | 
CHICAGO ASSOCIATION | 
OF CREDIT MEN 


E. T. Larson, assistant trea- | 
surer in charge of credits and | 
accounting and a member of the | 
board of the W. D. Allen Mfg. | 
Co., 568 W. Lake St., Chicago, 
Ill., has recently been elected a 
member of The Chicago Associa- 
tion of Credit Men, board of di- 
rectors, for a term of three years. 
He has attended every conven- 
tion of the national association 
since 1934 and has always been | 
active in credit association work 
in St. Paul, Minn. 
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Ree 


Brooklyn Hardware 


Association. 


At a recent meeting of the Los | 


Ameri- | 





gram adopted recently by Japan- | 
ese leaders from all parts of the | 








R. W. CHAMBERLAIN | 





CC DREDGE SLING CHAINS 
CC IRON DREDGE CHAIN 
CHAIN FITTINGS 
CLAW EMERGENCY TIRE CHAINS 
CLAW TIRE CHAINS 
CM LIBERTY COIL CHAIN 
CM LIBERTY MACHINE CHAIN 
CONVEYOR CHAIN 
DREADNAUGHT TIRE CHAINS 
DIXIE TRACE CHAINS 
HARNESS CHAIN 
HERC-ALLOY HEAT TREATED CHAIN 
HERC-ALLOY SLING CHAIN 
HERCULES STEEL LOADING CHAIN 
HOISTING CHAIN 
INSWELL BBB COIL CHAIN 
INSWELL PROOF COIL CHAIN 
INSWELL STEEL LOADING CHAIN 
INSWELL TWIST LINK COIL CHAIN 
LOG HAUL-UP CHAIN 
NIAGARA TRACTOR CHAIN 
TIRE CHAIN ACCESSORIES 
TOW CHAINS 


AUTOMOTIVE... AGRICULTURAL... HARDWARE... 
INDUSTRIAL... MARINE... for practically every chain 
use there is a CM product designed specifically for that job. 
It could be possible that by the time this advertisement appears we may 
again'be in position to start filling dealers’ orders completely and promptly, 
as we did prior to December 1941. In any event, we here are very much 
aware of the peacetime job that lies ahead and how important it will be 
to all our dealer friends to have a dependable source of supply for quality 
chain. You can count on CM...as always. 


COLUMBUS -McKINNON 


CHAIN CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 
General Offices and Factories: 


126 FREMONT AVENUE, TONAWANDA, NEW YORK 
Sales Offices: New York, Chicago, Cleveland, San Francisco 
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| Mansfield, Ohio, 


| Westinghouse Sees Home Freezer 


Sales About 340,000 Units Per Year 


Allyn R. Heck, merchandise 
manager, household refrigeration 
department Westinghouse Elec- 
tric Corp.s’, appliance division, 
predicted re- 
cently that home freezer sales 
will settle down to about 300,000 





to 400,000 units sales a year, 
after the potential demand is sup- | 
plied. He stated that his com- 


immediate postwar period will be 
influenced to a great extent by 
whether or not rationing is con- 
tinued after the war, how rapidly 
and extensively the food industry 
makes frozen foods available, and 
how valid the divergent predic- 
tions of consumers’ postwar pur- 
chases actually are. 

Mr. Heck stated that his com- 


piny anticipates substantial sales | pany’s sales training for postwar 
f home freezers and of the new] will put greater stress on visual 
two-temperature refrigerators in| teaching methods. Westinghouse 


| which there will be space for | has devised a new program which 
| the storage of frozen foods and | will dramatically and simply in- 


| the refrigeration of 


| ican Steel & Wire Co., United 


| of the plant. 


unfrozen | 
foods. He declared that the de- | 


mand for home freezers in the 


form retailers of its products and 
opportunities in this particular 


| field. 





c 





AM. STEEL & WIRE 
CUYAHOGA WORKS 
WINS “E” PENNANT 


The Cuyahoga Works, of Amer- 


States Steel Corp. subsidiary, 
Cleveland, Ohio, recently won 
the Army-Navy “E” pennant for 
excellence in the production of 
war materiel. Col. Edison A. 
Lynn, district chief, Cleveland 
Ordnance District, presented the 
flag, which was accepted by H. 
L. Jenter, general superintendent 
of the mill. Lt. Com. J. P. Sturges 
presented the “E” pins, assisted | 
by T/Sgt. Jesse Largent, to} 
Thomas Corlett, 





president of | 
Local 1298, USA-CIO, who ac-| 
cepted them for the employees | 
Chairman of the | 


| ceremony was Dr. Winfred G. | 


RIFEEI(Ib 
Portable Tristand Vise 


@ This roomy Tristand folds up snugly, carries | 
easily, sets up solid anywhere it’s needed. Screw- | 
down feet and ceiling brace if wanted. Lots of 
space for oil can and dope pot, 
plenty of slots to hang tools. 
It has a pipe rest and 3 handy 
pipe benders—and an efficient 
vise with LonGrip jaws, easy 






on polished pipe. A popular Tristand 
seller because it saves work. i 


WORK-SAVER PIPE TOOLS | 


THE RIDGE TOOL COMPANY - ELYRIA, OHIO, U.S. A. 
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‘| In 1944 Mr. Poitras won a two- 
| week, all expense paid trip to 


| Leutner, president, Western Re- 
serve University. | 


A WAC color 
guard participated in the pro- | 
gram. Clifford F. Hood, | 
dent, American Steel & Wire Co.., | 
made a_ brief congratulatory 
speech to the employees. 





BASEBALL CONTEST 
WON BY MORLEY BROS. 
DISPLAY MAN 


T. Jimmie Poitras, display 
man, Morley Bros., heavy hard- 
ware wholesalers, Saginaw, Mich., 
recently won the $100 War Bond 
first place in the window display 
contest, which featured the 1945 
observance of National Baseball 
Week, sponsored by The Sport- 
ing Goods Dealer, St. Louis, Mo. 





Minnesota for the winning win- 
dow display entry in National | 
Fisherman’s Week competition, | 
and he has been a frequent prize | 
winner in window display con- | 


| tests. Second place was won by | 


John N. Cleator, Armstrong’s, | 
Cedar Rapids, Towa, who re-| 


place and a $25 bond went to 
Joseph B. Whitney, VanDervoort 
Hardware Co., Lansing, Mich. 
War stamp awards were won by 


French Ferguson, Jr., Frank 
Bros., San Antonio, Tex., for 
fourth place, and by Walter 


Kringelback, Mast’s, Inc., Seat- 
tle, Wash., and Walter J. Vogel, 
R. S. Elliott Arms Co., Kansas 
City, Mo., who tied for fifth. 





INTERNAT. CHAIN & 
MFG. WINS SECOND 
WHITE STAR 


The International Chain & 
Mfg. Co., York, Pa., has recently 
won the second white flag for 
its Army-Navy “E” production 
pennant. 

TAPPAN HOLDS THREE 
DAY SALES CONFERENCE 


The Tappan Stove Co., 250 
Wayne St., Mansfield, Ohio, re- 
cently held a three-day sales con- 
vention for the purpose of dis- 
cussing the present gas range 
situation with an outlook towards 
future production. Plans were 
announced to former representa- 
tives concerning their return to 
their former _ responsibilities, 
when range production increases. 
Subjects discussed at the conven- 
tion included: Kitchen Planning. 
Expanded Plant Facilities, Sales 
Training, Home Service, Store 
Floor Planning, Product Design 
and Development, etc. 





HINCHLIFF JOINS 
SALES STAFF AMANA 
REFRIGERATOR DIV. 


E. L. Hinchliff has recently 
been named to the sales staff of 
the refrigeration division, Am- 
ana Society, Amana, Iowa. He 
has had wide experience in ap- 
pliance merchandising fields. He 
will devote his time to the mar- 


| ceived a $50 bond, and third | keting of the Amana line. 
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OBITUARIES 


DAVID SHAW-KENNEDY | head of the Defense Department 
which organized a series of “pri- 
orities clinics” endeavoring to 








David Vernon Shaw-Kennedy, | 
50, director and member of the 
executive committee of the Elas- 
tic Stop Nut Corp. of America, 
Union, N. J., and the American | 
Gas Accumulator Co., Linden, 
N. J., died recently in. Narra- 
gansett, R. I... in his summer 
home. He had served in the ' ? 

British Coldstream Guards dur- FRED L. STERN 

ing the first World War. From! Fred L. Stern. 58. far western 
1925 to 1931 he was with an | representative, American Sponge 
investment banking firm now| & Chamois Co.. New York City, 
known as Brown Bros.. Harriman! for the past 12 years, passed 
& Co. New York City, and he} away recently. He was Past- 
was a member of the board of| Master of National Lodge 209. 
the Third Church of Christ,| New York City. 

Scientist, Park Ave., New York | i i 

City. Mr. Shaw-Kennedy is sur- 

vived by his widow, a daughter EDWARD H. HELLER 


and a son. Edward H. Heller, 74, at one 


simplify for business men_ the 
restrictions resulting from pro- 
duction control for the war effort. 
He is survived by his widow, his 
mother, two brothers and two 


sisters, 


—— time credit manager for 22 years, | 


R. M. HOLLINGSHEAD Belknap Hardware & Mig. Co., 
| wholesaler, Louisville, Ky., who 


Richard M. Hollingshead, 77,| became credit manager for the 


founder and president of the} Citizens Union National Bank in | 


R. M. Hollingshead Corp., Cam-| 1929. which is now the Citizens 
den, N. J., manufacturers of | Fidelity Bank & Trust Co., Louis- 
household cleaning products and | ville, died recently following sev- 
automobile accessories, passed | eral days’ illness. 
away recently after a brief ill- : J 
ness. Starting with a small capi- | 
tal and a formula for neki’ | EDWARD A. SCHROEDER 
saddle soap, he soon added a Edward A. Schroeder, founder 
complete line of chemical prod- and past president of the former 
ucts for the harness trade. With |-‘Schroeder Hardware Co., Detroit, 
the advent of the automobile he | Mich., and former president of 
began the manufacture of prod- | the Schroeder Paint & Glass Co., 
ucts for cars, and this branch of | Detroit, died* at his home re- 
his business became the most| cently after a heart attack. He | 
important, with chemicals for|is survived by his widow, a| 
household use, and products for | daughter, and six sons. 
the airplane coming next. He leaning 
was an enthusiastic yachtsman JACK LE PAGE 
and motorist, a 32nd degree 
Mason, member of the Lulu Jack Le Page, manufacturers’ 
Temple, Cyrene Commandery 7, | #8¢"* and former business part- 
and Camden Lodge 15. Mr.| ®¢r_ of Vic Thuli, died recently 
Hollingshead is survived by his in Galveston, Tex. Mr. Le Page 
widow and three children. went to Texas in 1910, repre- 
senting the Jackes Evans Mfg. 
Co., and the Bruner Ivory Handle 
D. J. SMITH |Co. In 1921 he and Mr. Thuli 
D. J. Smith, 67, who had been | formed a partnership, and in 
associated with The Stanley | 1930, he retired turning the lines 
Works, Inc., Chicago, Ill., for| over to Mr. Thuli. 
41 years as a salesman, died re- 
cently. 





EARL C. SCHRADER 


Earl Cecil Schrader, 41, super- 
FRANK S. EAGLE visor in charge of checking 
Frank S. Eagle, 34, assistant | orders, Orgill Bros. & Co., hard- 
‘manager of rolled products sales,| ware wholesalers, Memphis, | 
The Colorado Fuel & Iron Corp., Tenn., who had been with the | 
Denver, Colo., died recently while | company 23 years, was killed re- | 
en route to Boston, where he| cently when a train, which was | 
was seeking treatment for his | 15 minutes late, struck his auto- | 
health, which had been failing| mobile in Memphis. He was a| 
during the past year. He joined| member of the First Baptist 
the company in 1929 and was| Church. Mr. Schrader is survived 
known to many business men of | by his widow, a daughter, his 
the Rocky Mountain region as | mother, a brother and a sister. 
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"Did You Say 7 Reasons for More 
Profits With a STORMTIGHT 











ary Franchise?” 
Weds “Yes, and STORMTIGHT 
TS\ is a first-rate "Door- ... 


opener’ for Sonneborn’s _ 
Complete kine of ‘Build- 





ae eee er eS 


INVESTIGATE THE SEVEN REASONS WHY 
SONNEBORN’S STORMTIGHT FRANCHISE 
MEANS MORE AND QUICKER SALES 


|. Favorable Price Structure. New low TIGHT Plastic for patching and 
list prices made possible by advanc- _feinforcing . . . (c) SLORMTIGHT 
ing production techniques. STORM- Primer for restoring dry, flaky and 
TIGHT—the roof coating with the porous roof surfaces before recoating. 
extra long-life ingredient—now costs na 
littlemorethanstandard roof coatings. 5. Advertising Support. New adver- 
‘ = ing campaigns in such books as 
2. Profitable Discount Policy. A grad- BETTER HOMES & GARDENS, 
uated ‘discount schedule—based on NEWSWEEK, FACTORY, ENGI- 
unit purchases—permitting the dis- NEERING NEWS RECORD, 
tributor to make" money by buying ARCHITECTURAL FORUM, 
STORMTIGHT directly in accord- AMERICAN BUILDER, INSTITU- 
ance with his territory's sales po- TIONS, as well as cooperative ad- 
tential. vertising in your territory. 


3. Thirty Years of Leadership. The 6, Point-of-Sale Help. Displays, blot- 
extra quality and better performance ters, descriptive folders—plus regu- 
of Sonneborn products are well il- jar, continuous cooperation of ex- 
lustrated by STORMTIGHT with its perienced representatives in your 
special stabilizing, life-prolonging territory. ; 
ingredient developed by Sonneborn 
Research. 7. A Reliable Source of Supply. A 
steady supply of STORMTIGHT 
4. A Planned System of Roof Protec- and other Sonneborn Building Sav- 
tion. Three profit opportunities ers is assured by the 40-year-old 
on ouesx roof coating sale: (a) Sonneborn organization's extensive 
STORMTIGHT Liquid for new and __ research, testing, manufacturing and 
old roof surfaces .. . (b) STORM- service facilities. 


Write Dept. HA today for details of the STORMTIGHT Franchise 








-ASH IN ON THIS READY-MADE MARKET 
FOR SONNEBORN BUILDING SAVERS 


Sonneborn Building Savers are regularly specified by 
architects and used extensively by builders in construc- 
tion of every type—commercial, educational, industrial, 
residential, transpogtation, public utilities, churches, 
hospitals and others—and are recognized for their out- 
standing performance in the protection and maintenance 
of floors, walls, roofs and other exposed surfaces in ex- 
isting buildings as well. This acceptance means a ready- 
made market for profitable distribution of Sonneborn 
Building Savers in your territory. 








BUILDING PRODUCTS DIVISION 
L. SONNEBORN SONS, INC. 


88 Lexington Avenue + New York 16, N. Y. 
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SHRAGE NOW WITH 

GRESCHLER’S STORE 
Murray Shrage, for 17 years a 
representative of Francis Keil & 
Son, Inc., New York City, manu- 





MURRAY SHRAGE 


facturers of hinges, etc., recently 
joined Greschlers’, 660 Fifth 


Ave., Brooklyn, N. Y., as man- | 
ager of its industrial department | 


and to work on post-war items. 
Prior to his association with 
Keil’s he was with Patterson 
Bros., New York City, and J. M. 
Kohlmeier, Inc., Long Island 
City, his hardware career having 
stated 25 years ago. Just recently 
Mr. Shrage donated his 12th pint 
of blood to the American Red 


Cross. 


PHILA. HOUSEWARES 
CLUB PLANS GOLF 
PARTY-DINNER 


The Philadelphia Housewares 
Club met recently at Gimbel 
Bros., Philadelphia, Pa., with 
James Bond, president, presiding. 
The meeting was attended by 75 
guests and members, and H. 
Fowler, Department of Com- 
merce, U. S. A., and H. Peter- 
son, formerly of ©’Cedar Corp., 
were guests. The closing social 
of the season will be held on 
June 15, at the Riverton Country 


Club, N. J., and golf and dinner 
who | 
attend. Ladies and guests of the | 


will be enjoyed by all 
members are invited. Dinner will 
be $2.50 per plate, the golf fee 
being extra. 


KNAPE & VOGT MFG. 
WIN SAFETY RECORD 


The exceptional safety record 
achieved by the employees of the 
Knape & Vogt Mfg. Co., 658 
Richmend, N. W., Grand Rapids, 
Mich., manufacturers of cabinet 


Safety Council. A trophy spon- 
sored by the Preferred Auto In- 
surance Co. was presented to 
Joseph Knape, general manager. 
The company’s record was ac- 
complished through an organized 
campaign to prevent loss of time 
accidents. 


TENNESSEE ENAMEL 
CO. WINS THIRD 
WHITE STAR FOR FLAG 


The Tennessee Enamel Mfg. 
Co., Nashville, Tenn., pre-war 
gas space heater and floor fur- 
nace builders, but now making 
bombs and shell containers for 
the armed forces, has recently 
won the third star for its Army- 
Navy “E” pennant, representing 
the fourth production award. 





RALPH KINDLER SERVES 
WITH CHINESE COMBAT 
COMMAND IN CHINA 


Technician 4th Grade, Ralph 
O. Kindler, formerly associated 
| with Kindler’s Hardware, Web- 
ster, Mass., is now serving in the 
| engineer section of a Chinese 
Combat Command field head- 
quarters in south-central China. 
He arrived in China, in March, 
1944, after a month in North 
Africa, and three months in 
India, and was sent to Kweilin 
to join Americans who were in- 
doctrinating the Chinese armies 
with American warfare technique. 
Sgt. Kindler was attached to an 
infantry training center for a 
short time before joining an en- 
zineer school for selected Chinese 
troops. In June, 1944, the ap- 





proach of the Japanese caused 
the evacuation of the American 
personnel, He returned in August 
and received his promotion to 
his present grade while at 
Kweilin. The Japs advanced 
again, and he was evacuated by 
plane, after which he was sent 
to south central China. Sgt. 
Kindler is a graduate of Nichols 
Junior College, Dudley, Mass., 
and had been with Kindler’s 
Hardware when he entered the 
service in December, 1942. 


SPORT PRODUCTS, INC. 
GIVEN WHITE STAR 


The employees of Sport Prod- 


ucts, Inc., manufacturers of 
MacGregor- Goldsmith athletic 
equipment, Cincinnati, Ohio, 


have recently been awarded a 
white star for continued excel- 
lence in the production of war 
materiel. The pennant was award- 
ed originally to the company in 
June, 1944. Maj. Orville  T. 
Church, officer in charge of the 
Inspection Bureau, Procurement 
Division, Jeffersonville, Ind., 
Quartermaster Depot made the 
presentation. 

GROUENDYKE CHIEF 

WPB’S HARD SURFACE 

FLOORING SECTION 


George R. Grouendyke, who 


was formerly connected with 
WPB’s’ Textile Clothing & 
Leather Bureau, has _ recently 


been named chief of the newly 
formed Hard Surface Flooring 
Section, within ,WPB’s Cork- 
Asbestos-Fibrous Glass division. 





HDWE. TRADE ASS’N. 
HOLDS GOLF OUTING 


The Hardware Trade Associa- 
tion of New York, Woolworth 
Bldg., New York City 7, recently 
held a golf outing and dinner 
meeting which was attended by 
27 playing golf, and 37 at din- 
ner, in the Pomonok Country 
Club, Casino Blvd., Flushing. 
N. Y. Guests enjoyed either 
turkey, lobster-newburg or fish 
for dinner. The kickers’ handi- 
cap first award was won by Joe 
Walker, Buffalo Bolt Co., Tona- 
wanda, N. Y. Ed Neil, Nichol- 
son File Co., Providence, R. L., 
won second prize, and Jack 
Smith, Warren Telechron Co., 
Ashland, Mass., was winner of 
third place. 


MAULSBY ADDRESSES 
KANSAS HOUSEWARES 
CLUB ON SALES 


The May meeting of the Kan- 
sas City Housewares Club was 
recently held at the President 
Hotel, Kansas City, Mo., and 
presided over by Harold Posey, 
president. A. R. Maulsby, sales 
promotion instructor, Socony 
Vacuum Oil Co., gave an inter- 
esting talk, in which he brought 
out that by building men you 
build business, and business is 
made for people. He emphasized 
that to build men into salesmen, 
it is necessary that the appli- 
cants for the field should have 
seven prerequisities, namely— 
courage, honesty, loyalty, cour- 
tesy, generosity, faith. and work. 











E. R. MASBACK, 





th 





president, Masback Hardware Co., Inc., New York City hardware 


wholesalers, was tendered a birthday party and testimonial dinner by the sales and office 
organizations of that company on May 2, 1945. The dinner was held at the Gramercy 
Park Hotel with Al Ewert, veteran Masback salesman, as toastmaster and Dave Godschalk, 
of the sales force, as chairman of the dinner committee. A leather desk set was presented 





hardware, recently won special | 


recognitien at the 32nd annual 
banquet of the Grand Rapids 
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to Mr. Masback. All speech making was held to a minimum. Brief comments were made 
by E. E. Masback, executive vice-president of the company, and by the only two non- 
employees present, Dave Baldwin, manufacturers’ agent, and Chas. J. Heale, vice-pres- 


ident and editor of HARDWARE ACE. 
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BETTER BUSINESS 


No ‘name means more to the buyer of Products for home re- 
pairs and Home Building than "KUHLS" and that goes for the 
,consumer as well as the retailer. 





KUHLS PRODUCTS are 
known and are constantly used. throughout the 
world. 

Remember—when you stock them, you don't have 
an uphill job to sell them. 
KUHLS has had in the past, and will continue to 


offer in the future, a COMPLETE 


LINE OF PRO 
for the home. 
will be potent 


KUHLS PRO 
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DUCTS NECESSARY 
These are and always 
sales producers. 
DUCTS have been 
specified by Archi- 
tects and Engineers, 
used in the building 
and industrial field 
since. 1889. 


THEY ARE THE ONLY 


Original puis 


TRADE MARKED COMPOSITIONS 


KUHLS HAS THE FACILITIES TO TAKE CARE OF YOUR NEEDS. IMMEDIATE 


DELIVERIES IN ANY QUANTITIES. NO PRIORITIES. WRITE NOW FOR PRICES AND 
DESCRIPTIVE LITERATURE. IF YOUR JOBBER CANNOT SUPPLY YOU, ORDER DIRECT. 
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ILLUSTRATED— 
MODEL G—30700 
Wood Groined 
Werdrobe 





























¢ PROFITABLE PROTECTION 


There will be peacetime profit protection as well as profit gain 
for you as a result of the post war product planning that E. J. 
McAleer & Co., Inc. is doing today. This “planned protecticn” 
will be evident in the increased beauty, utility and efficiency 
of the McAleer metal Kitchen Cabinets, Wall Cabinets and 
Wardrobes you will sell after the war. It will be evident, too, 
in a protected McAleer reputation—a reputation that has Deen 
outstandingly high with dealers and consumers alike since 1889. 
Today, E. J. McAleer & Co. is planning complete utilization, 
for peacetime production, of the increased experience, skill and 
facilitjes acquired during these war years. This is “planned 
protection” at work for you and the homemaker. You will find 
its dividends of greater dealer profits reflected in McAleer Meta! 
Cabinet products of the future. 


PROFIT FOR TODAY 


McALEER ALL-METAL TOOL CHEST WITH TRAY 
Made per Government specifications originally for Army Ord- 
nance. Protective baked Olive Drab Enamel with high gloss. 
21” long, 8%” wide, 7" high. Net weight—13 Ibs. “Stury as a 
Sherman Tank.” Practical and profitable for year round mer- 

: chandising. Order McAleer Tool Boxes through your jobber. If 
he doesn’t carry them, either send us his name and address 
or place your order direct with us. 


cALEER 


AND COMPANY, INC. 


1422 M. Sth STREET 
PHILADELPHIA 22, PA. 
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» Take a lesson from the Gals... 
yy Lighter Equipment Does The Job! 


2 ¥ 44 
Ay - For example, the Gate Valve No. 819, illustrated 


a 4 here, will handle jobs up to 125 lbs. working pressure 
ae with absolute safety. So, why use more expensive 
™ higher pressure equipment? 


y 










~* No. 819 is quality built with double disc and rising 
stem for dependable service on steam, water, or oil 
lines. Easy operating oval “Cool-Grip” handwheel. 


Valves of all types have to be good to carry our name 
. . we won't have it any other way. 


ROCKFORD BRASS WORKS 
ROCKFORD, ILL., U.S.A. 
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WPB Revokes M-126 Covering 
lron, Steel Uses for 400 
Types of Civilian Goods 


WPB’s most sweeping recent | 
action, affecting general “hard- 
ware,” was its revocation on 
May 16 of the familiar “blanket” 
order, M-126, for the past three 
years a keystone of WPB con- 
trols. It had banned, since May, 





1942, the use of iron and steel 
(and thus in most cases ended 
production) of 400 types of ci- 
vilian goods, embracing some 


1200 individual items. 


by Donald Nelson, former WPB 


| copper and aluminum for civilian 


use, manufacturers must get along 
with such idle, surplus, or sec- 
ond-hand steel as they can find, 
with which to make the lines 
now freed. 

Among the host of familiar 
items for which iron and steel 
again may be used, are: auto 
accessories; paper balers; wheel- 
barrows; barn and_ sidewalk 
scrapers; bird cages and stands; 
lawn fence and gates; clothes 
lines, pulleys and reels; curtain 
stretchers; door mats and foot 
scrapers; garden trowels and 
weeders; grass shears and whips; 
fireplace accessories, lawn rakes, 
brooms and edgers, household 
mop wringers, roller and ice 
skates, hose reels, step ladders, 
and many others. 

With the rescinding’ of Order 


When M-126 was first issued 


chairman, he commented that this 
action, along with a curtailment 
of civilian construction, would 
“change the face of American in- 
dustry.” The revoking of the 
order will have that effect only 
potentially. Until WPB’s an- 
nounced creation next July 1 of 
an uncontrolled pool of steel, 





| WPB announces, 





M-126, easing general steel uses, 





concurrently, 
that because of armed service 
requirements for alloys used in 
production of stainless steel, eon- 
trols of stainless steel are to be 
maintained through the issuance 
of a new direction, under Stee! 
Order M-21. Large amounts of 
stainless steel are needed for the 
rocket and plane programs. 
The new direction provides 
that stainless may not be proc- 
essed or fabricated except: On 
an authorized CMP production 
schedule; when obtained from 
consumers’ idle and excess inven- 
tories (under Priorities Regula- 
tion 13) ; when the stainless was 
in the consumers’ plant prior to 
May 12, 1945 (the effective date 
of this order) ; or when obtained 
from steel warehouses as pro- 
vided in CMP Regulation 4. 








Lift L-257-c Production Limitation 
On Farm Machinery, Repair Parts | 


Lifting all production quota 
limitations on makers of farm 
machinery and repair parts, ef- 
fective July 1, WPB has issued 
L-257-c setting up the revised 
procedures under which the in- 
dustry will operate. 

Large producers, those whose 
total net sales were $500,000 or | 
more in 1941, were required to | 
obtain an approved schedule for 
each item they plan to make and | 
make monthly reports of produc- | 
tion. Schedules had to be filed 
before June 1. There are no 
quota limitations for small pro- 
ducers, those whose total sales 
were less than $500,000 in 1941. 
Also they are not required to file 
production schedules or monthly 
reports of production. They are, 
however, bound by other provi- | 
sions of L-257-c, particularly | 
those relating to preference rat- | 
ings, rubber tire equipment and | 
the applicability of other WPB | 
regulations. 

If a large producer decides to 
increase the output of an item 
beyond the quantity provided in | 
his approved schedule he must | 
either file a revised schedule or | 
apply under PR-25 for “spot” | 
authorization. 

Although restrictions on mak- | 
ing rubber-tired equipment are 
retained in the new order, the 
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frees from the former or 


orders received hereafter by a 
producer, dealer or other dis- 
tributer must be treated as un- 
rated, unless from one of the 
| military agencies. This change is 
effective immediately, WPB said, 
and producers are asked to pass 


list of exempted items has been 
expanded. 

The new order has eliminated 
the requirement that non-farm | dealers. 
users must have a rating to buy Until further notice, both large 
farm machinery and equipment. Es small producers will con- 
In fact, WPB said, any rated | tinue 


the information along to their | 


to receive allotments of | 





controlled materials and other as- 
sistance under CMP-4B applica- 
tions as heretofore, WPB empha- 
sized. 

Repair parts are not subject to 
the manufacturing restrictions of 
the new order, but large pro- 
ducers are required to file a 
schedule of such item for infor- 
mational purposes, WPB said. 
Such schedules will not need 
approval. 








Tron, Steel Restrictions Revoked 
For More Than 20 Household Items By WPB 


| 

On May 22, WPB released for| funnels, vegetable bins, canis. | 
production, a number of familiar | ters, toilet paper holders, towel | 
household and kitchen items, | bars and wash boards. 
by revoking Order L-30-d. Any The latter list—items on 


early new output, however, will | which limitations on the use 


he limited by the availability 


| pans, 


include: fry 
reast pans, 
can openers, 


steel are removed, 
baking and 
basting spoons, 

cake turners, egg beaters and 
whips, flour sieves, food chop- 
pers, ice picks, strainers, clothes 
wringers, carpet sweepers, smal! 
vacuum bottles, lunch boxes and 
dinner pails, garment hangers. 








of labor and materials. 

The order now cancelled, list- 
ed 20 or more types of house- 
hold accessories in whose manu- 
facture metal other than alumi- 
num could not be used at all. 
It included another extensive 
list for which limited quarterly 
percentages for the use of iron 
and steel were established, 
based on production in the om | 
ending June 30, 1941. 


The 


WPB reported May 21 that the 
| recent amendment to the lead 
order, M-38, 
the prohibition on the sale of 
certain nonessential products 
containing lead, does not permit 
resumption of production of these 

| articles. 
the order In the amendment dated May 
“pro-| 1, 1945, paragraph (g) of the 
hibited” list, among other items: | order was deleted. This para- 
Candlesticks, carpet beaters,/ graph provided restrictions on 
accessories, dish pans,! the sale and delivery of new 





revoking of 


closet 


_M-38 Lead Order Revocation Still Does 
Not Allow Lead for Non-Essential Items 


articles such as buttons, badges. 
emblems, costume jewelry, novel- 


which eliminated | ties, trophies, games, toys, tennis 


court markers, statuary art 
goods. To prevent any mis- 
understanding regarding this de- 
letion, WPB said that until such 
time as the position of lead is 
sufficiently eased, use of the 
metal in the manufacture of end 
products not contained in thie 
of labor and materials 
manufacturers. 


to 
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A LINE FOR 


The Millers Falls postwar line has been designed to yield 





faster turnover and a greater profit. Each item will be a 
volume seller because it meets volume needs. 

There will be wanted models of hacksaw frames and 
blades, planes, mitre boxes, braces and bits, drills, forged 
tools, turning tools, electric tools, precision tools. 

Take the precision tool line, for example. Machinists, 
toolmakers and metal workers of all kinds will find the 
tools they want in this line. Every item will be a fast- 
mover, and the Millers Falls trademark will speed their 
departure from your stocks. 

The postwar demand for tools will be tremendous. 
Plan now to stock the tools that move — because they 
appeal to the volume market and because they bear the 


trademark of unquestioned quality. 


MILLERS FALLS COMPANY 


GREENFIELD, MASSACHUSETTS 


JUNE 7, 1945 





























ONE THING IN COMMON — QUALITY! 


MILLERS FALLS 
TOOLS 
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7 THESE THUGS USED To 
BLOW SAFES FOR A LIVING 
NOW THEY GO AROUND 

TRYING TO SNATCH 

] AUTomATIC WASHERS! 











1908 by 


Made in Newton, lowa Since 


AUTOMATIC WASHER COMPANY 
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OCR Stady Shows Hage Increase 





In Demand 


Consumer demand for house- | 
hold appliances today is far in | 
excess of peak demand ‘in any 
year prior to the war, the War 
Production Board’s Office of Ci- 
vilian Requirements reported 
May 21 from preliminary tabula- 
tions of its fourth nation-wide 
survey of consumer requirements. 

Cumulative demand for me- 
chanical refrigerators, sewing 
machines, vacuum cleaners, ra- 
dios, electric irons and washing 
machines ranges from 25 to 100 





per cent over demand reported in 
a similar OCR survey a year ago. | 
In units, these percentages repre- | 
sent increases ranging from 1.,- | 


| 000,000 to 2,500,000. 


The survey, for which the in- 
terviewing was done by the Spe- 


| cial Surveys Division of the Bu- | 
| reau of the Census, covered 4500 | 


| utors are being tightened because 





“1: . *,: . | 
families in 68 corhmunities in 45 | 


for Major Appliances 


This is shown in the purchasing 
experience of the respondents 
showing total articles bought, and 
total articles that people actually 
tried to buy during the last year, 
even though they knew the items 
were out of production. 

Mechanical refrigerators: }.- 
826,000 sought unsuccessfully; 
411,000 bought, of which 13 per 
cent were new. 

Vacuum cleaners: 794,000 
sought unsuccessfully; 347,000 
bought, of which 24 per cent 
were new. 

Radios: 429,000 sought unsuc- 
cessfully; 913,000 bought, of 
which 13 per.cent were new. 
These figures indicate a very 
high second hand market, being 
the only item of which the num- 
ber actually bought exceeds the 
number sought unsuccessfully. 

Electric irons: 1,461,000 sought 





states and the District of Colum- | unsuccessfully; 730,000 bought, 
bia. The families selected, pro- | of which 48 per cent were new. 
portionately representative of the | The high percentage of new irons 
population, were drawn from the | bought resulted from OCR pro- 
master sample developed by the | gramming of this item, the need 
Bureau of the Census for its|for this programming having 
“Monthly Report on the Labor | been shown in OCR’s third sur- 


Force.” vey of consumer requirements 


In addition to the large in- | 
crease in demand shown by the | 
preliminary tabulations, the sur- 
vey also revealed a large second- | 
hand market in the appliances. | 


last year. 

Washing machines: 1,653,000 
sought unsuccessfully; 402,000 
bought, of which 5 per cent were 
new. 


PURCHASING INTENTIONS IF SUPPLY WERE AMPLE 


Mechanical 
Re- Vacuum Electric Washing 
frigerators Cleaners Radios Irons Machines 
April, 1945..... 5,852,000 4,501,000 5,085,000 5,195,000 5,835,000 
April, 1944..... 3,827,000 2,390,000 2,632,000 4,019,000 4,262,000 








Very Few Additional Dealers to Be 
Allowed to Enter Stove Business 


Registration requirements af- 
fecting stove dealers and distrib- 


the supply of rationed stoves is 
too smal] to warrant approving 
additional dealer outlets except 
in unusual circumstances, the 
OPA announced May 21, in 
Amendment 20 to Ration Order 
9A. 

Nation-wide stove rationing 
went into effect Aug. 26, 1943, 
and that all dealers and distrib- 
utors who had sold stoves during 
the base period of 1941 and 1942 
were eligible to register and deal 
in rationed ‘stoves. Under the 





new provision, merchants who 
sold stoves during the base 
period but who have not regis- 
tered with OPA will no longer 
be given preference over other 
applicants for registration. This 
will mean that some stove mer- 
chants who discontinued their 
line before stoves were rationed 
will be excluded from re-entering 
the business. 

Stoves now rationed are: gat 
heaters, gas ranges and cooking 
stoves; oil and kerosene heaters: 
oil, kerosene and gasoline ranges 
and cooking stoves, and .conver- 
sion range oil burners: Stove 
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rationing regulations are also be- 
ing clarified by a uniform re- 
quirement that sellers must state 
the expected delivery date, in 
addition to acknowledging orders 
from dealers and distributors 
within three days after receipt. 


Another provision specifies ac- | - 


tion to be taken in cases where 
the delivery date is not accept- 
able to the buyer, or where a 





seller is unable to deliver‘on the 
expected delivery date, When- 
ever an order is rejected, the 
seller is required to return the 
certificate to the buyer and state 
why he is returning it. 

Retention of dealers’ and dis- 
tributors’ records, originally re- 
quired for two years is cof- 
tinued indefinitely. 








No More Tractor Tire 


Certificates 


For Small Allotments for Inventory 


Tire dealers and persons in- 
tending to enter the tire busi- 
ness will no longer be issued 
certificates for small allotments 
of tractor-implement tires to in- 
crease their inventories, OPA an- 
nounced May 21. This attion was 
taken in Amendment 98 to Ra- 
tion Order 1A Tractor-Implement 
Tires. 

Formerly, OPA district offices 
could issue certificates authoriz- 





ing dealers to purchase a maxi- 
mum of six tractor-implement 
tires in cases where the tires 
were needed for immediate sales 
to consumers. The change will 
not affect the regular transfer of 


tractor-implement tires from sup- 


pliers to dealers in exchange for 


replenishment portions of tire 
certificates surrendered by con- 
sumers. 








WPB REVOKES MORE “L” AND “M” ORDERS 


Despite revocation of numerous “L” and “M” orders, continuance 
of other orders will still prevent prompt resumption of production 


of many lines of civilian goods, 
ORDER 
NO, SUBJECT 


L-28-a Incandescent, Plucrescent, 
Glow-D scharge Lamps 
L-30-a Galvanized Wire 


1-33 Tale, Floor, Other Types Port- 
able Fleettie Lamns 


1-38 Induetrial, Commercial Refrizer- 
ating, Air Conditioning Ma- 
chinery, Equipment 

Direction 1 Evaporated envlers for civilian use 

‘ in desert areas. 

Direction 2 Mechanically refrigerated farm 
milk enolers 

oo 3 Refrigrrated display cases 

Sched. X Electric sump pumps, cellar 
drainers 

L-42 Ricyelen 

L-54-c Eler.. Non-Flee. “fice Machines 
(exrenting tvpewriters) 

L-67 Hand, Gang, Power Lawn Mowers 

L-71 Flashlights, Other Portable Elec- 
trie Liehts Operated by Dry 
cel] batteries 

L-80 Ontherrd Motor and Parts 

L-93 Gulf Clubs 

L-107 Light Weight Extended Surface 
Heating Equipment 

L-157 Hand Tools Simplification 

Sched. II. 

L-158 Automotive Replarement Parts 

L-173 Floor ard wall furnaces 

L-182 Commercial Cooking, Food, Plate 
Warming Equipment. 

L-187 Cast Iron Boilers 

L-199 Range Boilers, Hot Water Storage 
Tanks 

L-140-b Table Flatware. Hollow Ware 

L-221 Flectrie Motors. Generators 

L-250 Flectrie Motor Controllers 

L-267 Photographic Equipment, 
Accessories. 

L-272 Tudustrial Thermometers 

L-275 Elec., Spring Driven Alarm 
Clocks 

L-298 Resistance Welding Equipment 

L-315 Enclosed Safety Swite' Branch 
and Circuit Breakers, and 
Service Entrance Equipment, 
Panel, and Distribution Boards 
and Knife Switches ee 

L-$22 Jacks, Mechanical, Hydraulic, Air 
and Electrically Operated 


JUNE 7, 1945 


ABSTRACT OF PRIORITIES 
ACTION 


Controlled production. 


Controlled production. 

Prohibited production for civilians except 
under “spot authorization” (PR-25) 

Controlled production, delivery. 


Controlled production, delivery. 


Restricted use of materials in manufac- 
ture 

Restricted produetion. 

Controlled production 


Prehibited production, exeert for Army, 
fuvy, Maritime Commission, War 
Shipping Veterans 
Administration 

Rertricted production, distribution of 
flashlights, other table electric 
lights operated by dry cell batteries, 
However provisions concerning dry 
cell batteries were retained in order. 


Admimstration, 


Prohitited manufacture exeept for Army, 
Navy, Veterans’ Adminstration or 
undes “Spot Authorization” 

Restricted deliveries to rated orders, 
repair orders. of orders areepted by 
preducers prier to Aug. 7, 1443. 

Limited production, maniually-operated 
wood and special purpese saws to 
types gra les, models specified 

Reatrieted preeduetion and distribution. 

Restricted production, 

Restricted prialuction. 


Restricted production. 
Contro'led production. 


Control'ed production. distribution. 
Fataltished esting floors. 
Fstaliished rating floors. 
Contrulled production, distribution. 


Restricted preduction to specified fin- 
‘shes sizes, types, medele, m.orkings. 
Coutrulled production, distribution. 


Established rating floors. 


Standardized and simplified production. 














FITS ANY RANGE, 
TOVE OR FURNACE 





FIRELINE is fire brick material in plastic, putty-like form which 
is far superior to dry mixtures for repairing cook stoves and 
ranges. And it greatly increases your volume on stove lining 
because Fireline is likewise suitable for repairing heating stoves 
and warm-air furnaces. With Fireline on your shelf, there is no 
more waiting for castings or tile, no more losses through changed 
models or bootleg misfits. Fireline fits all types, makes and 
models, withstands 3000 deg. F. 


COOK STOVES—Fireline replaces cracked 
and burned out stove bri~k and firebox castings. 
It is readily moulded to any shape, then baked 
out by the fire. No need to carry all kinds and 
sizes of firebox castings and stove brick—in- 
stead sell Fireline in convenient containers off 
the shelf. Average sale 5 to 10 lbs. 


HEATING STOVES—in heating stoves, 
circulating heaters, base burners, etc., Fireline 
repairs cracked firepots and protects good fire- 
pots from burning out. It forms a gas-tight 
lining entirely around the firepot which seals 
all cracks and holes. No more waiting for cast- 
ings—instead quick turnover and profit for 
you. Average sale 30 to 50 Ibs. 


FURNACES—Repairs cracked firepots—pro- 
tects good firepots. Installed 1 to 11/ in. thick 
entirely around the firepot, a Fireline lining 
prevents the escape of gas, odors, and soot into 
the building. 100 Ibs. required to line aver- 
age 22 to 24 in. furnace, resulting in a sizeable 
sale—and profit. Also used for replacing fire 
tile in steel furnaces, for setting stokers, and 
oil burner combustion chambers. 





Fireline 
domestic service. 
and 100-Ib. drums. 
profitable, available item at once. 


is highest quality industrial refractory material adapted for 
Packed in 5 and 10-lb. cans (60 ths. per case), also 50 
Available immediately from jobber stocks. Stock this 
Mail the coupon below. 


FIRELINE STOVE & FURNACE LINING CO. 
1859 Kingsbury St. (Dept. E), Chicago 14, Illinois 

Ctr tees es we eee SSS SSS T FSF TSF OSS Bees see eT Bee 
FIRELINE STOVE & FURNACE LINING CO. 
1859 Kingsbury Sf. (Dept. E), Chicago 14, Ilinois 
Please send full information, prices and discounts on Fireline. 
Firm 
Address Wis ie 











Signed rel 
Name of preferred jobber 34 
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HENEY Nail Holding 

Hammers, with the nail 
holding device, are the only 
hammers that are a real, 
practical improvement over 
ony and all other claw 
hammers. It is the nail hold- 
ing device that makes the 
difference. Sell the best 


buy in hammers—a Cheney. 


SALES REPRESENTATIVES 
tor the 
Eastern, Midwestern, Central and 
Far Western States 
JOHN H. GRAHAM & CO., INC. 
105 Duane Street, New York, 8, N. Y. 


Southern Representatives 
SANFORD BROTHERS 
Chattonooge, Tenn. 


CHENEY 


Little Fall 


HENRY 
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Rationing and Distribution 
Controls to Be Relaxed 
Slowly During Transition 


says that the present method of 
assisting distributors by the use 


(Washington Bureau 

of HARDWARE AGE) 
Rationing and distribution as 
well as production controls are 
due to be slowly relaxed during 
the transition from a two-front 
to a one-front war, according to 
recent WPB decisions. Articles 
not due for rationing are: mis- 
cellaneous electrical appliances 
such as domestic washing ma- 


chines, electric ranges, electric 
fans, sewing machines, and 
vacuum cleaners; any other 


items not produced during the 
European war for civilians and 
not rationed during the war; 
items produced during the war 
and not rationed. 

WPB feels that there is not 
sufficient variation in urgency of 
requirements for such products to 
warrant governmental determina- 
tion of distribution in a period 
when rapidly increasing supplies 
are expected. 

On the other hand, WPB says 
it is probable that stoves will con- 
tinue to be rationed until ade- 
quate supplies are assured. Other 
items sure to be rationed are: 
(a) gasoline, (b) kerosene, (c) 
fuel oil, (d) naptha, (e) tires, 
(f) rubber footwear, (g) domes- 
tic mechanical refrigerators. The 
same criteria applied to the lift- 
ing of rationing on stoves will be 
applied to refrigerators. How- 


ever, the exact production rate | 


requisite to rationing revocation 
has not been determined. 
Distributors’ inventory control 


orders L-63 and L-219 should be | 


retained for some time after VE- 
Day, WPB says. After two or 
three months, these orders should 
be re-examined to determine 
whether affected supplies are 
generally sufficient at that time 
to reduce the danger of inventory 
speculation and inflationary pres- 
sure, according to WPB. 

To prevent acute geographical 
shortages, WPB is considering 
directing WPB industry divisions 
to order producers and whole- 
salers to divert distribution into 
shortage regions. 

During the transition period 
(from now until Dec. 31) WPB 


of form WPB 547 (PD 1X) 
should be retained. 

Priorities Regulation 19, pro- 
viding assistance for getting farm 
supplies, CMP Regulation 9 gov- 
erning the distribution of copper 
wire for retail dealers, and CMP 
Regulation 9A providing repair- 
men assistance in obtaining parts 
and materials should also be re- 
tained for the transition period. 

While distribution controls will 
be kept at a minimum, for all 
currently stockpiled consmer 
goods, and any products for 
which military and essential de- 
mands are expected to exceed 
supply during the transition, dis- 
tribution controls will be main- 
tained. What products will be 
covered by retained controls have 
not been decided upon. Distri- 
bution controls in the form of 
individual releases (applications 
on form WPB 1319) will also be 
retained during the transition 
period where limitation orders 
are to continue because of ex- 
pected stringency of supplies. 
Revocation of the distribution 
controls in such cases will follow 
automatically the revocation of 
orders. 

While removing many produc- 
tion controls during the transi- 
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tion period, WPB will retain all 
of its authority to allocate, pro- 
gram, control industrial inven- 
tories, schedule production, ad- 
just exports and imports, and 
specific controls over the produc- 
tion of any items or materials 
expected to be in tight supply. 

During the transition period. 
all outstanding ratings in the AA 
series should remain valid except 
the AA-5 rating. Military pro- 
duction not already rated AA-) 
may be up rated to MM during 
the period until T-Day. (T-Day 
signifies the termination of the 
transition period.) 

MM-ratings should be equiv- 
alent to AA-l ratings, and CC 
ratings should be equivalent to 
AA-2 ratings. AAA ratings will 
be retained for the duration and 
be superior to MM-ratings. 
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CMP,.to be open-ended on 
July 1, will be abolished on T- 
Day. Material orders will then 


military, and CC ratings for ci- 
vilian. -Non-war programming 
will disappear as well as the AA 


flow against the MM for the band of preference ratings. 








Cordage Jobbers, Agents, Dealers Stocking 
Twine, Etc. Stocks Should File Preference 
Rating Applications Before June 30 


Cordage wholesalers, mill 
agents and retailers who main- 
tain inventories of twine, cord, 
rope and. marline should file 
preference rating applications be- 
tween June 1 and June 30 for 
third-quarter 1945 requirements, 
the Wholesale and Retail Trade 
Division of WPB said recently. 
Application forms WPB-547 are 
available, and when completed 
should be 
WPB field office. 

Cordage products affected * by 
the new procedure are: Cotton 
cordage — cable cord, hawser 
cord, seine twine, twisted or 
braided rope, wrapping twine 
(polished or unpolished). Soft 
fiber and other twines—wrapping 
twines, and other twines made 
of flax, hemp, istle, jute; tarred 


filed at the nearest | 





and untarred marline, made_ of 
hemp or. jute. 

Names of cordage suppliers 
must be included in the. appli- 
cations, WPB explained. Cordage 
received in stock with priority 
assistance granted on these ap- 
plications should be re-sold with- 
out preference ratings, Mill 
agents not stocking the listed 
products should not file applica- 
tions, but should extend ratings 
received from their customers. 

Specific military contracts will 
permit filing of interim applica- 
tions for preference ratings to 
purchase cotton cordage products. 
Applicants must furnish military 
contract numbers, names of 
firms to whom deliveries will be 
made, names of the applicant’s 
suppliers and end uses of the cot- 
ton cordage products. 








WPB Proposes Prodaction of 700,000 
Washing Machines Daring 1945 


The multi-million dollar house- 
hold washing machine industry, 
which has placed its products in 
more than three-fifths of the 
wired homes in this country to- 
day envisioned an enlarged mar- 
ket promising annual output that 
will top its record year, 1941, by 
50 per cent. “We will hit new 
highs as quickly as the industry 
can get rolling in dead earnest,” 





said Louis C. Upton, head of the 
Nineteen Hundred Corp., St. | 
Joseph, Mich., and president of | 
the American Washer and Ironer | 
Manufacturers’ Association. 
“The ‘go-ahead’ signal, given | 
May 21 by the War Production | 
Board’s removal of all restriction | 
on materials, facilities and man- 
power, not only for washers but | 
also for driers and ironers, the 
companion household cleanliness 
equipment, means resumption of | 
output by an industry which in| 


1941, its last full production year, 
turned out more than 2,300,000 
units* with a total retail value 
close to $175,000,000,” Mr. Upton 
said. 

“The WPB proposed level of 
manufacture, 350,000 washers 
each in the third and fourth 
quarters of this year, is a grati- 
fying figure to aim at, but out- 
put is dependent on ability of 
the industry to obtain materials 
without interfering with their 
use for war purposes,” Mr. Upton 
said. “It will be three to six 
months before the industry as a 
| whole is rolling out washers, 
ironers and driers in quantities 
that will be really noticeable in 
| the stores.” 

Estimates of the pent-up de- 
mand for washers range as high 
as 5,835,000, it was declared. The 
immediate market for ironers is 
placed at 1,300,000. 








WPB Defines Maintenance and Repair 
As It Applies to Copper Wire Use 


The War Production Board 
recently issued a statement con- 
cerning the purchase of copper 
wire for wiring purposes, because 
of reports from the field indicat- 
ing some confusion as to what 
constitutes “maintenance and re- 
pair.” WPB’s statement points 
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out that, “wiring of new homes, 
buildings, and garages, and most 
wiring extensions or additions are 
classified as ‘construction’ and 
are not maintenance or repair 
work, and the wire necessary 
cannot be obtained under CMP- 
9A.” 











OSS BOLTS and Lock 


Nuts have been provid- 
ing safety and security ‘on 
the industrial front, the as- 
sembly line, along the right- 
of-ways, and on the rolling 
stock of the country for more 
than a third of a céntury. 


BOSS makes a complete line 
of Standard Bolts, Nuts, Lag 
Screws—and the famous 
BOSS Lock Nuts. 
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ical products advanced—Ef- 
fective May 23, OPA issited the long- 
awaited” price increases, for manufac- 
turers, on basic steel products, intended 
“te permit steel companies to recover 
some of their increases in production 
eosts experienced since 1941.” These 
changes, amending Price Regulation 6, 
supplement the “interim” increases av- 
thorized Jan. 11 on five of the lines. 
Products advanced in January and fur- 


ther incréased by the May 23 action 


eres 

Bright nails and staples, raised 25 
cents Jan. 11, now up another 10 cents. 

. Galvanized sheets, roofing and siding, 
up 15 cents Jan. 11, advanced 5 cents 
further. 

Hot rolled carbon steel plates, 
raised 10 cents per 100 tbs; in January, 
now increased 5 cents further. 

Light steel rails, increased $3.00 per 
gross ton in January, now raised another 
$2.00 per ton. 

Lines not affected by the January in 
crease, but advanced May 23, are: 

Barbed wire and twisted barbless 
wire, up 10 cents per 100 lbs. 

Bale ties, up 35 cents per 100 lbs. 

Black and galvanized steel wire, up 
15 cents per 100 lbs. 

Track spikes, raised 25 cents per 100 
lbs. 

Carbon steel blooms, billets and bars, 
raised $2.00 per gross ton. 

Carbon steel rods, raised 15 cents per 
100 Ibs. ‘ 

Tube steel rounds and billets, ad- 
vanced $4.00 per gross ton. 

Tie plates raised $3.00 per net ton. 

Items advanced Jan. 11, and which 
are not now further advanced, are stan- 
dard steel rails and hot rolled carbon 
steel sheets. 

No price increases have been autho- 
rized, cither in January or now, on 
galvanized nails or staples, on fencing 
or fence posts, or on poultry netting. 
OPA has ruled that steel warehousemen 
and jobbers may pass along the net 
“cents” increases on nails and staples, 
steel wire, barbed and barbless wire, 
bale ties and galvanized and painted 
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roofing and siding. _Warehousemen are 
not permitted to pass along, and must 
themsel¥es absorb, all the other mill 
ceiling price increases. Early industry 
comment reveals disappointment at the 


_ “insufficiency” of the new steel price 


increases. Chairman W. E. Watson of 
OPA’s General Steel Products Advisory 
Committee, for example, states that the 
increases “fall far short of providing 
fair and equitable prices in the steel 
industry.” The advances, others claim, 
fail to gzecognize the heavy retroactive 
wage increases finposed on the industry 
by the War Labor Board, and do not 
take into consideration the coming 
cutbacks in steel production, nor the 
expected swing from the avowedly 
profitable war specialties, to the “bread 
and butter” normal trade items, pro- 
duced usually at a loss. 

. > > 

Roofing materials — Estab- 
lishment of uniform dollar-and-cent ceil- 
ing prices for 15 lb. asphalt saturated 
felt and tar saturated felt in rolls of 
324 sq. ft., was announced by OPA on 
May 18. The new ceilings for these 
roofing materials, in 324 sq. ft. rolls, 
f.o.b. shipping point, are $1.49 per roll 
less six per cent and five per cent in 
less-than-carload shipments, and $1.28 
per roll Jess five per cent in carload 
shipments. Previously sellers of these 
two roofing products in rolls of 324 sq. 
ft. were required to apply to OPA for 
special prices for the items in that size 
roll. The dollar-and-cent ceilings are 
being established for the convenience 
of both buyers and sellers. The War 
Production Board on March 5, 1945, 
added rolls of 324 square feet to the 
sizes of 15-pound saturated felt that 
could be manufactured, OPA said. 
Amendment No. 5 to Revised Price 
Schedule No. 45, Asphalt and Tarred 
Roofing Products, effective May 23, 
1945, made these provisions. 

** 

Surplus wrenches —A retail 
ceiling price of 44 cents each was re- 
cently established on double-open end 
engineer wrenches sold by the Navy 


Department for civilian use. On sales 
to retail dealers the ceiling price is 
22 cents each. These ceilings apply to 
15 degree angle wrenches, of tempered 
steel, with 54 x 9/16 in. head openings 
and weighing approximately five 
ounces. 
. e . 

Naval stores — Increases in 
some producers’ ceiling prices for pine 
tar, pine tar oil, pine oil, pine wood 
charcoal, turpentine, dipentine, pitch 
and similar products will be authorized, 
the OPA announced recently. All in- 
creases will be through individual ad- 
justments for those producers who are 
suffering hardships due to the present 
maximum prices. The pricing adjust- 
ment provision, effective May 28, 1945, 
will be added to the four regulations 
that currently regulate the maximum 
prices for one or more of these naval 
stores products. Supplies of virtually 
all the products covered are short and 
production increases are being sought 
by the War Production Board, OPA 
said. 

* 7. & 

Aluminum utensils — Ceiling 
prices for sales of aluminum cooking 
utensils by manufacturers who cannot 
price under existing regulations were 
established by OPA on May 18. Effec- 
tive May 19, 1945, such manufacturers 
are required to use as ceilings the 
prices quoted in the last price lists they 
published before March 31, 1942. In 
most cases this will mean that current 
ceilings will be held to 1941 prices, 
OPA said. The action is temporary, 
however, since new prices may be set at 
the completion of an industry study 
now under way, OPA said. Order No. 
3827. Under Section 1499.159b of Maxi- 
mum Price Regulation No, 188, Manu- 
facturers’ Maximum Prices for Specified 
Building Materials and Consumers’ 
Goods Other Than Apparel, effective 
May 19, 1945, made these provisions. 

** ¢ 

OPA pricing changes—Effec- 
tive May 19, OPA made certain revi- 
sions in Maximum Price Regulation 
188. To Order A-3, paragraph (e) (1) 
is added the following articles: 
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brushes, bicycle saddles, commercial 
fishing tackle, and logging tools. 
From the same paragraph is deleted the 
item of Brushes for industrial use. 
Another order,-under MPR 188, relates 
to the proper establishing of ceiling 
prices for the sale of aluminum cooking 
utensils by manufacturers who cannot 
price under existing regulations. Ef- 
fective May 23, OPA established uni- 
form dollar-and-cent ceiling prices for 
15-pound asphalt saturated felt and tar 
saturated felt in rolls of 324 sq ft. This 
pricing, in harmony with the earlier 
ceilings on other size rolls, was by 
amendment to price schedule 45. Effec- 
tive May 28, OPA amended several 
price regulations, to make way for in- 
creases in some producers’ ceiling 
prices for pine tar, pine tar oil, pine oil, 
pine wood charcoal, turpentine, pitch 
and similar products. ll increases 
will be through individual adjustments, 
on appeal to OPA, for those producers 
who are suffering hardships due to the 
present maximum prices. 
e * « 

Antimony — Because of the 
critical shortage of antimony, both 
metal and oxide, WPB has amended 
conservation order M-112, to require 
purchasers to certify as to their need 
for a particular type. Antimony metal 
and oxide are particularly critical as 
a result of use in flame-retarding paints 
and similar products. All users, there- 
fore, will be required to substitute the 
direct use of antimony ore for that of 
the refined metal or oxide, wherever 
possible. 

WPB and the War Manpower Com 


mission have collaborated in a very 
helpful announcement, namely that 
emall firms, whose employment will 


not exceed 100 workers, may now ob- 
tain materials without first seeking as- 
surance from the Manpower Commis- 
sion that labor is available. Hereto- 
fore, WPB had refused to allocate ma- 
terials without such prior assurance. 
Still, however, all WMC hiring regula- 
tions in effect in the area must be 
observed, to protect necessary war pro- 
duction. Also, under WPB (construc- 
tion) Order L-41, materials may be ob- 
tained for construction projects employ- 
ing no more than 25 workers without 
prior WMC clearance as to the labor 
involved. Here, too WMC hiring regu- 
lations in effect in the area still must 


be observed. 
am o . 


WPB’s radio plans — The 
pushing of the war against Japan will 
require, during the last six months of 
1945, some 79 per cent of the radio and 
radar equipment heretofore planned for 
a two-front war, but these requirements 
will be 18% per cent above the first 
quarter’s average production ate. 
Consequently, WPB proposes to wait, 
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PYRENE FOAM + ONE MAN 
Killing Oil and 
Gasoline Fires 


(2 ad simple 


1guct ting a ase 





Automatic, mechanical mixing of Pyrene ta 
Foam Compound, air and water is so per 
fectly engineered in the Pyrene PlayPipe that 
fire fighting with Pyrene Foam is as simple 
as using a fire hose. Positive extinguishment 
is certain because oxygen is cut off and 
flames smothered by Pyrene Foam in seconds. 

With the new Pyrene method, no time is 
lost in complicated preliminaries. One man 
does it! . . . Here’s all there is to it: Turn 
on water from hydrant or standpipe—-(salt 
water is just as effective). Pick up the Play- 
Pipe; put on KnopSack or HipPack contain- 
ing Pyrone Foam Compound; move to the 
fire; drop pick-up tube in the compound 
container and play foam on the fire. 400 to 
1200 gallons of foam a minute are laid 
down solidly on the fire. It's out at once 
and for keeps. 

Pyrene Foam and PlayPipe are as effective 
on outdoor as on indoor fires; and on solid 
embers as on volatile liquids, because after 
a fire in gasoline, oil or flammable liquids 
has been smothered in seconds with Pyrene 
Foam, by merely lifting the pick-up tube out 
of the container @ water stream ‘instantly 
replaces the foam, thus smoldering embers 
of adjacent fires are effectively handled. 

Pyrene PlayPipe and Foam Compound are 
listed by Underwriters’ Laboratories and 
approved by Factory Mutuals. 

Pyrene offers industry a plete line of 
fire extinguishers, for every hazard. Demon- 
strations and estimates without obligation. 


By the way: When did you last test 
the fire extingvishers in your home? 
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HOME GUARD 


(RSQ. U. 6. PAT. OFT.) 
wood trigger 
mouse trap 


McGILL METAL PRODUCTS CO. 
Marengo, Illinois 
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STERLING 


UT for the duration many mem- 
bers of this extensive line will 


not be seen on the home front. The 
facilities of our large modern plant 
ive first call to the war effort, and 
whateveravailable hard wareis allotted 
for civilian use will be fairly rationed 


to our many loyal dealers. 


We hope the day is comin}, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 


to serve a world at peace. 


We supgest using Government priority 
forms for all of your urgent hard- 


ware requirements. 


NATIONAL MANUFACTURING 
COMPANY 
+ + © ILLINOIS 
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before ‘authorizing even limited civilian 
radio production, until military require- 
ments f@ll below 90: per cent of the 
average “monthly delivery rate for the 
first quarter of 1945. At that time, it 
is expected that radio order L-265 will 
be revised, to permit unrestricted pro- 
duction of components, including tubes 
for replacement purposes and all end- 
equipment except that for entertainment 
purposes. Priority assistance would 
be given at this time to military and 
essential civilian requirements. WPB 
further plans that order L-265 will be 
completely revoked, when scheduled 
military requirements recede below 75 
per cent of the delivery rate for the 
first quarter of 1945. However, the 
two-band rating system would be con- 
tinued to asstire preference for mili- 
tary and highly essential civilian re- 
quiremepts over other civilian de- 
liveries, Because the making of parts 
is completed two or three months in 
advance”’of complete equipment de- 
liveries, the first revision and the final 
revocation @f L-265 would become ef- 
fective, in each instance, three months 
before the time when military require- 
ments are. scheduled to reach the 90 
per cent or 75 per cent reduced levels. 
* * * 

Containers and drums—Fiber 
containers and drums, steel drums and 
pails, amd wooden bexes and kegs have 


been placed by WPB on the “Produc- 
tion Urgency List,” entitling manufac- 
turers of these items to higher priori- 
ties for manpower when required to de- 
liver high-rated Government orders. 
The specific products thus added to the 
“Urgency List” are: Fiber drums; nail 
kegs, staves and headings; steel drums 
and pails and fiber shipping contain- 
ers. Also favored are manufacturers of 
wooden boxes (nailed, wire-bound and 
plywood) and veneer agricultural pack- 
ages, but only where labor is needed 
to insure the delivery of orders rated 
AA-2x or higher. .WPB reports that 
demands of the Army and Navy and 
essential industries for shipping con- 
tainers continue pressing, and are in- 
creasing rather than - diminishing. 
7 . * 

Potash scarcity —WPB pro- 
poses to cut allocations of potash for 
industrial uses, about 10 per cent, this 
quantity to be used instead for agri- 
cultural needs. In view of the limited 
world supplies, WPB is trying to avoid 
the necessity for the United States to 
export potash out of the Western 
Hemisphere. The potash producing 
facilities in Germany and France, are 
not expected to offer any exportable 
surplus this year or next. The German 
Kaiseroda mine, in which our army dis- 
covered hoards of gold bullion and 
stolen art treasures, is probably the 








Step-Up Tool Display Built Sales 


S ee & SON, Clinton, Iowa, 
has found that a well planned 
tool window invariably attracts cus- 
tomers, A _ recent display of this 
type, against a light colored back- 
ground on which the items stood out 
very prominently, proved the point. 
The tools displayed were not all 
laid on the flat floor of the window, 
but were placed at different levels 


throughout the area. A step-up dis- 
play arrangement was used and the 
tools were grouped both on it and 
around it. 

The tools shown were not new 
with the firm and had been in stock 
for several weeks. But the fact they 
were given ample window display 
space served to attract customers 
who wanted to buy there. 





This step-up display attracted passersby and tool sales followed 
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49c Seller Grabs 
{Big Profits S010 


apap OO 


IN CATCHING 
3-COLOR DISPLAYS 


Women will buy several of these amazing self- 
sudsing Cellulose Sponge SOAP BANKS at a 
time! Has so many uses they will need more 


than one—and it has a good mark-up on each 
sale. Just fill up inside pocket of Soap Bank 
with discarded soup scraps, moisten in warm 
water—then watch the wonderful foamy lather 
bubble through as it cleans. 
supply you. 


35c QUICK PROFIT-MAKER! 


Your jobber can 








Housewives are waiting to buy this Cellulose 
Sponge dish mop that washes wonderfully clean 
with rich, foamy lather, yet keeps hands dry. 
Gets at hard-to-reach spots easily. A real self- 
seller for everyday washing chores. Useful in 
100 ways for home, office, and factory as a 
cleaner, moistener, dauher. Your jobber ean 
supply you 


The celebrated Minute Mop & Drainer 
with Cellulose sponge mop head and 
metal drainers now has national distri- 
bution. A steady seller at $1.59. Your 
jobber can supply you. 


\ MINUTE MOP (0. 


‘. Ts 


13 E. 23 racer. 
snk RAwS CHICAGO 16 ILL. 
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largest potash mine in the world. From 
it, substantial quantities of potash were 
exported to the United States in pre- 
war years. A limiting factor in our 
possible early importation of potash 
from Germany or France, or elsewhere 
abroad will be the lack of internal 
transportation and labor over there. 


- * bal 


Aid for small manufacturers 
—On May 11, WPB announced a new 
priorities régulation, intended to aid 
smaller manufacturers, veterans and 
others wanting to establish new manu- 
facturing enterprises, and to give priori- 
ties assistance to manufacturers who 
need small amounts of materials for 
production. ‘Priorities Regulation 27 
gives manufacturers who produce less 
than $50,000 worth of their own prod- 
ucts per quarter (manufacturer’s sales 
price) a rating of AA-4 as an aid in 
obtaining needed ‘materials. It also 
gives them the right to place orders 
now, for delivery after July 1, of con- 
trolled materials (steel, copper and 
aluminum) through a deferred CMP 
allotment symbol (Z-3). The 
regulation does not apply to repair men. 
to persons engaged in service trades, 
nor those engaged in distribution, such 
as wholesalers and retailers. The AA-4 
rating and the Z-3 symbol cannot be 
used for the purchase of capital equip- 
ment, or maintenance, repair or oper- 
ating supplies, or paper and _ paper- 
board (Orders M-241 and M-378). Nor 
can this small-producer priorities as- 
sistance be used to purchase materials 
for inventory contrary to any WPB in- 
ventory restrictions, or to other WPB 
orders and regulations. 


new 


7. * * 

The “still-critical” list — 
While V-E Day speeded the easing or 
revoking of WPB controls on many 
items, some materials and products will 
continue in short supply... WPB has 
issued a large and impressive list of 
such items as are expected to remain 
“critical.” It says that the list is not 
in any sense either complete or “hard 
and fast.” Changes, still unpredictable, 
will probably alter the picture con- 
siderably in the coming months but the 
list is made public now, as an over-all 
guide for industry preparing for civilian 
production, Among the metals and 
minerals listed are: antimony, cad- 
mium, corundum, lead, platinum, tin, 
certain ferro-alloys, and certain grades 
of graphite, mica and tale. As to steel, 
copper and aluminum, certain con- 
trolled materials products will remain 
tight; for example, steel wire rope and 
tin mill products. Among miscellaneous 
items mentioned are: asbestos textiles, 
can enamels, carbon black, Cellophane, 
charcoal, containers, fats and oils, glues, 
certain hog bristles, kapok, leather, 
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Few electrical appliances in recent years 
have been received with’ such enthu- 
siastic approval as DUO-CHEF . . . 
the time-saving, step-saving automatic 
toaster with built-in tubular cooking 
unit. Ie TOASTS . .. It COOKS... 
It BREWS COFFEE. And it sl 
ordinary ‘style appeal. # 

No wonder dealers <vtiyililit are sav- 
ing a place for Duo-Chef! Write. for 
name of nearest distributor. 


MERIT-MADE PRODUCTS 
Merit-Made, Inc. 
33 Franklin Street 

Buffalo 2, N. Y. 





















Is your line complete 


with 





@ ROOF COATINGS @ ALUMINUM 


@ ASPHALT TILE PAINT 
CEMENT @ “DRIP-STOP” 

@ WATERPROOFING PIPE COATING 

@ MASTIC @ PROTEKTITE 
FLOORING INSULATION 


@ ASPHALT PAINT COATING 


Send for literature and prices. 









"Round 
Fast Movers 
with a Good Mark-up! © 











no} )eip EFFECTIVE IMMEDIA TELY 


New! A sure cure for 
condensation drip from cold water 
pipes. Pliable, cork-filled NoDrip 
Tape eliminates wet floors, makes 
idle space usable! 

Quick, Clean, Easy to Apply—No 
tools needed. Covers joints as well 
as straight pipes. 

At hardware, dept. stores, lumber- 
yards. Roll, enough for 7 feet of 


\%" pipe.... 
42. 


Higher weat of Rockies 
and Canada 





This is one of a series of adver- 
tisements on NoDrip Tape ap- 
pearing in SATURDAY EVENING POST, 
AMERICAN HOME, HOUSE BEAUTIFUL, 
BETTER HOMES & GARDENS, TIME, POPU- 
LAR MECHANICS, POPULAR SCIENCE, 
PARENTS’ MAGAZINE and other leading 
publications. 


All this national advertising di- 
rects buyers to you. Order 
through your jobber today. 


J. W. MORTELL CO. weferce. ii. 





lumber, maintenance, repair and oper- 
ating supplies, natural resins, Nylon, 
paper and paperboard, certain pig- 
ments (including white lead), rubber 
(including synthetic) and all textiles. 
Remaining critical also will be many 
chemicals, dyes, alcohols, solvents and 
plastics, as well as several insecticides 
and fungicides. 
. . >. 
Softwood plywood — Produc. 
tion, which was at the rate of 125,000,- 
000 sq. ft. per month during the first 
quarter of 1945, declined during April 
and May to a rate of 112,000,000 ft. per 
month, War Production Board officials 
said at the recent meeting of the Soft- 
wood Plywood Industry Advisory Com- 
mittee. Distributors’ inventories have 
also declined from 29,952,000 sq. ft. as 
of Jan., 1945, to 21,000,000 sq. ft. as of 
April, 1945, the committee was in- 
formed. In January, 1944, distributors 
inventories amounted to 83,000,000 sq. 
ft. 
a” . > 
Steel shipping contaimers— 
WPB has told industry members, that 
by present indications, Order L-197, re- 
stricting the delivery and use of new 
and used steel shipping drums and 
pails, will remain in effect for at least 
another 60 days. During that time 
a further study will be made to deter- 
mine whether sufficient steel and labor 
are available to permit revoking the 
order. For the present, the steel mills 
have many, and more urgent, calls for 
their sheet steel output. Makers of 
steel containers report to WPB that 
their manpower situation has improved 
considerably, since steel drums and 
pails were placed on the Nationa] Pro- 
duction Urgency List. 
. > . 
Moisture-resistant papers — 
WPB has decided to entrust to the 
manufacturers thé controls over the 
proper use and distribution of “special- 
ty” papers (including glassine, grease- 


proof and vegetable parchment), and 
has revoked Conservation Order M-286. 
Heretofore, the use of these protective 
wrapping papers was permitted only for 
keeping dry certain foods, tobacco and 
chemicals. Protection against grease. 
air, and moisture, flavor protection, in- 
sect protection and wet strength made 
these papers exceptionally valuable to 
the armed services, and their needs 
wil] still have first priority. 

> 7. * 

Paper and paperboard—WPB 
has announced several changes in ‘the 
requirements of order L-120, which con- 
trols standardization and simplification 
of paper and paperboard. The first 
amendment requires that the weight 
limits set out in the several schedules 
of the order determine the weights of 
new paper produced and used for con- 
verting purposes. Other changes affect 
paper and paperboard for use in com- 
mercial printing and book publishing, 
and permit the use of cover papers for 
other than making covers: 

. + * 

Open capacity list—A list of 
manufacturing plants with open ce 
pacity has been prepared by WPB’s 
Production Readjustment Committee as 
part of its plan to speed the placing of 
war contracts, and to retain for war pro- 
duction all labor needed for the war 
job. The list will be revised every two 
weeks, and information will be avai)- 
able in WPB district offices. The list 
indicates facilities and workers that 
may be available because of contract 
cutbacks and expiring contracts, so 
that now work can be guided to places 
in position to handle it. The list’ wil) 
include all plants where capacity avail- 
able is over 50,000 feet of space, or 
where more than 100 workers might be 
available. The actual placing of a 
contract with any one of these plants is 
of course subject to manpower clear- 
ances required by WPB, if the plant is 


in a Group I labor area, and is also sub- 








Masback Hdwe. Co. Issues VE-Day Streamer 
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FROM THIS INDEPENDENT RETAIL HARDWARE DEALER 


Wee? 





BOYS WHO WON IT — 


How (oti Fraish the fps 








Masback Hardware Co.. Inc., 326 Hudson St., New York City wholesalers. 

issued to subscribers of the Masback Catalog service, a VE-Day window 

streamer in three colors, red, white and blue. It depicts Uncle Sam shaking 

hands with a soldier, sailor and marine, and expresses thanks from the 
independent retail hardware dealer. 
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ject to the relative priority of other de- 
mands for the use of that capacity. 


Passenger car tires—WPB’s 
Rubber Bureau has released 500,000 
additional passenger-car tires to OPA 
for rationing during May, bringing the 
May total of tires for civilian replace- 
ment to 1,500,000. April allocations 
were 1,000,000, and March 1,600,000. 
(The Rubber Bureau promises every 
effort to manufacture as many passenger 
tires as possible, after the demands for 
military and essential civilian truck and 
bus tires have been met, but warns that 
there is still great need to conserve 
every tire now in service. The Rubber 
Director says that the number of cars 
on the road today is a tribute to the 
fine job dene by car owners, who have 
realized the necessity for getting every 
possible mile out of their tires. 


* . * - all 


Agricultural tool handles — 
For a long time deliveries of hand farm 
tools have been slowed by the manufac- 
turers’ inability to secure necggpaty 
handles. Large companies making steel 
goods and shovels have been forced to 
organize their own crews, to go into the 
woods to get out timber for handles. 
This has resulted in extremely high 
costs which have prevented their selling 
repair handles at prevailing ceiling 
prices. It is therefore seldom that 
extra handles are offered for sale, and 
this scarcity may be expected to con- 
tinue until labor shortages are eased 
in the timber areas. Makers of shorter 
hickory handles for carpenters’ tools, 
hatchets and hammers, report similar 
difficulties, but not so pressing as in 
the agricultural handle field 


7 . . 


Hardware order L-236—On 
May 19, WPB moved to speed up ac- 
tion on appeals from provisions of the 
hardware simplification order, L-236, 
ruling that appeals may now be filed 
directly with the War Production 
Board’s Building Materials Division in 
Washington, instead of routing via the 
nearest WPB field office. Schedule IV 
of Order L-236, covering tackle blocks, 
also was amended to permit the produc- 
tion of pressed steel shell blocks of 
specified types and sizes. Tackle block 
requirements, of which approximately 
90 per cent are military, are high, and 
the industry has a four-month backlog 
of unfilled orders, WPB says 


ial * * 


Protective coatings — Manuv- 


Dealers report: “Terrific profit-producer”, . 
“Sure-fire sales hit!"’...“‘Best bet of the 


. . .“Brings women into my store!" 


Never before a 


© SNAPS IN EASILY ... can’t fall out! 


Pe 
season!" 


“natural” like the 
new DUTCH Clothless Coffee Filter! 


The Medern PRACTICAL Clothless Filter 
© SPARKLING CHINA .. . virtually unbreakable! 
© SIMPLE, EFFICIENT... 












ne cloth or paper! 








new DUTCH filter. 


NOW! At no increase 
in price, every VACULA- 
TOR is equipped with the 






























Full-color 
DISPLAY-DISPENSERI 
* 

BACKED BY A GIANT 
ADVERTISING CAMPAIGN 
IN 18 NATIONAL MAGAZINES! 
* 
if you haven't gotten on this 
bandwagon, phone or wire 

your jobber NOW! 


HILL otAW CO., 311 N. Desplaines St., Chicago 6, Ill. Sales offices in principal cities 
WE CAN SUPPLY ALL THE DUTCH FILTERS YOU CAN SELL 








facturers who are planning to reconvert 
to civilian production may face a short | 
supply of suitable protective coatings, 
the Chemicals Bureau of the War Pro 
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MUSIC WIRE . 
: There are a thousand uses “% 
for this high grade high carbon ¥ 
steel wire. Precision drawn in complete 
range of sizes from .003” to .200” diam- 
eter. The Johnson colorful package makes 
attractive display as well as convertient han- 


dling. In 14 lb., 


Ib. and 1 Ib. units as well as 
weight coils. Are you taking ad- 


vantage of the steady business in this utility wire? 


JOHNS 


ee eee 


WORCESTER Il, 


AKRON 


MASSACHUSETTS 


CHICAGO 


ON STEEL & WIRE CO.INC. 


LOS ANGELES 















Show them SUPERSEAL 


GAS APPLIANCE CONNECTORS 
You make extra sales..... 
They make welcome savings 


? 





The Superseal Connector is a com- 
plete assembly of aluminum tubing, 
A.G.A. approved, and Grade A air fur- 
nace malleable Superseal fittings, Un- 
derwriters® Laboratories Approved for 
all hazardous gases. 

Long 10° tapered cone of the 

fitting assures a leak-proof 
seal. No shearing action when nut is 

Tubing bend can be made 
close to fitting. Connection can be 
made repeatedly without damage to 
tubing or fitting. 

Superseal Connectors are furnished 
with any combination of elbows, adap- 
ters, or shut-off valves required. Cata- 
log sheet gives complete description. 
Packed in all-over printed cartons; 
shipped in case lots. 


COLUMBIA MALLEABLE 
CASTINGS CORPORATION 


SUPERSEAL CONNECTOR DIVISION 
COLUMBIA, PA. 





TARPAULINS 


It will be a long time before farmers can replace barns and stor- 
age buildings. In the meantime they need to protect their crops 
Harvested feed grasses, such as alfalfa, 
clover, hay, etc., deteriorate when left to the mercy of rain and 
snow. Farmers should protect their crops and farm machinery 
stored on the outside with Fultex Waterproofed Tarpaulins. 


trom weather and dirt. 
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Well over 5,000,000 
cans of K-R-O have 
already been SOLD! 


K-R-O Ready-Mixed in Bis-Kit form 
and K-R-O Powder have sold in such 
astonishing volume because they kill 
rats or the customer gets his money 
back; because, being red-squill prod- 
ucts, they are safer than poison for 
use around humans, livestock, pets and 
poultry; and because they are sup- 
ported by consistent advertising, by 
far and away the largest pre-selling ef- 
fort being put behind any rat ex- 
terminator. 

So why stock just any rat-killer 
when it’s so profitable to handle the 
leader? Bis-Kit form sells at 35c. and 
$1, K-R-O Powder at 75c.—a 50% 
mark-up on your cost! When order- 
ing, call your wholesaler. The K-R-O 
Company, Springfield, Ohio. 


50% Mark-up! 


KILLS RATS 





ONLY 


SLAY | CALS 


Machine LY Cor CAs 


Covers for Crops 


duction Board emphasized _ recently, 
WPB warned that, though steel, copper, 
aluminum, motors, accessories, and al 
other necessary materials and part 
needed to complete contemplated ¢. 
vilian products may be available, ther 
may be a shortage of suitable organi 
coatings for painting the items at th 
end of the production line. Industria). 
type protective coatings are scarce be 
cause basic chemicals needed in their 
production are in heavy demand fo 
military and civilian requirements, such 
as explosives, aviation gasoline, insect 
repellents, synthetic rubber, plastics, 
drugs, paper, soap and textiles. Type 
of coatings in particularly short supply 
include light colored enamels and lac 
quers normally used for finishing pro- 
duction-line items where baking or 
forced drying is employed. 
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| 








Fulton Bag & Cotton Mills, established in 1870, also manutacture back 


bands, cotton twine, tarpaulins, truck covers, tents and other canvas items. 
WRITE "DEPT. H A‘ FOR INTERESTING DEALER PROPOSITION 


FULTON BAG & COTTON MILLS 


Monutocturers since 1870 


Atlante 


Minneapolis New York 


St. Louis 
New Orleans 


Dalias 
Kensas City, Ken. 


*- * * 


Chrome plated tubular fur- 
niture—For the remainder of 194% 
chromium plated tubular furniture for 
civilians is expected to be as scarce as 
hefore V-E day WPB reported recently 
after hearing a survey of the materials 


situation. 
* © * 


Book matches—Of a 
book match production of approxi- 
mately 2,500,000,000 books for the 
second quarter, approximately 2,000, 
000,000 books will be produced for ci- 
vilian use. Of that quantity, a minimum 
of 1.300,000,000 will be of the resale 
type. According to the trend prior “ 
the issuance of the directive, not more 
than 1,100,000,000 books of the resale 
type would have been produced for this 
period, indicating a gain of 2,000,000 
books of paper matches for free distri- 
bution for the second quarter, WPB 
said. 


total 


* * -* 


April construction contracts 
—Construction contract awards in the 
37 eastern states had a value of $395, 
798,000 during April, reports the F. W. 
Dodge Corp. This represented a sub- 
stantial gain of 20 per cent over the 
preceding month, and was the highest 
level of building activity to be attained 
since August, 1943. During the first 
four months of 1945, the value of con- 
tract awards, reported by Dodge, totaled 
$1,012,578,000, a gain of 55 per cent 
over the corresponding 1944 period. 








Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 128 
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CMP regulations — Further _, 


liberalization of Controlled Materials 
Plan regulations was effected by the 
War Production Board May 25 through 
amendments to CMP Regulation 1 and 
revocation of Direction 4 to CMP 
Regulation 9-A. CMP Regulation 1 
was amended to provide that -a manu- 
{acturer may exceed an authorized pro- 
duction schedule for a Class B product 
in a case where he has obtained the 
material for another purpose and it can 
no longer be used for that purpose. Re- 
vocation of Direction 4 to CMP regu- 
lation 9-A now permits a repairman to 
use the V-3 allotment symbol to obtain 
copper pipe or tubing and copper-base- 
alloy pipe and tubing without the 
former restriction to certain sizes and 
types. 
. a * 

Paint brushes—Revocation at 
this time of the simplification specifi- 
cations for painters’ brushes contained 
in, Conservation Order M-51 (Pigs’ 
and Hogs’ Bristles and Bristle Prod- 
ucts) was opposed by the Paint Brush 
Manufacturers’ Industry Advisory Com- 
mittee at a recent meeting WPB re- 
ported. Suggestions. for additional 
brushes that should be added to the 
brush list of Order M-51 were made by 
committee members, included’ glue, 
stencil, wall, sash and bakers’ grease 
brushes of specified bristle lengths. 
Philip H. Thayer, WPB’s Government 
Presiding Officer, explained to the com- 
mittee that the purpose of Order M-51 
should be to “keep a valve open” on all 
sizes of brushes in general demand, and 
that the Government would seek to ob- 
tain all available bristles from Chung- 
king, China, until such time as North 
China sources are again open. Pur- 
chases of long bristles from Chungking 
are satisfactory, Mr. Thayer said, and 
purchases of additional short bristles 
will now be sought. 


Correct Answers to 
Test Your Hardware 
Sense 
(Questions on page 102) 
1—Answer. Nine 80 rod spools of 


barbed wire will be required or a total 
of 720 rods. 


2—Answer. Value of the sale is $8. 


3—Answer. Two quarts of varnish 
will be required to cover the 300 sq. 
it. of floor space. 


4—Answer. (1) 8 per cent hearing; 
(2) 3.5 per cent smelling; (3) 86 per 
cent seeing; (4) 1 per cent tasting; 
(5) 1.5 per cent touch. 

5—Answer. The word “mat” is short 
for “matrix” meaning to mold. It is 
needed in the stereotyping process by 
which cuts for use in advertisements 
are obtained. 
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Precision-Machined Bob Float Valve 


Robert's new, brass bob float valve is precision-made for longer wear. It won't 
chatter, leak or drip. The actuating lever is adjustable to any water level. Remov- 
able plunger permits replacement of soft-rubber disk and leather cup-leather. 
Threaded outlet shank simplifies spray and splash control. Sizes—%",%" and 1” 
Immediate delivery! Jobber opportunities now open! 


ROBERT Manufacturing Company 


3417 Crenshaw Boulevard, Los Angeles 16, California 
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BULLDOZER... 
HAND SIZE 


Magor Shovels, like bulldozers, dig 
in and deliver the goods on the 
toughest construction and material, 
handling jobs. 

Magor Shovel blades are made of 
heat-treated steel which gives them 
both strength and flexibility and a 
special mormalizing process which 
gives the cutting edge maximum 
resistance to splitting and turning. 

When you recommend Magor 
Shovels you know your customers 
will recommend you. 


CAR CORPORATION 


SHOVE 


50 CHURCH ST.,N.Y. 7 








SHOVELS - SCOOPS > SPADES > SCRAPERS 
ea 
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And Still Available for Hardware Distribution 


BMC Pressure 
Lock Wrench 


Made by the Botnick Motor Corp., 36 
Wall St., Binghamton, N. Y., this pre- 
cision pressure lock wrench is a versa- 





tile all-purpose tool which can be 
operated with one hand. Less than 8 in. 
in length ‘and 12 oz., in weight, it can 
be carried easily in pocket or belt. Cali- 
brated scale and indicator show width 
of jaw opening, % in. maximum, and 
the handy adjusting nut is operated by 
thumb and finger of the hand holding 
the tool. Rugged steel jaws are parallel 
at any opening, and the gripping power 
ranges from feather-light pressure to 
more than one ton, depending on the 
adjustment. The grip can be held 
locked, when the hands are removed. 
Designed for use in the factory, garage, 
shop and the home. May be used as 
clamping material for welding, clamp- 
ing cables and guy wires, general pipe 
wrench, removing broken stud or screws, 
as a portable hand vise, ete. 


Talk-A-Phone 
HP-16 Power Booster 


HP-16 power booster is designed to 
enable the executive to have both his 
office and factory at-his fingertips with. 
out going through the central switch- 
board. It is capable of delivering a mini- 
mum of 15 watts voice range power. 
Booster will work with the majority of 
inter-communication systems, and some 
of the Talk-A-Phone models have been 
specially designed so that when HP-16 
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is used, it becomes an integral part of 
the system. Also provides paging facili- 
ties. Just press one of the buttons 
marked power, the booster is then in 
action, and the yoice goes into the fac- 
tory. Unit is made so that when the 
answer comes from the outlying station, 
the voice comes through at regular 
reduced office volume, Measures 6 by 
12 by 6% in. high. Equipped with on- 
off switch, pilot light indicator, and 
variable volume control. Units are con- 
nected to master station by four wires 
furnished with the booster. Operation 
is on 110 volts, AC, 60 cycles. Talk-A- 


Phone Mfg. Co., 1512 S. Pulaski Rd.. - 


Chicago 23, Ill. 


Venetian Blind 
Cleaner 


Developed especially for cleaning 
wood, metal or plastic venetian blinds. 
Has a synthetic solvent base whivh lifts 
the dirt and grease from the surface 
without rubbing or scrubbing. Will not 
harm or discolor the finest finish. Blinds 
can be cleaned without removing from 
window or taking apart. Cleaner is 
non-inflammable, and contains no 





coloring or objectionable odors. Jumbo 
can measures 9 in. high, and contains 
3 lbs. Merely..wipe on the cleaner, then 
wipe it off. Powers Products, 8101 S 
Ingleside Ave., Chicago 19, Il. 


Pioneer Steel 
Metal Tool Box 


Pioneer Steel Co., 311 West Ave., 33, 
Los Angeles 31, Cal., is making an all- 
purpose metal tool box. Rugged box 





has a rich green baked enamel finish 
and is 16 by 7 by 6% in. in size. Has 
a quick-locking, removable, nine divi- 
sion tray compartment arrangement, 
with easy lift recessed end grips. De 
signed with a recessed handle on top 
for easy storing or sliding under work 
bench. Pioneer K-16 box is equipped 
with a wear resistant catch, lock and 
hasp. 


Hillerich & Bradsby 
Slugger Year Book 


1945 Slugger Year Book, published 
by Hillerich & Bradsby Co., Louisville, 
Ky., is filled with baseball facts and 
articles. Has pictures and batting tips 
of some of the game’s greatest hitters, 
all-time batting records, and the story 
of the Louisville Slegger from its birth 
through its present wartime service. 
Features an article by Tris Speaker, 
entitled, “Thoughts on Batting.” Com- 
pany also released the newest edition 
of the Official Softball Rules, which is 
supplemented by neat articles on bat- 
ting and pictures and records of the 
1944 National Softball Championship 
Slugger Year Book is available at five 
cents per copy to cover mailing cost. 
and the rule book for 10 cents a copy 
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...ano, AHEAD OF TIME! ~~~ 
THE NEW H&R SPORTER .22 AUTOMATIC RIFLE! 


Here at last is the gun sportsmen have 
been waiting for! Born of war — this 
new Sporter Model 165 embodies the 
balance, accuracy, and dependability of 


a a, * 








tract and please customers — selling at 
a low cost for such exceptional high 
quality. Remember, in selling H&R guns 
you are selling quality. Limited quanti- 











© the H&R Marine Corps training rifle. ties of the new H&R Sporter Model 165 
Truly, the Sportsman's Dream, this new ready for shipment now! 
Pao H&R .22 caliber automatic rifle will at- 
el : el —2 
ity Arms 
Since 1871 HARRINGTON & RICHARDSON ARMS CO. 





MASS. 


335 PARK AVE., WORCESTER 2, 


THE HILL-BILLY BOYS 





















THEY’RE PROFIT-MAKERS, TOO... 


These appealing Hill-Billy Boys ... in carved walnut originals. See your jobber. 
their eye-catching red, white, and brown assortTMENTS — You'll want complete 
counter display box . . . are fast-selling, details, too, on popular Multicraft Sales- 
profitable favorites that you can feature Winner Assortments: No. 50... consist- 
all year-round for gifts, prizes, and decor- __ ing of 2 each of 12 numbers; and No. 100 

ative home use. They average 4%” in ...a grouping of 1 each of 12 numbers. 
height; are faithful reproductions of hand- They’re balanced selections...sales-proved! 


MULTI PRODUCTS, INC. 
1914 S, WESTERN AVE., CHICAGO 8, ILL. 


225 FIFTH AVE., NEW YORK CITY 
ROOM 1558, MERCHANDISE MART, CHICAGO 
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GO-WEST 


INSECT 


Kills 


CUTWORMS. 
SNAILS, SLUGS, GRASSHOPPERS, EAR- 
WIGS, many WEEVILS and other in- 
sects. A true bait—not a dust or spray. 
Made from ripe sweet apples. Insects 
love it—they eat it—they die. Long 
used by professionals. A great item 
for Victory Gardeners. If your jobber 
cannot supply. write direct. 


AGRICULTURAL .¢i#4e. 
LABORATORIES ani 


Incorporated 





1119 Chesapeake Ave. Columbus 8, Ohie 











Cole Hot Blast Space Heaters have Na- 
tional Consumer Acceptance, Finest Con- 
struction, and Special New Patented 
Features. 
Economically and attractively priced to 
compete favorably with all space heaters 
on the market today. Write now for new 
catalog illustrated in full colors. 
Manufecturers of 
GAS-OIL-COAL-WOOD HEATERS 
GAS-OIL FIRED FLOOR FURNACES 


WRITE FOR® WRITE Ban WE SERVE THE 
CATALOG | MPPereee ENTIRE USA. 


Cole Hot Blast 







Manufacturing Company 


08 20 WEST siGT STREET > 1 











its 


Rain-Beau Line 
Coiler 


Rain-Beau fly casting line coiler of 


crystal cleareplastic, comes wound with. 


Rain-Beau line. _ With this plastic line 


| coiler, a pencil or twig serves as a free 


| of 70 deg. F. or higher. 


| says the maker. 








axle. Back on the coiler, a slight twist 
and the cover of the coiler is off. Now 
it can be bound together at three points 
so the coil of line will hold its shape. 
Slip the wet line off the coiler posts, 
and when it is dry, coil is dropped over 
the posts and the bindings removed. 
Replace the cover and the line is ready 


to be wound on the reel. Rain-Beau | 
Products, Canton, Mass. 
Satineze, Cleans 
Linoleum 
Satineze designed to clean, protect 


and preserve linoleum, may also be used 
for Venetian blinds, ceramic, terrazzo 
and marble tile, wooden doors, screens 
and drawers may. be prevented from 
warping, swelling and sticking by apply- 
ing two saturation coats with a paint 
brush according to the maker. Satineze 
should be applied to clean, dry, lino- 
leum. Merely take two clean cloths, 
saturate one with Satineze, rub it over 
the linoleum, wipe dry with other cloth. 
Must be applied at floor temperatures 
Makes colors 
brighter, imparts a satin finish, can be 
walked on immediately after ‘treatment, 
and is not slippery when wiped dry, 
Monon Resins & 
Chemicals, Inc., 323 S. Franklin St., 
Chicago, Tl. 


| Blot-X Jars Have 
| Inner Filma-Seals 


As a protection against evaporation 
in stock, all Blot-X jars of wall paper 
cleaner are now equipped with inner 
Filma-Seals in addition to the tight- 
fitting screw cap. Filma-Seal is a 
transparent but tough air-tight sheet 
completely covering the mouth of the 
jar under the cap. Protects the clean- 
ing agent from deterioration until it is 
loosened, no matter how long it is. 
Blot-X is designed to remove grease and 
oil spots from wall paper. Merely 
spread it on, let it dry, and wipe it off. 
The Blotex Co., 124 S. Broadmoor 
Blvd., Springfield, Ohio. 














SCREW HYDRAULIC 


Jacks 


Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 


GUNSHINE: 
cHAMOIS 


MADE IN U.S.A 


ASK YOUR JGBB.ER 
POR OUR EXTRA VALUE 
SEWED PIECE CHAMOIS 
HOYT & WORTHEN TANNINC CORP 
HAVERHILL MASS 


caver 


COOK’ S 
SUPER VALUE 
NAIL CLIPPER 


Due to the war, 

Bi eer aa 
r. . 

are unavailable. 


A COMPLETE LINE 


V7 4th Riscacsi 
4 
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REPAIR PARTS 


ltes0ten 


WRITE TO 





a 22 NW 8 “"Ave Miami Fla 
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THEY PULL—CLINCH—HOLD 
The outstanding fastener for making, repairing 
screens. garden furniture. frames etc. 
nmenre Now FROM YOUR jOBrER 
SUPERIOR FASTENER CORPORATION 
2949 Elton Ave. Chicege (18), M. 
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WHATS NEW 


AND STIL AVAMLABLE FOR HAROWARE DISTRIBUTION 





Draft Korektor 
Model 906-B 


The Cole-Sullivan Engineering Co., 
Minneapolis, Minn., has designed a new 
model, 906-B Draft Korektor, primarily 





for water heaters. It has a special tee 
with adjustable opening into the top. 
Opening allows for convenient lighting 
and inspection of water heaters. Tee 
can be furnished for either 6 by 5 in. 
or 6 by 6 in. Has a large and unre- 
stricted draft opening, close fitting 
blade swinging on knife edge, non- 
clogging pivots, and convenient outside 
draft adjustment. 


Columbia Recording 
Displays-Magazine 


Columbia Recording Corp., 1473 Bar- 
num Ave., Bridgeport 8, Conn., has a 
new display service which brings 
monthly to dealers, a set of plans for 
a Columbia display window and a pic- 
ture of the window as it will appear 
when properly arranged. The company 
is also issuing a 12-page monthly publi- 
cation printed in two colors, Each issue 
contains an artist tour schedule time 
table, which appears two weeks in ad- 
vance of appearance dates, giving deal- 
ers an opportunity to tie-in with per- 
sonal appearances. Promotion News 
section includes details of tour promo- 
tions already arranged as well as de- 
scribing new promotion ideas that 
stores in the U. S. have used to ad- 
vantage. Fully illustrated, the last page 
of the booklet is devoted to news of 
recording artists, under a section called 
Roundup. 


Westinghouse Film 
On Servicemen 


Westinghouse Electric & Mfg. Co., 
200 E. Fifth Ave., Mansfield, Ohio, has 
released a new Conservice film, “It All 
Adds Up,” which is a talking picture 
in color. It is a demonstration of how 
service calls should be made, and how 
they should not be made. Also it 
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teaches service men how to create good 
consumer relations. Picture follows a 
new service man starting on outside 
service calls, and being shown the ropes 
by an old timer. They make calls on 
users and perform service on a range, 
washer, roaster, Laundromat, refrigerator 
and water heater. After several boners 
are pulled by the young appliance ser- 
vicer, he learns through experience and 
tips from the older service man, how to 
be a diplomat as well as a good service 
man. Film points out the methods 
used to organize service calls, and 
handle them expertly and efficiently. 


Folder on Ideal 
Elec. Soldering Tools 


Printed in red, black and white, this 
folder shows a large illustration of the 
master soldering set, with all of its at- 
tachments along side. Has pictures of 
particular uses to which the tools can 
be put, and also illustrations of the 
Midget size Thermo-Grip set, the Giant 
size power unit, for use with No. 5 
master set attachments, and heavy duty 
pliers for large soldering jobs. Each 
tool is described and its specifications 
included. Also the uses for which it is 
intended are given. Graph shows the 
time it takes the No. 5 “Thermo-Grip” 
plier attachment to heat to a high tem- 
perature. Also has information on the 
electric marker, which is used like a 
pencil on steel, iron, lead, glass, etc., 
and the electric etcher for use on parts, 
tools, fixtures, jigs, ete. Ideal Commu- 
tator Dresser Co., 1292 Park Ave., 
Sycamore, III. 


1945 Edition Truck 
Maintenance Booklet 


Published by The Studebaker Corp., 
Truck Division, South Bend 27, Ind., 
this booklet of maintenance information 
for the delivery truck operator, contains 
48 pages. Back part of the book has 
a complete alphabetical index, a list of 
commodity weights, and a table of all 
types of weights and measures. Some 
of the topic heads are: general infor- 
mation and corrective measures, cooling 
system, cleaning the crankcase, how and 
when to lubricate your truck, informa- 
tion on causes of truck tire wear, the 
do’s and don’ts of changing tires, rec- 
ommended air pressures, proper load- 
ing, how to drive more efficiently and 
economically, diagnosing truck trouble, 
etc. Latter section occupies 16 pages 
of the book and goes into detail on de- 
ficiencies and bad performances of the 
truck, with their descriptions, causes, 
and tests. Many black and white illus- 
trations make the points clearer. 
































WORCESTER, MASSACHUSETTS 


WHEN HE 
RETURNS... 


Are you going to let 
him down with a lot of 
worn out Tools??.... 
Give him the same reliable 





Watpoen Worcester 
WRENCHES that he used over 
there ... Our Automotive 
WRENCHES, TOOLS and 
BOXES are the proud posses- 
sions of many mechanics. 
They are the tops in quality . . 
Your Jobber has them. 





Send for Catalog No. 141 
illustroting a full line of 
WRENCHES for Radio, Air- 
craft and Automotive Tools. 


WORCESTER 


WRENCHES ag 


STEVENS WALDEN, INC. 






468 SHREWSBURY STREET 
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paIRY 
No. 60 


For the dairy farmer 
who requires accu- 
rate milk production 
records. Saves money 
by weeding out non- 
producing cows. Ex- 
tra adjustable indi- 
cator can be set to 
deduct weight of 
milk pail. Large, easi- 
ly read graduations 
of one tenth pound 
simplifies computa- 
tion. Dimensions 8” 
x 2” x 17”. Heavy SCAL 
construction assures 
years of reliable 
service. List $5.00 


See your jebber 
>. 


HAMSOM 

COMPAMY 
525 N. Ada $? 
Chicago 22, iil 


SIE ELGRID Prompt deliveries 


al 


ARMETREONG- BRAT 








both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 


perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable. Made 


in 6 sizes. 


STERLGRIP Belt Lacing is applied 
with a hammer. Comes in 11 sizes, 
in standard hoxes, handy packages 
or long lengths for wide conveyor 


belts. Have 2-plece hinged rocker 


pina, 

Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 

Write for Catalog 

ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Nerthwest Highway, Chicege 30, U.S.A. 
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WHATS few 


AND STILL AVA/LABLE FOR HARDWARE DISTRIBUTION 


, 





Bruno Expansive 
Bit For Hand Braces 


Expansive bit, designed specifically 
for use in hand braces to cut holes in 
wood. Center lip which cuts away the 








core at the center of the hole, extends 
back to form a clamp which holds the 
adjustable blade at the diameter set. 
Clamp is locked tight) by means of a 
screw. Screw point is diamond shaped, 
and is very finely threaded. This fea- 
ture helps pull the bit through the 
wood, requiring light pressure to cut 
quickly and cleanly. Threads differ on 
the two models to correspond to the 
capacity of each tool. Large open throat 
keeps the cutters clean of chips. Center 
lip of cutter is removable which makes 
the replacement of all parts simple. 
Bits are equipped with two blade 
models, which are forged from high 
grade carbon tool steel. Long blade, 
8% in., cuts all diameters from 144 in. 
to 3% in., and the short blade, 7 in. 
cuts holes from % in. to 1% in. Both 
are packed in individual illustrated 
boxes with complete instructions for 
operation and blade sharpening. Bruno 
Tools, 9330 Santa Monica Blvd.. Beverly 
Hills, Cal. 


Majestic Steel 
Stoker Furnace 


Designed to accept any make or type 
of domestic stoker, the steel furnace has 
special “Conduvectors” or radial fins in 
the crown of the primary unit which 
provide added square feet of radiating 
surface. Furnace is constructed of 
durable boiler-plate steel, with electri- 
cally welded Jeak-proof joints. Casing 
of the stoker furance is constructed 
with interchangeable panels so that the 
stoker may be installed on either side 
of the furnace. Stoker feeds the coal 
into the furnace so that the fire is con- 
centrated in the large, deep fire bowl. 
Built-in 12 gal. clinker can holds a 
large amount of clinkers, and seldom 
needs to be emptied. Can simply slides 
out, and sloping door affords easy access 
to all parts of the fire bowl. Fire bowl 
is made of high quality fire-brick, and 
keeps blaze in central portion of burn- 
ing area, away from the steel sides of 
the stoker furnace. Steel stoker fur- 
nace is available in either the deluxe 
casing, featuring a red finish and 
chrome trim, or in the round casing. 
The Majestic Co., Huntington, Ind. 
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The Chicago “V”-Belt 
Palley Display 


will help 
You 
make Sales 


A $15.00 
Value 
for Only 
$7.20 


tisk Your Jobber About— 


the No. 50 Display Board. A 
complete assortment of 24 pul- 
leys in 12 popular sizes ranging 
from 144” up to 5” in diameters. 

All pulleys are for “A” belts 
and come in %4” and 5%” bores. 

The Display Board is finished 
in red, white and blue and has 
space in the rear for additional 


sizes. 
Mfr'd by 


CHICAGO DIE CASTING MFG. CO. 














2507. W. Monroe St., CHGO. 12, ILL. 
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KITCHENEERING ACHIEVEMENTS 


MANUFACTURING COMPANY 
KANSAS CITY MISSOURI 
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Hand Stapling 
Machine 


The Burgess Fastening Co., 1220 West 
9th St.,. Cleveland, Ohio, has designed 
a plunger type two hand stapling ma- 
chine, with jam control mechanism. 
Wide nose permits quick unclogging of 
the machine without taking it apart. 
Soft rubber sponge pad protects oper- 
ator’s hands. May be used for tacking 
linings in freight cars, tagging boxes, 
crates and barrels, tacking waterproof 
paper on export shell cases. Available 
with both shade and screen attach- 
ments. 


Transparent Plastic 


Card Holder 

Plastic Division of the Hollywood 
Athletic Co., 211 E. 7th St., Los An- 
geles, Cal., is making a transparent 





card holder for labeling indexed stor- 
age items. Designed so that when tacked 


in place beneath containers, index 
cards will slide in or out from the top. 
Card holders are 2% by 3% in. and 
give clear visibility and protection from 
dirt to index cards within. 


“History” of. 
Bicycle Brakes 


Pocket-size booklet published by the 
New Departure division, General 
Motors, Bristol; Conn., entitled, “Ped- 
dler’. Progress,” or “They Went to a Lot 
of Trouble to Give Their Bikes a 
Brake.” Written in an amusing vein, 
the booklet was inspired by an exhi- 
bition of old-time bicycling sketches. 
Printed in two colors, it depicts the 
interesting, and often ludicrous at- 
tempts of early inventors to improve 
bicycle braking methods. Contains 
pages of authentic old sketches, wood- 
cut-style vignettes and a short humor- 
ous narrative, presenting comprehensive 
chronology of the subject from 1866 to 
the present day. 








Latest News on 


PRIORITIES 


and 
WAR-TIME ORDERS 
on page 128 
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Yes, this is your White Coon 
_ post-war Toaster. It’s not 


~ available now but—it’s ready) 


for the market, breathtaking 
with streamlined beauty and 
startling funttional refine- 
ments — all EXCLUSIVELY 
White Cross!... Your V-Day 
plans should include White 
Cross Kitchen Appliances: the 
line that has 54 years of 
**know-how’’ .designed into 


‘every detail, § § “$ “6 


POP-UP TOASTERS + WAFFLE IRONS AND SAND- 
WICH TOASTERS + THERMOSTATIC FLAT IRONS - 
HOT PLATES + COFFEE VACS 
SOLD THROUGH LEADING JOBBERS EVERYWHERE 


i 


NATIONAL STAMPING & ELECTRIC WORKS 
3212-HA WEST LAKE ST., CHICAGO 24, ILL. 
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ILLBRON 
MINUM PAI 


_ ALY, 


UALITY stands guard 

when you use or spec- 
ify ILBRONZE PRODUCTS. 
For over half a century 
ILLBRONZE has been prov- 
ing to millions of users that 
the best is always the 
cheapest. We have only 
one aim —to produce the finest in protective coatings. ILLBRONZE costs you no 
more than ord’nary finishes — because ILLBRONZE quality is the truest economy! 


ILLINOIS BRONZE POWDER CO., INC. 





ALUMINUM & BRONZE POWDERS - ALUMINUM PASTE - 


re 
NTS 


Dept.6N 2015-29 South Clark St., Chicago 16 


INDUSTRIAL & AUTOMOTIVE LACQUERS and SYNTHETICS 

















LINE-UP 
PROFITS 
AND 


SALES 


LINE-UP 
OF 
FULLER 




















$950 Wood $839 Amber § $249 Mar-Proof 
TOOLS Chisels. 25¢ each Handle Wood § Amber Head Mal- $X877 Assortment of 24 
Retail. Natural Chisels. 50¢ — lets. 49¢ each Re- Screw Drivers, 10¢-35¢ 
7 Hardwood han- each Retail. Full tail. Genuine Hick- each Retail. Unbreak- 
dle with steel beveled — extra 9 ory handles. Solid able amber handles. 
utt. A.M Fs sharp edges. amber tips. Too! steel blades. 
ed, sharp edges. 




















$106 Assortment 
of 2 doz Solid 
Grip Steel Butt 
Screw Drivers 
Ce mah 

5 I 
wood handies. Tool 
steel blades. 





— 















FULLER TOOL CO., 207 West 25 St., New York 1 


me. ¥. 





SALES OFFICES: 
E. Fuller, 16 Hudson St., New York 13, 
Lynn- +3 Associates, 219 No. Jefferson St., Calcage, - M. M. 
Hardware Agency Co., 8? Broad Street, Boston Mass. § 


Dovis, 6724 No. Smedley St., ladelphia 
Sanford Bros., Mocksville, No. aenton 


Fuller Tool Co., bsg ata gy he Montreal 


26, Pa. 
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Take a 
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Consider 
beauty § 
be had t 
complete 
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plan. 
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GLAD RAG Silver Polishing Cloth 


#2 and £7 


Take a peek at Heller’s Post War Fixtures. Ultra GLAD RAG Furniture Dust Cloth 


modern—Beautiful—Complete. Here are better fix- f'4 and #11 


pak tah ‘greeny “Oy GLAD RAG Auto Wiping Cloth 


Consider seriously improving your store now for extra be ae 

beauty and extra post war sales. Fixtures can rv ‘ #15 

oy TN acs P GLAD RAG Window Wiping Cloth 
iil ie! 46 

pam ar wore" desaner ig GLAD RAG Woodwork Wiping Cloth 


will suggest floor plan and 
@xture improvements you can , ; Pal) 
now make. This is an ideal 
time to prepare for the fu- . 
ture. Consult us at once. " 5 

. y 8 PROD 


W. C. HELLER & CO. 
6745- Bryant St. 
Montpelier, Ohio 

380 Hudson St., Dept. 6745 
New York, N. Y. 























EVAPORATIVE 
AIR COOLERS 


With the complete UTILITY 
line of air cooling, ventilating and 
heating equipment, you will have 
profitable sales all through the year. 
Let us show you the advantages of 
handling all these appliances from 


one dependable source. 


7 
' 
i 
: 
} 


es og COBEN COE ONT Ne a a 8 UNE os 


Fan Type apis 
CIRCULATING HEATERS FORCED AIR FURNACES Be 





ben cemneessesane 
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A 
ALL KINDS — FOR ALL PURPOSES! 


No matter what your require- 
ments may be . . . washers of 
any size or shape, any mate- 
rial or finish, in any quantity 
-«.we can supply or make what 
you want. Over 22,000 sets 
of dies available for produc- 
ing standard and special sizes. 
Our facilities are at 
your service. 


WROUGHT WASHER MFG. CO. 


WORLD’S LARGEST PRODUCER OF WASHERS 
2218 3. BAY STREET © MILWAUKEE 7, WISCONSIN 








HYDRO-TE 







| 
No. 565 
WATERPROOF © WASHABLE ¢ —_GREASEPROOF 


Easily cleaned in lukewarm suds. Many attractive and solorful desiens 
on white background. individually packaged in smart gift bexes. 


Per dez..... ..$14.40 
Many other items. Write for Catalog Sheet. 


HYDRO-TEX CORPORATION 
564 West Adams St. Chicago 6, Ill. 

























DRAIN UNSTOPPER A LIVELY 
PROFIT-UPPER FOR THE DEALER 


Because anyone with a Plumbers’ 
Enemy can easily and quickly clear 
stopped drains that normally require 
the services of a plumber, this highly 
practical device fills a long-felt want. 
It utilizes the force of water from the 
faucet to free drains in a moment— 
safely and without mess. Stock The 
Plumbers’ Enemy for immediate and 
continued sales. The selling price is 
$3.50, with very profitable trade dis- 
counts. Your Jobber has it in stock. 














NDLE 


The Name That Means DEPENDABILITY! 


| Honesty of product isn’t enough. To us, a reputation 
for dependability means going all the way in seeing that 
our customers get those products when they want them 
and at the lowest prices efficient manufacturing makes 
possible. 

Try Hindley first. Sub- 
ject to current restrictions 
we're going “all out” in 
our efforts to supply Wire 
Hardware, Cotter Pins, 
Plumbers’ Specialties, 
Flat Spring Keys, Riveted 
Keys, etc. 

Send for Our 
Latest Catalog 
& 











HINDLEY MFG. CO., 60 JOHN ST., VALLEY FALLS, R. | 
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WIRE GOODS 
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1! 
CALORE {2 
BEHIND THIS DOOR 


* SORRY we can’t talze you through this door and 
}), 2% ict you in on the p!ans we’re making for the post- 
, = war period. But we can tell you this much—a3 
soon as conditions permit, USALITE will come for- 
= ward with scads cf original ideas. Our big job is 

still supplying America’s Armed Forces with 
sure, dependable USALITE Flashlights and Bat- 
teries. When we have finished this assignment, 
our experience and “l:now-how” will be turned 
over to our after-the-war line . . . a line of Flash- 
lights and Batteries you can count 
on to meet your most critical de- 
mands for quality, performance. 


SWIVEL. 
HEAD 
AN EX- 
CLUSIVE 
USALITE 
PATENT 
NO. SW-22 









NO 


FLASHLIGHTS BATTERIES 


UNITED STATES ELECTRIC MFG. CORP. Factory and Exec. Off.: New York 11, N.Y. Branch Cff.: Chicago7, Ill. 














"FITLER NO. 1 
TREATED JUTE ROPE 


is made from the best quality Jute 
Fiber obtainable. It is lubricated 
against internal friction and treat- 
ed for water-repellency, rot and 
mildew. 


Equal in tensile —— and in all other respects to any similar 
ute Rope manufactured. 


THE EDWIN H. FITLER CO. 


Manufacturers of Quality Rope for Over a Century 
Established 1804 MAIN OFFICE, PHILADELPHIA, PA. 
New York Chicago St.lovis tesAngeles Sanfrancisco Portland 







































| How much REPAIR ‘WELDING 


GOES ON IN YOUR TRADE AREA? 


Today arc welding is being used around homes, farms, garages, 
etc., for the repair and maintenance of all kinds of metal parts. 
It is depended upon as never before to keep what they have in 
service. Now, instead of losing time in waiting for replacements, 
welding is used to rebuild and hard surface . . . getting the 
article back on the job in a matter of hours .. . and at ‘far less 
cost than new parts. 


P&H provides welding electrodes 
for all repair and maintenance 
welding requirements — for use 
on any job... any make of P&H also bullds a complete line 
welder . . . any kind of metal. of AC and DC are welders 





General Offices: 4616 West National Ave., Milwaukee 14, Wis. 









Canadian Distribution: The Canadian Fairbanks-Morse Co., Ltd. 
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HOUSEWIVES WOULD RATHER 


HAVE THIS THAN THIS! 
PY \7 ‘Se & Hi P| 
























buying Sinclair 
Register Shields 
for all the reoms 







nd DRAPERIES 





are KEPT CLEAN with 
*gphave These handsome regis. 
(ay ter shields filter the 
Si REGISTER SHIELDS smudge and dirt from 
i y= || cas’ cco * the hot air heating sys- 
oe ii Sie tem, saving the walls 





and drapes—and giving 
cleaner air to breathe. 


Wall and floor models 
fit any size of register. 
Easily attached. Hand. 
somely finished frames 
with special - treated 
washable filters, 


They sell on sight—e 
good mark up. Displays 
available. 

Send for Folders 
and Price List Now! 


SINCLAIR INDUSTRIES, INC. SxoADwAY Ar cass 








Weld Customers 


to you with the 


“INVISIBLE CLAMP” 





The invisible clamp . . . Weldwood Plastic Resin Glue . 
holds customers to you as completely and firmly as it welds 
their woods. 

The reason is simple: Once your customers. discover how 
fast-setting, and economical this cold-applied Weldwood 


Glue is... 
... how its stubborn grip resists bacteria, moisture and 
decay... 
... how its plastic bond never fails to make a glue-line 
stronger than the wood itself... 
... they'll come back to you-again and again, for more and 
more of this high-profit item. 

Ask your jobber for fast-selling Weldwood Glue, or send 
the coupon below. All of its convenient, habit-forming sizes 
are packed with profits — 10¢, 25¢ and 50¢ cans — attrac- 
tively packaged in display cartons for counter and shelf. Also 
in 1, 5, 10 and 25 Ibs. cans 


Here's Strong Sales Helps for Dealers: 


1. Sales-producing packages and display cartons. 

2. Counter or Window Displays that make your customers 
stop and buy. 

3. Circulars in four colors packed in every carton. Additional 
quantities, imprinted with your name and address, available 
upon request. 

4. Consistent national advertising in the magazines that 
consumer giue-users read. 


“Makes the 
give line 
the SAFETY line” 


WELDWOOD 


WATERPROOF GLUE 


(——— ee eee ee —_--—-- - ee —-----4 


UNITED STATES PLYWOOD CORPORATION, Industrial Adhesives | 





1 
! Division, Dept. 210 

! 35 Wese 44th Street 
New York 18, N. ¥ 
l 
! 





Name 


Please send literature, prices 
1ddress 





1 
! 
l 
discounts, samples and informa ! 
tion on WELDWOOD GLUE ! 
dealer plan— My jobber is 7 











BOMBING MISSIONS MEAN WORK 





TRACE MARK REG 





FOR (BERNGRD ) PLIERS 






Member of the ground crew 
elt excess arming wire 
from a lb. bomb. 

Fuses at the end of deadly bombs ore held in © ste 

the arming wire when they are put in the plane's bombs bay. 
Bernard cutting pliers are used to cut off excess arming 
When the bomb falls the arming wire remains with the plone, the 
aad vane unwinds and the bomb is then ready to eaplode on 
contact, 


With thousands of tons of bombs being dropped dai 

installations, it is no wonder that civition Sete oncas MATa 
pliers must be curtailed. All the more reason too, for | owners 
of these splendid tools to treat them carefully and if oe 


damaged, to have them repaired. 


Note to dealers: R 
are available. eee, Sage n Cornered live 


THE WM. SCHOLLHORN COMPANY 


PB. O. BOX 1944, NEW HAVEN, CONNECTICUT 




















MOLLY CORPORATION 


NOT a 


HARDWARE AGE 
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ea >) >> ae 
WAX APPLICATORS 


Because of volume sales this new low 





price is possible. It’s the fastest selling 
applicator retailers have ever stocked. 












Our Famous 
Se Alo Still $ 
"| Priced to 


Retail at 











SUPPLY CO. 


137 FEDERAL ST., BOSTON 10, MASS. 
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ekeep us in mind 


We're planning a better 
line of Arcade hardwere, 
tools, and toys that we be- 
lieve you will like. Essen- 
tial war work is our job 


now. 


ARCADE MFG. CO. 
1201 SHAWNEE STREET 
FREEPORT, ILL. 





























ARCADE 


ii 





HARDWARE & TOOLS 
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- weight, double thick in- 


Bey Braun 


AMERICA’S FINEST TABLE MATS 








There’s a neatness about 
each Betty Brewer 
Table Mat that pleases 
every homemaker. Each 
is a streamlined, light 


sulated mat that gives 
utmost table protection. 





Betty Brewer mats are 
decorative, easy to pick 
up, because of their pro- 
jecting tops, and come 
in sizes best adapted to 
today’s dinnerware. 


All Betty Brewer Mats 
are washable—some are 
reversible. All are avail- 
able in beautiful gift 
boxes. Popular prices — 
good profit margin. At 
your jobbers. 





Coolcrest No. 82-1-IVORY 


At present it requires 4 months for delivery of orders. 


CHAS. A. BREWER & SONS 


6320 S. Harvard Ave., Chicago 21, Ill. 





We Packed 89,582,726 Packages of Food for the Armed Services in 
1944. We’ll pack many millions more in 1945, 


acd, er: 
PBR S52) 
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For PATCHING, 
MENDING, REPAIRING 


USE 


TEHR-GREEZE 


Fabric Cement 


A tough, versatile adhesive with a 
thousand uses in the home, in the 
repair shop and on the farm. 
Works equally well on clothing, 
binder and combine canvases, can- 
vas goods, belts, grain bags, sacks, 
burlap bags, leather goods and 
many other materials. 


EASY TO USE 


Just spread a thin coating with a paddle or knife, press 
pieces firmly together and allow to dry. They will not 
peel or tear. 





WATERPROOF 


Tebr-Greeze will not loosen even when washed. Avail- 
able in conveniently sized containers. Write for trade 
Prices. 


VAL-A COMPANY 


Manufacturers of RUSTOFF 
700 W. Root Chicago 9, Ill. 











NOKORODE SOLDERING PASTE 


Will flux all metals except Alum num. 
Takes the place of acid in all soiwering 
jebs. Absolutely non-corrosive, safe as 
resin and rapid as acid. Not affected by 
heat and does not spatter. The solder will 
not turn dark after using, and the work has high 
tensile strength. 


NOKORODE SOLDERING SALTS 


Eliminates the use of corrosive soldering acid and is 
the remedy for all soldering troubles—makes perfect, 
lasting and non-corrosive joints wherever used. Ex- 
tensively used by plumbers, tinsmiths and leading 
manufacturers in all lines. Highly economical, and 
has no disagreeable fumes while under heat—will not 
burn the operator’s hands or clothing. 


NOKORODE SOLDERING FLUID 


Like Nokorode Salts, eliminates the use of corrosive 

soldering acid . . . ready for instant use. Packed in 

one and five gallon containers, also in steel drums 

equipped with faucets containing approximately 55 
ns. 


ALSO MANUFACTURERS OF SOLDERS 
CORE SOLDERS, NOKORODE, IDEAL ACID, CEM 


RESIN SOLDERS. ALSO MANUFACTURED IN 
PLAIN STRING AND BAR FORM. 


THE M. W. DUNTON COMPANY 
67 EDDY STREET 
PROVIDENCE RHODE ISLAND, U. s. A 
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NO NEED 
TO CUT... .® R 











When You #7 ¢ 
SELL @ 4 


ROGERS Glu. 


Despite war-caused shortages, the equitable distribu- 
tion through Hardware Jobbers of Rogers Famous 
Fish Glue to you independent retailers has kept stocks 
at reasonable wartime levels. No retailer has ever 
needed to cut prices on Rogers Famous Fish Glue to 
meet chain store or other competition. Backed by fair 

rices, our national advertising, in your 
interest, takes the “compete” out of com- 
petition! Ask your Jobber. 


[The Glie With the 





















MASS. 


GLOUCESTER, 








Why? Because I am the handiest spot remover on the 
market. I whisk spots away like magic with my built-in 
BRUSH TOP. I’m spill-proof and explosion-proof too. 
Folks say my VACUTOP applicator is a honey. They’re 
right. Why waste time just flirting with the idea of 
handling me? Mail your order today. 5 oz. household 
size, dealers price, $2.00 per doz. 


SAFEWAY CHEMICAL COMPANY 
6920 Lorain Avenue . Cleveland 2, Ohio 





HARDWARE AGE 


mo kom ek A. 
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7 OF EVERY 10 “wm RAYFLEX BLADE 


EVERSHARP — EFFICIENT 
CUSTOMERS ore Potential Prospects 4 "CEX!BLE — UNBREAKABLE 
for RAYFLEX Lawn Mower Blades! 











A LAWN MOWER WILL . . 





* Push 100% Easier 
* Give a Uniform, Lg FE ow 
Every lawn mower, of the general removable * Promote Healthier bh of Turf : 
* Stay Ever Sharp, a, Flexible Blade Action the asking. For an 


bed-knife type, now in use will push with the 
greatest of ease, shave the grass cleaner, and 
promote healthier growth of turf, IF IT IS 
EQUIPPED WITH A RAYFLEX BLADE 
era EVERSHARP, EFFICIENT, FLEX- 
IBLE, AND UNBREAKABLE. 


National 








Colorful, 


will 








and Sectional Advertising is wy 
building an immense consumer demand, and 
gratified customers are promoting a wide 
spread sales volume. 


Y Prices. 


FLEX-BLADE 











Only, our Electrical Flash-On Display, with 
Literature, will be sent to you, without charge. 


Startling, Arresting, our display 
bring new customers to your store— 
and every RAYFLEX customer brings three 
new RAYFLEX customers. 


; Write us today, and ask about the Display, 
Liberal Discounts, and Literature. 


324 West 70th St., 





FLASH. 


4 The RAYFLEX Message 


FREE: Electrical Flash-On Display and at- 
tractive Advertising Literature—almost 


for 
order of 3 Dozen Blades 


WORKS, Dept. H 
New York 23, N. Y. 

















istribu- 

Famous 

“yen PROFITABLE HARDWARE STORE ITEMS 
by fal | A rn, 

yf | | TORCHES and FIRE POTS || | =) Susie oom 


WATERPROOFING 
Ftaning s Binder Canvas 


Tents Tarpauins Canoes stuceo, tile, 


crete, 
ments, 
cement walks, 
plastered walls. 





s 
iidew 


Preserves 
Strengthens Stoos 
Takes Canves Solt.and Photle 


Sh 


WRITE FOR CATALOG tote +a 
(Wartime Issue) SHINE BETTER. 


Wahlen mapa, 1 








Priority requirements and 








delivery information. 


CELLTITE Damproofing water- 

proofs, preserves stone, 
brick, 
plaster, wood, plastics, base- 
silos, gymnasiums, 
driveways, 


EASILY APPLIED— 
LONG LIFE 
RAIN SHED gy eng 
shoes, leather, 
SHOES 


MAKES 
SHUE SOLES LAST LANG- 
ER 


eon- 








A 
“auxr 








“ALL THREE EXCELLENT 
ITEMS"’*—LIQUID WAX 
SHEPS LIQUID SADDLE SOAP 























Mfg. by 














a Cleaner and preservative 
ele for me, Shee, 

, + leather jackets, o' 

MODEL 22A FIRE POT HEO leather hie 
“A very conven’ prac- 

i WATER tical on 
Unsurpassed melting speed. Starts | "4 muy Pe. paca Ban oon 
easily, burns perfectly in any weather. | proofs heavy duty leatber 
° exposed to weather—work 
An experience-proven tool for long shoes, boots, savidies. Used 
. of by farmers, miners, factory 
years of service. workers. 

"A SUPERIOR 

C&L products are sold through the jobber. Le Suots proouct™ 
a Sold by jobbers everywhere 

a oy Inquire of salesmen. 


NEATSLENE COMPANY, Omaha 

















Sturdy, All-Purpose, High-Capacity, Portable 

MANCO Cutters will save time and cut costs 
on many production and maintenance jobs. 

For cutting rods, bands, cable, wire, chain, 

strap. Precision bulit with hardened steel 

Jaws. All parts designed with large safety fac- 

tor for long, dependable service. 
e ‘a , Designed in center cut, close cut and angle 
he * — cut styles. 


in Gihibe Pn J Sold only on priorities today. Write for cat- 
oO. ahi -— alog and prices! 

ie ; , 

of 

ld 


BRADLEY, 


JUNE 7, 1945 








errr MANGO MFG 


ILLINOIS 





genni ys 


Outstanding Production 
of the Tools of War 


a 


CO. 








More PROFITS in CONGRESS PULLEYS 


3 Color Display. 19” 2 18". Holds 
: pulleys. One minute Effective. 


Sye-catahing. Ties we “cith eationalty 
Special 50 Pulley Assortment 


Carefully selected. Includes 
a 5 te 5°. Rapid 
jpsastien. 


ally, boxed 


Retail Value ..... $26.40 
Your Cost 
Your egg 11.40 


(List prices on 
Shipping welght, St ihe) 


Order from Jobber 
(Name of nearest jobber om request) 


CONGRESS DIE CASTING DIV. 
Congress Tool & Die Co. Est. 1914 
Detroit 12, Michiges 








27 west peeuber 
tureever. Gus- 
Each pulley individs- 


above asvertment, $44.08. 


SEED FILTER CO. 


Seeco Scrapers 





are available again! 


DEALERS: Order thru your Jobber at once. 
JOBBERS: Write or wire for prices and sample. 


e FREEPORT, N. Y. 
































FOLD-AWAY 
CARD TABLE 
or 


e ve aly a'faches 
HIS clever new convenience for card players Sane om 
© Easily seared in 


is the biggest selling, fastest moving game 

table in leading stores everywhere. Porta-Poker Eo wooing. ~4 
is the all-purpose portable playtable for small foot diameter ... 
apartment, den or recreation room. This is a new, @ Green felt play- 
improved model. Attractively finished, substanti- ot ae Pail 
ally made, sturdy leg construction. Nothing to tip noldere for 
loosen or wear out. May be sold with complete SS = 
satisfaction. For year-’round profits, it will pay you eMahogany- 
to feature Porta-Poker! LIST PRICE $34.50. — acohol- 
Dealer price 1 to 5, $23.00 each . . . 6 or more, mess 
$20.70 each, F.O.B. Shipping weight 44 Ibs. 





MASON- WILLIAMS CO. DEPT. H-7 663M. Wells St, CHICAGO 10, L- | 


World's Largest pea of Portable Game Tables 

















Gleaming finish . . . multi- 
ple twist . . . perfectly 
straight selvage . . . 
even mesh. Identi- 
fied by the fa- 
mous, colorful 


Rooster label. 








GE WRIGHT wie co 


WORCESTER: MASS. 

















No. 555. Made of hard 
drawn 3%" hexagonal alu- 
minum tubing, 3" long, nickel 
ag hooks, weight each !/, 


No. 555, packed 12 to dis- 
y box, weight per doz. 9 oz. 
ist price, each. ..... 50 cts. 


E.A.STEVENS LEVEL CO., NEWTON FALLS, OHIO 


STEVENS 


Line & Surface Levels 


The demand for these popular 
levels is so great that deliveries have 
sometimes been delayed. Deliveries 
on our Line Levels, 30 days and 
Torpedo Levels require about 90 
days. We are making every effort 
to shorten this time and thank the 
trade for their patient cooperation 
during these trying war days. 








No. 600. Made with half hard 

sheet aluminum. 3” long. 

Weight each !/2 oz. No. 600 

wrapped 12 to package, 

weight per doz. 9 oz. 

List price, each...... 50 cts. 
Please be sure and order by 








HARDWARE AGE 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 


A PROFITABLE FAST-SELLING 


i ola 
ITEM FOR HARDWARE HARDER V2 


DEPARTMENT AND CHAIN STORES HOME LOCKER 


FILTO-KLEEN for 7 COMPARE HARDER- 


Ltt years has met with FREEZ and see why 
K outstanding success pe pt > Gal ae 
LTO in hardware and its kind! 12 cubie-foot 
houseware departments. Colorful capacity. Temperature 
/ff | \ moulded plastic. Rustproof. Fits any control. 25% more insu- 
\ faucet. Instantly purifies drinking lation. OKAY Plate Coil. 
water and makes it crystal clear. nme ae Avail- 
FILTO-KLEEN filter Not to be confused with an ordinary Fi os 4s, 
bere i eat py wire strainer. r TYLER FIXTURE 
atts Dept. H-6, Niles, Michigan. 


(Adapter on smooth THE FILTER-KLEEN MFG. CO. | K Rush data on HARDERFrees. 


faucets, extra.) 
Refill pads, 6 doz. 50¢. 314-322 Chelsea St., Everett 49, Mass. 


Edges Won't 
Curl nor Split 


—because their: blades 


> are made of TEM-CROSS 
I q Ingersoll Process Steel. 
e . oraa © give = la- 
ng, r - 
PUSH-LESS HANGERS ¢ PUSH-PINS terlocking, | mash-grain struc. 
edge keenness and to resist 
When you sell one—sell both. Double your curling and splitting. Write for 


sales and profits. Preferred since 1900 for ode 
INGERSOLL SHOVELS 
“A Borg-Warner Product” 
Address Dept. H.A. 


MOORE PUSH-PIN COMPANY © Sveace (900 ; INGERSOLL STEEL & DISC DIVISION 
113-25 Berkley Street, Philadelphia 44, Penna Borg-Warner Corporation, New Castle, Ind. 


every pin-up or hang-up need. 


THE NAME SILVER LAKE STAMPED ON EVERY 
@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


LOWER PRICED GRADES 
EDDYSTONE 
PELHAM 

Ga NUCORD 


Mill 4 tanc he * 
SILVER LAKE C0. as 99 le Pa pro BENCAL 


JUNE 7, 1945 








CLASSIFIED 


MANUFACTURERS’ AGENT, ESTAB. 
LISHED SEVEN YEARS t 
a ; EA Selling, to Hardware 


ress Box K-132, care of HaroWake Ace, 
100 East 42nd St., New York 17, N. Y. ‘ 


- LINE WANTED—BY ESTACLISHED 
AGENT for Hardware Dealers, Supply Storer, 
Building Supplies, Lumber Yards, Electric Supply 
Stores, General Wholesale Sup; pply Stores, South 
East. We have the Dealers—We are Producing 
Now—We need one good Quality Line. Straight 
Commission, Address Box K-84, care of Hanp- 
wane Age, 100 East 42nd St., New York 17, N.Y. 

WANTED HARDWARE STORE by a Re- 
liable Party, an Old Established Business pre- 
ferred, information such as Inventory, Sales, 
Specialties desirable, state full price. Will con- 
sider buying ze if owned and is neces 
sary for the sale of business and can be financed. 
Address Box K-122, care of | oe Acr, 100 
East 42nd St., New York 17, N. 

FOR SALE HARDWARE, NU TOMOBITE. 
FARM IMPLEMENT AND SERVICE BUSI. 
NESS. Did one $115,000 in Sales in 1944. 
Books open for inspection. Modern —e 98 

















OPPORTUNITIES 


WANTED—BY MANUFACTURERS’ 
AGENT, Lines Hardware, ics, 
Lawnmowers, u A . 


cummissiun 
cover the Wholesale aud Ketail tiardware, De 
Dartment, Furniture, Appliance, Variety, Toy and 
Farm Supply Leaiers. Display Rooms. HARDEE 
COMPANY, Box 1703, Mississippi. 


SECTION 
AGGRESSIVE DAPORGENSATIVE, CALL 
ING ON JOBBERS and Larger Ketail Hard- 
ware Stores in North Central States can 
justice to one more line. two estab- 
lished manufacturers for several years. Refer. 
ences from present factories and trade. 
contacts with Builders’ Hardware Buyers. Ad- 
dress Box K-127, care of Harpware Acg, 100 
East 42nd St., New York 17, N. Y. 


ee 











EXPERIENCED SALESMAN AVAILABLE 
FOR SUUTHEASTERN STATES—Well ac- 
quainted with hardware buyers and sales 
organizations in this section. Experienced hard- 
ware man trained in Promotion and mer- 
chandising. Have represented national corpora- 
tion in this territory for many years. Prefer 
established manufacturer's line sold through hard- 
ware jobbers. Address Box K-115, care of Haagp- 
ware Ace, 100 East 42nd St., New York 17, N.Y. 


WANTED—One or Two More Good Hard- 
ware Lines for Minnesota, Iowa, Wisconsin and 
the Dakotas, or any part. Straight commission 
basis. Same location for past fifteen years. Our 
office is your branch office. Sporting Goods Divi- 
sion Northland Sports Sales. Hardware Division, 
Northland Sales, 331 Palace Bldg., Minneapolis, 
Mi 











MANUFACTURERS’ REPRESENTATIVE 
REGULARLY COVERING NEW ENGLAND 
for eigh years on Hardware, Paint, Depart- 





= 112 like new, located in Central 
Address Box K-125, care of Harpware yo 100 
East 42nd ne St aa York 17, N. Y. 

SALESME on the HARDWARE, 
HOUSEFUNNISHING and PAINT JOBBERS 
line of paint and varnish 
Commission. 
Statement of availability required. Address Box 
K-136, care of Harnowang Ace, 100 East 42nd 
St.. New York 17, N. Y. 

LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE Ta Experienced 

a Dun and Pinackanes rated . 
Plan for Post War now. Address Perkins Sales 
Co., 610 Newbury Street, Boston 15. Mass. 

FOR SALE—Large Quantity BOLTS—NUTS 
—SCKEWS, in Bulk at Tremendens Savings. 
Wilmo Supply Co., 191 Main St, Orange, N. J. 

EXPERIENCED RUI! DERS’ HARDWARE 
SPECIALTY SALESMAN desires Connection 
with manufacturer or manufacturer’s agent who 
are looking to the future. age 38. Prefer Metro- 
politan New York, Eastern Pennsylvania and 
Connecticut Territory. Best of references. Ad- 
dress Box K-104, care of Haroware Acr, 100 
East 42nd Street. New York 17. N. Y. 

SALES REPRESENTATIVE WANTED 
COMMISSION RASIS covering Middic West 
calling on Hardware and Agricultural [mplement. 
Shoe Finding end Faeence Trade to Sell 
Leather Relting. Ronnd Reltine, Suvplies. ete.. 
as side line or full time representation. Stgte- 
ment of availability required. Address nx 
K-133, care of Tlannware Ace, 100 East 42nd 
St.. New York 17. N. Y¥, 

WASTED 
EXPERIENCED BUILDERS HAROWARE MAN 
capable of taking off and figuring all types of johe 
and selling to Architects and Contractors. Represent 
one of the “Rig Four’ Rrands. Aeresatve Concern 
well established in the heilders hardware business. 
Lorated tn Large Southeastern City 'n center of im- 
portant post-war develonment. Gord future for the 
right man. Give age and experience. Reply treated 
strictly confidential, 

Address rerly te Box K-123. care of noagunns 

AGE, 100 East 42nd St., New York 17. N 


























ment and Chain Stores wants Additional line. 
Plan for Post-War. Address Box K-131, care 
of Hanpware Acz, 100 East 42nd St., New York 
197, RY. 

THREE SALES REPRESENTATIVES 
WANTED—For the following territories: One 
for Chicago and Middlewest, one for Southeastern 
States, and one for Southwestern States, calling 
on Hardware, Paint and Department Stores. 
Established Manufacturer of Household Cements 
and Adhesives—Commission. Magic Iron Cement 
cemeeny, 7324 Wade Park Ave., Cleveland 3, 

io. 

MANUFACTURER HARDWARE ANP AU- 
TOMOTIVE PRODUCTS seeks Sales Represen- 
tation in United States and Canada ae 
Inquiries especially invited from manufactu 
representatives just starting and without ~ a 
Give full information on background, training. 
experience, territory. lines now represented and 
other information of interest. Address Box K-129, 
care of Harpware Acz, 100 ees 42nd St., New 
York 17, N. Y. 











BAMBOO PLANT STAKES 


Complete Range of Sizes 
Ready for Prompt Delivery 
Write for Price List 


McHUTCHISON & CO. 
95 Chambers Street, New York 7, N. Y. 








ATTENTION MANUFACTURERS 
o13 wholesale dis- 
tributor selling to retull a stores, mines, 
industrial plants In Western Conada desires to add 
new lines for present and post-war distribution com- 
prising general hardware, tools, cutlery. china and 
glassware, household utensils am! appiiarces, sporting 
goxls, plumbing and hedting goods, auto accessories, 
electrical supplies and furniture. Address corre- 


” wy 
. ASHDOWN yg t+ ag § co., LIMITED 
___ i ___ 





ni 
THE J. 
epartment 37, Winnl 








Statement of arailahility required 





BRUY 

knives, lighters, toys, games, hobhy/model 
goods, fonntain pens, novelties, leather 
goods, school eupplies, other qnick-selling 
goods where America’s top hardware stores 
bay—from RIOLEM COMPANY. Large 
stocks, powerfully advertised, bring good 
business to yon. Write us today! 


RIOLEM COMPANY 
Riclem Buliding, New Rochelle, N. Y. 


HOUSEWARES BUYER WANTED 


Large Pacific ‘Coast Ilariware Wholesaler 
wants Man experienced in Wholesale or Retail 
Housewares Buying. l’ermanent position. Op- 
portunity for man with merchandising ability 
in expending market. 

Statement of availability required. 
Address Geu K-119. care of HARDWARE AGE 

100 East 42nd St.. New York 17, N. Y. 














HARD LINES DIVISIONAL MERCHANDISE MANAGER 


Topflight Man with Successful Record to Supervise 
Tlardware and Housewares; Major and Small Elec- 
trical Appliances; Rporting Goods, Luxgage, Pictures, 
Mirrors, China. Glas«ware. Wallpanrer, Paints, —_ 
Qos ls—Developing Outstanding Departments. Salary 

wt ibility and Kesults. Give 
Complete Details in First Letter. Statement of 
availability required. 

THE STROUSS-HIRSHBERG 
YOUNGSTOWN, CHIO 








SALESMAN WANTED—OLD_ ESTAB- 
LISHED FIRM FACTORY AGENTS has Ex- 
clusive Choice Territory for Reliable Salesman. 
Experienced in furniture, housewares, and toys. 
Specify territory, lines carried, references, per- 
sonal history. Statement of availability po Pow 
Address Box K-123, care of Harpware AGz, 
100 East 42nd St., New York 17, N. Y. 

BIG COMMISSION PRUPOSITION TO 
SALESMEN Calling on Retail selling our 








Mark 
Building, Kochenter 4, Ni. ¥. Statement of avail- 
avility reyuired. 

UHIO AND WESTERN NEW YORK 
STATE Representative now calling on Hardware 
and Appliance Jobbers, Furniture and Hardware 
Dealers desires one Additional Good Line on 
commission basis. Excellent references and sales 
record. Address Box K-121, care of Harpware 
Ace, 100 East 42nd St., New York 17, N. Y. 

WELL RATED AUTO PARTS Lg ery 
Wishes to Add Wholesale Lines of Small Hard- 
ware, Fishing Tackle, Sporting Goods, Bicycles 
and Bicycle Parts for present and post-war dis 
tribution. Territory Eastern Kentucky and West 
Virginia. Address Box K-134, care of HAxDWaRzE 
Ace, 100 East 42nd St., New York 17, N. Y. 

WANTED: LINES ANY ITEM that is 
Salable, to Hardware, & Electric Stores. 
We stock and have a live going Organization 
my 4 plenty of selling and distril.uting. 
C & N Sales Company, 817 Poydras Street, New 
Orleans 13, Louisiana. 

ATTENTION MANUFACTURERS OF 
MAJOR APPLIANCES. Organization finan- 
cially set-up to purchase over $300,000 per year 
wants Exelusive Distribution for Florida and 
Georgia. Address Box K-124, care of Harpwars 
Acz, 100 East 42nd St., New York 17, N. Y. 

WESTERN JOBBER AND DIRECT TO 
CONSUMER ORGANIZATION interested in 
Specialty Items or New Products particularly in 
the Hardware, Farm, Household or Building Con- 
struction Specialty Lines, Write Consumers 
Supply Co., 501 W. Santa Clara St., San Jose. 
California. 

LONG ESTABLISHED FACTORY REPRE- 
SENTATIVE Looking for an Additi-nal Line, 
Rocky Mountain Territory, would like to sel? 
Jobbers and Retailers on Commission. Address 
Box K-135, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 























ATTENTION, TOOL BUYERS CONTEMPLATING 
A VISIT TO NEW YORK CITY. Mail Orders Given 
Prompt Attention. No Priorities Needed. National! 
Known Rrands in Stork, PLIERS—Lineman. Diagonal, 


et and Geittest tist, 
rber, Distributor 
Park Place, New York 7, N.Y. 


MILL SECONDS 
(NO PRIORITY) 
Lo Cups. Black. Guarinteed Serviceable, Complete 
ith 24” Serewed Har — Handle, iy Packaged. 
4" — 709 Subjec 
sh — 80¢ = ~~ = 
5 — 80¢ dez. Sale 
P.O.R, Philadelphia 
Freight allowed he By a a 
ps Account to 
L. S. BLUMENTHAL-—OIsT. 
638 Banner Ave. Brooklyn 24, N. Y. 

















BUYERS 
ADVERTISING MANAGER 
With Jobber, Chain Store or Department Store ex- 
Derienre in iterdware, Housewares, Farm and Acri- 
cultural Rupplies. Must be y seasoned with 
broad Give complete ietalis as t© age, 
ezperienre, and previous employers and lines 
purchased, Starting salary. Strictly 
FUTURE UNLIMITED 
Address Bex K-126, care of HAROWARE AGE 
100 East 42nd St., New York 17, N. Y. 





Statement of availability required 


lished—Reliable— Aggressive 


Selling Agents 
ANCO CORPORATION, Pittsburgh, Pa. 
Branch Offices 
New York - Philadelphia - Detroit - Chicago - Cleveland - Louisville 
Covering all classes of jobbers. We will carry the 
accounts or you can bill direct. 
Write for farther information ond references. 




















Distribution—Present and Postwar U 
Estab’ 








ACTURERS—ARE YOU REPRESENTED 

IM THE HAWAIIAN ISLANDS? 
Financially Reeponsible Panraies will 
Coverage Outlets. 
Guarantee stort Minimum. git Accepted 

Will Not be Competitive to Other Lines. 
PACIFIC SALES FACTORS 
Box 931, Honoluls 8, T.H. 











ESTABLISHED EXPORT CONCERN 


With Special Department for Hardware. and 
Household Goods and World-Wide Sales Con- 
tacts is looking for Some Additional All 
payments are made in New York. 
Address Box K-130, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











MANUFACTURERS WANTING 
HIGH GRADE REPRESENTATION 
By a Concern Which Knows How to Get 


CLINE AND 
25 Years in the Traae 


the ‘Business Will Do Well to Write Us. | 
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HARDWARE AGE 








JUN 











YOUR REQUIREMENTS IN 
MARINE AND CONTRACTOR’S EQUIPMENT 
PROMPTLY SHIPPED FROM STOCK 


NSS ASAAAN 
ASVELAAAKVW 


wartime restrictions on building construction 
nave pur neavy emphasis on neglected floor re- 
pairs, so there will be a big demand for rent: 
sanders when they are released. You can be one 
of the first to reap big profits with a new Lincoln 
rental sander if you acf now. Simply send us 
your name and requirements to be listed for prior 
delivery once restrictions are lifted. 


THE LINCOLN SPEEDOLITE 
Sturdy, light-weight, fast-cutting. The 7-inch drum surfaces right up to the 
quorter- canes, Adjustable handle. Vacuum bog picks up all dust and grit. 
se aE THE LINCOLN DUSTLESS DISC SANDER 


Easy to operate and sturdily constructed. Its light- 
weight makes it a favorite with renters. Self-contained 
headlite for surfacing dark corners. 


. ACT NOW! Ask us to register your name for prior 
delivery. Write— 














GOODWIN-STANLEY CORPORATION 


101 West 31st St OODWIN. V-CYTANLEY PROMPT 


NEW YORK 1, N.Y ATTENTION TO 
Poones PEnn 6-S407-8-9 00D “WERVICE mai onvers 


World’s manufacturer of the most complete line of floor maintenance: equipment. 


SOUTHINGTON 


a SCREWS; ’ ia 
For Wood or ys: 


Since 1867 the name Southington. has stood for 
dependable value in hardware. Southington 
Wood Screws, Drive Screws and Sheet Metal 
Serews are in constant demand because of their 
superior quality. All standard sizes with vari- 
ous stvles of heads in the most called for types. 
? Send for Catalog which illustrates and describes 

For 65 years, Porter Cutters have been almost che entiog Mac. 
self-selling. Performance has persisted in adding , 

> Government restrictions prevent us filling orders 
luster to the name. Today, a given Porter Cutter eck biked Wikies. “Our Country fSrst”—you 
is recognized as the preferred tool for the pur- endeveandt 


pose for which it was engineered. 
H. K. PORTER, INC., EVERETT 49, MASS. | THE SOUTHINGTON 
HDWE.MFG.COMPANY 
nsx SOUTHINGTON, CONN. 
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I'll Be Back When My 
Bigger Job Is Done 


ya fen GIRL will be back agoin— 
when copper is available for cleon- 


ZN 








Z 
F 

















g ing use. In the meantime, don't 
Zl | forget her. Your customers won't. 
a After the war, housewives 
Wi Seater cas hen 
CHORE GIRL ave. 
METAL TEXTILE CORPORATION 


Orange Nn. J. 








NOTE TO MANUFACTURERS: 


GOOD PRODUCT OR 
LINE WANTED NOW 


for sales to hardware, implement 
and allied fields 


jahiiched lentil 











Competent, well ly experi- 
enced In Western markets, wants items preterably ing soles 
appeal to to both city a and farm A. LA ict as oF ne 


Coverage 





in California, Gna Sctiaoten, Nevada and 
Address Dept. HA-5 


BURKLYN COMPANY 
3429 Glendale Boulevard + Los Angeles 26, Calif. 








If you’re a city fel- 
ler you don’t bios 
how a leech stiches 
— but if you’ve ever 

to the “ole 
swimmin’ hole’’— 
you know how a 
leech sticks. 


FLUID CEMENT 


REG. U. S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have more all around uses than any 
other cementon the market. Attractively packed and 
carded in sales-compelling displays —carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 243-C Hutchinson,Ks. 





















& FLOORS - CREATE QUIET 


Leok for neme- 
“Domes of Silence" 


ed 


Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 








Ait 


inc 


IMES of SILENCE 


160 


= 














Briddell, Ine., Chas. D....... eee 
Bridgeport Hdwe. Mf 
Britex Co. . 
Burklyn Co. 

Cc . 
Camillus Cutlery Co.......eeseeeeess 112 
Carlson & Sullivan......0+.seseceess 


jammer Hen —" cece 
Chicago Die Casting e hte. Co.. . 46 
& Lambert Mfg. Co........-. 155 





Supp! M. 
Columbia Malleabie — Corp... 140 
Columbian Enam. & Stamp. Co. 38 








Congoleum-Nairn Inc. 
Congress Die Casting Div 
Consumers G OO. 06.06 
Cook @ Mle Dic cccctcce 
Coolerator Co. .......+++. 
Corbin, P. & F........ 
Corning Glass Works......... 
Delco arene? Div. 
Delta 
Devoe as 
Domes 
Dunbar 
Dunton ° 
du Pont 
(Nylon Bristies) 
Duro Metal Prod. CO.....-.++e0%+ oe 
Eagle Lock oPecccccccoccnce 


59 
Eclipse Moulded Prod. cesesccoce OO 
Edison General Elec. Appl. Ce....... 26 
Edlund 28 

















Gilbert Clock Co., Wm. 
Corp. 


Electrite Fence sovcceseeoeccess M8 
Empire Brush epoccccoccoce &9 
Enameled Utensil Mfrs. soooe =D 
Enterprise Mfg. Co, of Pa.........-. 4 
ry 
Farm Journal ...... coencccccsccess OS 
Filter- Kleen Mfg. " Gb iibiiitiasose:. 0 uae 
Fireline Stove & Furnace Lining Co. 131 
Fitler Co., Edwin H....sescoessees M51 
Flex Blade Works.......s+ssseeeee+ 156 
Fiex-O-Glass Mfg. Secescccccese § 
Florence Stove C0,......ccsseecesess 27 
Formica Insulation Co. - 
Frantz 70 
Fuller Tool - 148 
Fulton Bag & Cotton Mil » 140 
a 

General Elec. Co, 
{aotianse & Merchandising Div... 48 
Lamp Div. ..sss.++- covccvocccccs 
Gerity- P adrian Mfg. ath cans . B 
L + 198 


Goodwin-Stanley Corp. 
Goulds Pumps ......+s-0++ 


Hillerich & 
Hindley Mfg. Co. 
Hodgman Rubber Co. 
Holt Mfg. Co.......... seve 
Hoyt & Worthen Tanning 
Hydro-Tex Corp. 


I 

BOees TREE OS, .< ccc cccccccccccuee 
Tilinois Bronze Powder Co.. ee 
Indiana Steel & Wire Co.. 
Ingersoll Steel & Dise. Div. 





Sects Ga, B. Tn. cccocsceccccccccese 6 
Jacobsen Mfg. Co......seeecees -34, 119 
Johnson & Som, 8. C......ssecsesees 29 
Johnson Steel r. avire Grcccccccocce 1 
Jones & Son, RB. S.......ccccessecees 150 
EK 
K-B-O Company .«...6.-5+--sseecees 149 
Kaul Importing Agency, Leo......... 60 
Keele Company ....-.-+s++ cocccs O 
Klein & Sons, Mathias.............. 37 
Knapp-Monarch Co, ....s+eeesesees 7 
Kulte, W.'D. DeeG ie... ccs ccwecs sce 125 





ADVERBTISERS 





eee eereeee ees eeeeees 


ee eeeeeeese 


Merit-Made 

Metal Textile Corp..... 
Miller, Inec., Robert E. 
Millers Falls 







Myers & Bro. Co.. F. E.ccccccccsceee 48 


N 
National Brass ~ beccee ccccccccesce 368 
National Ideal Co. ° “4 
National Mfg. Co.. 
Nationa) Stamping & Kies. 1 





Phoenix Mfg. Co, 
Pioneer Gen-E-Motor Cerp. 
ge =, Reet Co, 


R 

Rival Mfg. Co. 
Robert Mfg. Co. 
Robeson Cutlery Ce: 
Rockford Brass ee 
Rogers Isinglass & G 
— Burdsall & 


PPereeeeeCIerOrr ret ere 


8 
Safeway Chemical Co.........+es00+ 1 
Savogran Co, .......--+. eccmcccccesos SOt 


Seed Filter Co. 
Sentinel Radio Corp.......... ecccese 





Cake “Co... ° oveccccees 
Simonds Saw & Steel Diisdesasctecce See 
ndustries 





Sinclair I 

Slaymaker Lock Co.. ecescccce 
Bocony-Vacuum Oi] MUS cscckesccs 200 
Solo-Horton Brush Co. ......ssse++++ 78 
Senneborn Sons, Inc., L. ......+-++- 128 
ae Hdwe. Mf ee 





T 
NES GR ons occ cccccccccccccces 44 
Taylor Instrument Companies. ccocsce WO 
Templeton. yonly eesccccoonses 144 
Thermal 60 
q 13 














5) 

Tinited States Plywood Corp....... e+» 153 

Tinited States Steel ercccccces 

Utility Appliance Corp........+.+++- 14 
v 

Val-A Company ........ pecccosecces 154 

WORM CR, scccccccccccccvccessces ® 

WERE. Wise. Obi. cc ccccccceccecss ces 98 
w 

Winchester Repeating Arms Co.. 21 

Wix Accessories Corp. e 

Wood Shovel . 74 

Wooster Brush Co. 2 

Wright Steel & Wire Co., G. F...... 156 

Wrought Washer Mfg. Ca.......... 150 
x 

X-PamGe PED... 0. doc cece cccdctecs 54 
Y 

Yale & Towne Mfg. Co.............- s 

bare Kitehens Div......20+++ = 





HARDWARE AGE 
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TEM | | MORE AND MORE, FARMERS | 
| ASK FOR “ELECTRITE” ! 


Pincor Blue Diamond and 


Pincor Gold Crown gasoline ! 
electric generatin, I troll i 
g plants, rollers — th 
have afforded thousands of ! 6 volt Pinadile Cuneo rocne need! New 
users a source of DEPEN- i and bp oP er Fe pare: 610L ( “tg AF ew ccnae 
; uxe Controllers 110 volt wdel 
Mode! 





DABLE POWER for Home 
use, on Farms, in Mines, i 
ca Priced 6 volt Model 263 and 110 volt Model 


Construction Jobs, and ; 
rm 1040. Write Dept. 309 for descriptive literature. 


l 
enteags Plants. Today | 
ese rugged Pincor Units 1 THE COM 
; PLETE LINE OF FENCE CONTROLLERS 
l 
! 


Fronts of the world whan 








! 

I 

I 

321 or 6 | 
volt Model 623; and the popularly : 

| 

l 

| 

l 

I 








DEPENDA 
PiNcoR | 18. Necussty. 
Products for Post-War 
POWER LAWN MOWERS Dependable Pincer 
HAND LAWN MOWERS ovelichis ln thee - 
POWER PLANTS pede baer medels 
WATER SYSTEMS Charging a 
BATTERY CHARGERS 
Write for Details Today: 











PINCOR | 


W4 
htduci, | PIONEER GEN-E-mMOoTOR FE 
i N ENCE COMPANY 


WHITEWATER, WISCONSIN 





PORATIO 


DICKENS Ave 





BUY BONDS 
COMPANY” 























iceatatitatetigtticanetesal sede i c: 


YOUR LOGICAL CHOICE FOR THE BIG 

ELECTRIC CREAM SEPARATOR MARKET 
| IOWA SUPER 

ELECTRIC 








There's a vast consumer acceptance 
for the Iowa Super Electric — for it 
combines all the advantages of close 
skimming, long life. dependable per- 
formance, modern streamlined design, 
with ‘‘All-Electric’’ operation. No 
gears—no oiling —no clutches. Easy 
to clean. Low supply tank. 








Write today for full details —- find 
out why the complete Iowa line 
offers you a good business — and a 
steady business for the good years 














ahead. 


ASSOCIATED MANUFACTURERS, INC. 


Fe “ Builders of Quality Cream Separators Since 1895 
Dept. HA 645 WATERLOO, IOWA 
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Dealers haWUling Dexter-Tubulars 
have many advantages — advan- 
tages evident by comparison. 


At first glance, you will recognize 
the advantage during installation. 
There is no deep mortising, simply 
round holes bored with brace and 
bit. Carpenters can complete the 
job in about one-third the time it 
takes to install ordinary mortise 
locks. Saving time and money is 
reason alone to clinch ‘most any 
sale. 


Carefully examine the sturdy con- 
struction of Dexter-Tubulars and 
you will find that they are rugged, 


NATIONAL BRASS 


dependable quality through and 
through, Every Dexter-Tubular Lock 
and Latch is backed with a written 
Lifetime Warranty packed with 
each box, which is a factory guar- 
antee of satisfactory service. Over 
20 years of successful experience 
stand back of the line, too. 


Reasonably prompt shipments of 
Dexter-Tubular Latches with plastic 
Duralin trim (as illustrated) are now 
being made to established Dexter 
dealers. Though new accounts can- 
not be accepted right now, there 
is real opportunity in planning for 
tomorrow. Write for complete 
information. 


COMPANY, Mfrs. — 





BORE 2 HOLES 


INSTALLATION. Just 
bore holes. That's all 
there is to fast, easy, 
time saving, money 
saving installations of 
DEXTER-TUBULARS. 


Se a RRS RAE HD OR ES, F 





Grand. Rapids, Michigan 
Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 


TAMPA DETROIT PORTLAND, Ore. ST. Louis BALTIMORE FORT WORTH ; 
CHICAGO PHILADELPHIA LOS ANGELES KNOXVILLE ow 


MAKERS OF BUILDERS, CABINET, SCREEN DOOR AND SHELF HARDWARE 








AONE DRE IONTES Cp Sai BORE MER I OR ET, 


eo iG ig 


Since 1§&72 


GLASS CUTTERS * DIAMOND POINTS AND DRIVERS « RAZOR BLADE SCRAPERS 
TRIANGLE POINTS * WOOD SCRAPERS + SANDPAPER HOLDERS ¢ PUTTY KNIVES 
WALL SCRAPERS * LINOLEUM KNIVES * WALLPAPER TRIMMERS * ROLLER STIPPLERS 
PAPER HANGERS’ KNIVES ¢ CARBOLOY GLASS DRILLS * ROLLER PAINTERS 
GLASS PLIERS * GRADY AXE AND HAMMER WEDGES «+ COPPER POT CLEANERS 
REDDY GOLF TEES‘ < ELECTRIC PAINT CONDITIONERS ¢ ELECTRIC PAINT MIXERS 
ELECTRIC FLOOR SANDERS ° ELECTRIC FLOOR EDGERS °* _ ELECTRIC FENCERS 








| PA. wow 


GET YOUR ~*~ 


FREE COPY 


NOW 


If you haven't received a copy 
of the Replacement Guide, 
write RAY-O-VAC and 
we will gladly send 
you one. 


# 


y RAY-0-VAC BATTERY REPLACEMENT GUIDE 


The minute Ray-O-Vac portable radio batteries are available you will want to be 


ready to serve your customers. That's why we have developed this chart showing 
just which Ray-O-Vac batteries are required for almost every standard model of 
all makes of portable radios. It makes it amazingly easy for you to ‘‘prescribe”’ 


the proper Ray-O-Vac batteries. Be sure to have your copy ready. Write for a copy. 


ya 


aa 











